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every year anew Chicago! 


FOUR MILLION NEW AMERICANS being 
born each year just about duplicate the 
population of the great Midwest Metropolis. 


Yhat is one measure of the insurance market 
of the future ... and remember, the future 
belongs to those who prepare for it. 

We are preparing to help you meet the 
demands of today’s AND tomorrow’s market. 

Qur expanding national service network 
with complete multiple line production, under- 


writing and claims facilities will help you to 


SURVEY your clients’ complete 
insurance needs 
SELL AND SERVICE quality commercial 
and personal accounts 
SPEED CLAIMS handling. 
That type of professional performance will 
guarantee your profit and progress from 
now on. 


Keep pace with the future by growing with 


“A wonican |uswiance (jnoup 


Newark 1, New Jersey 


The American Insurance Company e American Automobile Insurance Company e Associated Indemnity Corporation 








Your ability to serve and 
keep your clients informed 





of the most modern 
protection available places | 
you high on their “most 
respected” list. 
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Your clients are being reminded over TV and radio 
of the dangers of underinsurance. You can tie-in 
with the National Board of Fire Underwriter’s 
campaign by checking your clients files now to de- 
termine if their present insurance has kept pace 
with today’s high replacement costs. Then call on or 
telephone those who are underinsured. Have the sat- 
isfaction of knowing your clients are fully protected. 
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30 Fire 90 30 Fire 
& Cas. Stocks & Cas. Stocks 
January 3! ...... 278.1 348.0 265.4 355.0 
February 28 ..... 286.3 360.0 265.8 343.5 
March 3] ....... 299.6 385.0 276.9 *44.1 
| ee 285.2 384.2 281.7 45.7 
WEEN OU satsse%sad 268.6 358.9 
SUM DO oi dea 266.7 373.0 
Sie 2... 277.7 392.2 
August 31 ...... 266.5 377.3 
September 30 ... 251.8 360.1 
October 31 .... 257.2 362.0 
November 30.... 251.8 358.0 
December 3! .... 252.2 370.6 


The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined. 
The 90 stocks and the 30 fire and casualty stocks were at 100 in June, 1944. 

* Standard & Poor’s new index of 500 stocks. Comparable figure for 
February 28, 1957 is 43.8. 


building cost index 
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Avg. Mar. Avg. Mar. 

1939 = 1957 1939 1957 
Boston 210 665 Minneapolis 202 627 
New York 219 704 Kansas City 209 599 
Buffalo 205 691 St. Louis 208 644 
Baltimore 198 655 Atlanta 186 710 
Philadelphia 196 647 Dallas 171 583 
Pittsburgh 219 636 New Orleans 194 665 
Cincinnati 209 637 Denver 195 567 
Cleveland 206 = 663 Seattle 196 649 
Chicago 205 603 San Francisco 183 610 
Indianapolis 206 = 659 Los Angeles 167 = 624 
Detroit 208 693 —_— —s —— 
Milwaukee 209 691 National Average 200 654 


This index (1913 = 100) applies to construction only and does not in- 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system, etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel— 
and therefore should be used only as a trend as it is not applicable to 
anecific hnildings Furnished courtesy af the American Appraisal Campany 
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insurance stocks 


Over-the-counter Market 


Furnished through the courtesy of The First Boston Corporation. 


1957 Range 
Fire and Casualty Companies High 
Aetna Casualty & Surety Company 134 120'/ 
Aetna Insurance Company 75/2 61'/ 
Agricultural Insurance Company x 27%, 
American Equitable Assurance Co. 38! 30/2 
American Home Assurance Co. a4 
American Insurance Company 29/4 23 
American Re-Insurance Company 30!/, 231) 
American Surety Company 20'% 16% 
Bankers & Shippers Insurance Co. 59'/2 48 
Boston Insurance Company .. By 3", 
Camden Fire Insurance Assoc. 29% 25'/ 
Continental Casualty Company 89'/2 77 
Continental insurance Company 54\/2 45 
Employers Group Associates ‘ 69 56 
Employers Reinsurance Company . 295% 26 
Federal Insurance Company 413, 3% 
Fidelity & Deposit Co. of Md. 90% 80 
Fidelity Phenix Fire Ins. Co. 57/4 47'/, 
Fire Assoc. of Philadelphia 45'/2 42 
Fireman's Fund Insurance Co. ... 59 49//, 
Firemen's Insurance Company 381/, 33, 
Genera! Reinsurance Corporation 54 44'/, 
Glens Falls Insurance Company 35/2 31% 
Globe & Republic Insurance Co. 21 17 
Great American Insurance Company 39% 31% 
Hanover Fire Insurance Company 4! 3% 
Hartford Fire Insurance Comnany 164 133 
Hartford Steam Boiler Insp. & Ins. 843/, 73 
Home Insurance Company 45'/4 40 
Insurance Co. of North America 101'/2 9! 
Jersey Insurance Co. of N. Y. 38!/, 29 
Kansas City Fire & Marine Ins. Co. 37 32 
Maryland Casualty Company . 385, 30!/, 
Mass. Bonding & Insurance Co. 34'/, 28'/4 
Merchants Fire Assurance Co. 59 48'/2 
Merchants & Mfrs. Fire Ins. Co. 12'/2 10 
National Fire Insurance Company 93 67 
National Union Fire Insurance Co. 40'/, 35'/ 
New Amsterdam Casualty Company 51% 
New Hampshire Fire Insurance Co. 40 35 
New York Fire Insurance Company 28!/, 23'/, 
Northern Insurance Company 76 61 
North River Insurance Company 37%, 31 
Northeastern Insurance Company 1034 7 
Northwestern National Ins. Co. 75 67 
Ohio Casualty Company 25 22'/2 
Pacific Fire Insurance Company 60 47 
Pacific Indemnity Company 64 541 
Peerless Casualty Company 27"/5 185% 
Phoenix Insurance Company 80'/, 68 
Providence Washinaton Ins. Co. 22/2 17% 
Providence Washinaton Ins. Co., Pfd. 42 36 
Reinsurance Corp. of New York . 14% 1", 
Republic Insurance Company 57\/2 49 
St. Louis Insurance Corporation ‘'B"’ 26 22 
St. Paul Fire & Marine Ins. Co. ; 58!/, 44\/, 
Seaboard Surety Company 73%, 62 
Securitv Insurance Company 37! 29% 
Sorinofield Fire & Marine Ins. Co. 493/, a, 
Standard Accident Insurance Co. 60 46\/, 
U. S. Fidelitv & Guaranty Co. ... 74'/2 61% 
U. S. Fire Insurance Company .. 27 23'/2 
Westchester Fire Insurance Co. . 29/2 25'/4 
Life Companies 
Aetna Life Insurance Company 190 168 
Colonial Life Insurance Company 129 90 
Columbian National Life Ins. Co. 91%, 71 
Connecticut General Life Insurance Co. 264 238 
Continental Assurance Company 128 105 
Franklin Life Insurance Company . WY, 86!/, 
Gulf Life Insurance Company (c) 29% 27% 
Jefferson Standard Life Insurance Co. (a) 96'/, 82!/, 
Kansas City Life Insurance Co. 1150 1015 
Life & Casualty Insurance Co. ... 26'/2 19/4 
Life Insurance Co. of Virginia 105 95!/. 
Lincoln National Life Ins. Co. ... 224 196 
Monumental Life Insurance Co. 79 73 
National Life & Accident Ins. Co. . 93'/, 79 
Philadelphia Life Insurance Co. (b) 57 47 
Travelers Insurance Company we 833, 68 
U. S. Life Insurance Company ...... 28!/> 25 
West Coast Life Insurance Co. ..... 48 a4 


(a) After 25% stock dividend. 
(b) After 2 for | split and 25% stock dividend. 
(c) After 10% stock dividend. 
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YOUR CLIENT'S 
confidence is YOUR 


most valuable asset! 


e Where property values 
are in question, always 
refer your client to 
a nationally known 


reliable appraisal firm. 
THE 


LLOYD-THOMAS 


7 


RECOGNIZED APPRAISAL AUTHORITIES CO. 


141] Ravenswood Avenue, Chicago 40, IIL. 


re 
Cle 


First for Factual appraisals 
since 1910 
OFFICES — COAST TO COAST 
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. at the Columbia, in Tampa, Florida 


largest Spanish restaurant in North 


America—it’s yellow rice and chicken 


\ 
y...at Fe D, it’s BONDING! 


THEY SERVE THIS DISH WITH PRIDE at the Columbia, for 


it has heiped make that restaurant one of the best known in America. 


en cacerola. 


F&D, too, is known the country over for its “‘specialty of the house’”’ 
superior bonding service. Indeed, nowhere in this world is there 
a company better prepared to help insurance producers develop a 


profitable volume of bonding business. 


Like to learn how we can serve you? Drop a line to our Agency Department. 


stinigcane {| ]\) FIDELITY and 
waneuae ee ) DEPOSIT COMPAN y 
forms of insurance for 


home and industry. HOME OFFICE: BALTIMORE, MARYLAND ° OFFICES IN 50 PRINCIPAL CITIES 
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company developments 


ARKANSAS Licensed 
Royal Standard Casualty Co West Memphis 
Admitted 
Home Mutual Ins. C Appleton, Wis. 
CALIFORNIA Admitted 
pe > Mar ne and Fire Ins. Co. itd Tokyo 
DELAWARE. Admitted 
Mutual Ir ; Albany, N. Y 
Fire ft Philadelphia, Pa 
ILLINOIS. Admitted 
Los Angeles, Cal 
KANSAS Admitted 
an dncanmity: Ie ; Boston, Mass 
Nationwide Mutual Fire ~ Columbus, Ohio 
Examined 
A snce C * Topeka 
LOUISIANA | Licensed 
Le ana Fa Bureau Mut. Ins. C Baton Rouge 
T wr nd e untr Jennir 
MASSACHUSETTS Admitted 
Newark, N. J. 
Examined 
A Mu : Abington 
Re eee t MA A f Cc Yarmouthnort 
M ants & Fa M f Co. Worcester 
T & M Lowell 
A oe WwW 
MICHIGAN Admitted 
er v ee | 
C y ) B TON Mass. 
: M Brooklyn, N. Y 
Dallas, Texas 
Massa atts B Bo , Mass 
MISSOURI Admitted 
Perkiomen Mutual {1 Collegeville, Pa. 
NEBRASKA Admitted 
Wect Amer L a Ca 
Withdrew 
A MA . G New York, N. Y 
Examined 
Mut Benefit Health & A Jent Assr Omaha 
NEVADA Admitted 
b ; C A ndianapolis, Ind 
NEW YORK Examined 
The Liverpool and London and Globe Ins. Co., Ltd New York 
U.S. Branch) 
ai a ie New York 
Royal Insurance C Ltd. [U. S. Branch) New York 
hamrock Casualty Company New York 
nsurance Co. of America New York 
NORTH a enon Admitted 
American Universal! Ins. Co. Providence, R. |. 
nterstate Fire Ins. C Chattanooga, Tenn. 
PENNSYLVANIA Incorporated 
State-Security Insurance Co. Pittsburgh 
Withdrew 
edonian Insurar U.S. Branch) Hartford, Conn. 
> Insurance C Hamilton, Ohio 
SOUTH CAROLINA Examined 
1 American Ins. Co. Columbia 
VIRGINIA Admitted 
Fidelity & aranty Ins. Undrs., Inc. Baltimore, Md. 
eferred Cisk Mutual In Co. Des Moines, lowa 
aii Ried) IG : Providence, R. |. 
WISCONSIN Admitted 
A American | Park Ridge, Ill. 
ee _— Admitted 
Mattar ly ‘© Miami, Fla. 
DOMINION “i CANADA heleiead 
Cc nade Montreal, P. QO. 
le Paix Senora | ns, | inada Montreal, P. Q. 
MANITOBA Admitted 
Citadel! Ins. Co t Canada Toronto, Ont. 


Old Republic Ins. ( Greensburg, Pa 


R 


NOVA SCOTIA Admitted 
Old Republic Ins. Co eer Greensburg, Pa. 
ONTARIO Licensed 
Global Reinsurance Company Toronto 
QUEBEC Licensed 
La Paix General Ins. Co. of Canada .. Montreal 
Admitted 
Combined Insurance Co. of America Chicago, Ill. 
United Scottish Ins. Co., Ltd. wats London, Eng 
SASKATCHEWAN Admitted 
Old Republic Ins. Co. Greensburg, Pa 
r 
conventions ahead 
MAY 
16-17 Arkansas Ass'n of Insurance Agents, annual, Arlington 
Hotel, Hot Springs. 
17-18 Texas Ass'n of Insurance Agents, annual, Statler-Hilton 
Hotel, Dallas. 
19-21 Tennessee Ass'n of Mutual Insurance Agents, annual, 
Gatlinburg. 
20 Vermont Ass'n of Insurance Agents, midyear, Woodstock 
Inn, Woodstock. 
20-22 American Management Ass'n, Insurance Seminar, 333, 


Methods of Insuring Against Fire and Business Interruption, 
AMA Headquarters, Sheraton-Astor Hotel, New York. 
American Management Ass'n Insurance Seminar, 334, Self 
Insurance, Risk Assumption and Use of Excess Covers, AMA 
Headquarters, Sheraton-Astor Hotel, New York. 


20-22 


20-22 Georgia Ass'n of Insurance Agents, annual, Bon Air Hotel, 
Augusta. 

20-22 Insurance Accounting & Statistical Ass'n, annual, Palmer 
House, Chicago. 

20-24 National Fire Protection Ass'n, annual, Statler Hotel, Los 


Angeles. 

21 Society of Fire Protection Engineers, annual, Statler Hotel, 

Los Angeles. 

Illinois Bureau of Casualty 

Hotel, Springfield. 

22 National Automobile Underwriters Ass'n, annual, 
Hotel, New York. 

23 National Board of Fire Underwriters, annual, 
Hotel, New York City. 


21-22 Insurers, annual, St. Nicholas 


Roosevelt 


Commodore 


23-24 Casualty Actuarial Society, Spring meeting, French Lick- 
Sheraton Hotel, French Lick, Ind. 

23-25 Florida Ass'n of Insurance Agents, annual, Fontainebleau 
Hotel, Miami Beach. 

26-29 American Ass'n of Managing General Agents, annual, 
Fontainebleau Hotel, Miami Beach. 

26-30 Insurance Division of Special Libraries Ass'n, Statler Hotel, 
Boston. 

27-29 American Mutual Insurance Alliance, annual, Edgewater 
Beach Hotel, Chicago. 

27-29 Federation of Mutual Fire Insurance Companies, annual, 
Edgewater Beach Hotel, Chicago. 

27-29 National Ass'n of Automotive Mutual Insurance Companies, 
annual, Edgewater Beach Hotel, Chicago. 

27-29 National Ass'n of Mutual Casualty Companies, annual, 
Edgewater Beach Hotel, Chicago. 

JUNE 

3— 4 Eastern Underwriters Ass'n, midyear, Shelburne Hotel, 
Atlantic City. 

10-12 South-Eastern Underwriters Ass'n, annual, Homestead Hotel, 
Hot Springs, Va. 

12-15 International Ass'n of A&H Underwriters, annual, Lowery 
Hotel, St. Paul, Minn. 

12-15 Wisconsin Ass'n of A&H Underwriters, annual, St. Paul, Minn. 

13-15 Mississ‘ppi Ass'n of Insurance Agents, annual, Edgewater 


Gulf Hotel, Edgewater Park. 
14 Mutual Fire Insurance Ass'n of New England, annual, Parker 
House Hotel, Boston. 


16-19 Virginia Ass'n of Insurance Agents, annual, Roanoke Hotel, 
Roanoke. 

16-18 New England Ass'n of Insurance Agents, annual, Poland 
Spring, Maine. 

20-22 North Carolina Ass'n of Mutual Insurance Agents, annual, 
Mayview Manor and Green Park Hotels, Blowing Rock. 

27-28 Wisconsin Ass'n of Mutual Insurance Agents, annual, 


Schwartz Hotel, Elkhart Lake. 
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BLANKET CRIME POLICY 


ONE PACKAGE 


provides coverage of 
all these losses; 


* Employee Dishonesty 
x Inside Premises Loss 
* Outside Premises Loss 
* Money Order and 
Counterfeit 
Paper Currency 
x Depositor's Forgery 





ONE AMOUNT 


All above losses covered 
to full policy amount. 


Sees . = ee mee = 





EASIER TO SELL! Here’s a type of policy that Get the full story in “Mailroad to Profits”. Current issue 
many of your clients and prospects have been waiting of American Surety’s monthly sales-builder for agents 
for—broad protection on an over-all basis instead of fully analyzes the new Blanket Crime Policy, presents 
on many individual exposures! The policy’s face amount timely selling hints. Mail coupon — nail 
applies to all 5 coverages—yet under two of them the for your free copy. [iis PROFiTs | 
buyer pays only for his actual exposure. That gives you NG@WEE: ‘Vike Bisnket Ceime Police cons . Natelmadiee 
a big selling feature: extra protection against unforeseen not be written prior to May 29, 1957. ees ae 
developments at no increase in cost. Discounts and three- SEN SLA OTERO ESS EEIE TS > 
year premium payment may further reduce the cost. AMERICAN SURETY COMPANY i 
Real value for your client, less clerical work for you! Agunes: & PeeGustion Department ° 
: : 100 Broadway, New York 5, N. Y. : 
° 


COMPANY FIDELITY - SURETY - CASUALTY - FIRE « INLAND MARINE 
HOMEOWNERS + ACCOUNTANTS LIABILITY + AVIATION 
A ee = 
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Select and consult 


an independent insurance agent 
or broker as you would 


your doctor or lawyer 


U.S.F.&G. AGENTS 


This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public 








Je Casualty-Fire-Marine 
tow ff /AGENT Insurance ° Fidelity- 
~sueves/ ne vee | fies Surety Bonds 


United States Fidelity & Guaranty Co., Baltimore 3, Md. « Fidelity Insurance Co. of 
Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 











Insurance shares with all other 
industries the prospects of an ever 
increasing 


Our 
country will, in the years to come, 
have more and more people better 
and better able to pay insurance pre- 
miums. The greatest need is the will 
to contend in rivalry and in reason 
able competition to sell better cover- 
ages at better prices and on better 


potential market. 


terms. The question, “is insurance 
A Growth Industry?”, can be an- 
swered only in the affirmative pro- 
vided there is an universal desire 
among insurers to give the public 
what it wants on terms it is willing 


to meet. See page 20. 


©¢@ Jn no other segment of the in- 
dustry has there been such revision, 
modernization and expansion as has 
taken place in the Burglary Insur- 
ance field. Two 
package contracts 


very important 
the broad form 
and the blanket 


have been introduced. 


storekeepers policy 
crime policy 
Several existing policies have been 
revised extensively, mostly to offer 
broader coverage. Many ambiguous 
phrases and clauses have been re 
written or removed entirely. To 
keep abreast of the changes that have 
already taken place and for advance 
information on those rapidly occur 
ring, see page 28, 

eee For a number of vears we have 
followed the practice of publishing 
the questions of the preceding vear’s 
Charted Property and Casualty Un 
derwriters examinations along with 
the composite answers. Because the 
material is quite extensive and com 
prehensive, we are forced to run it 
in sections. The first C.P.C.U. 
Ouestions and Answers of the 1956 


For May, 1957 





examinations appear this month be 
7? 


vinning on page 33. 
eee “i ducation is the keynote to 
Successful Salesmanship A 


expression—perhaps; a 
unassailably. 


trite 
veracious 
one Only when an 
agent knows all there is to offer in 
the way of coverages, onl\ when he 
is well-informed about the contents 
of each policy, and only when | 

able to break his knowledge down 
into simple terms for the prospective 
buyer, will he have an outstanding 


career. 


le 1S 


Further, after he is_thor- 
oughly familiar with the background 
of his product, the salesman must 
learn everything there is to know 
about his client; his exposures, his 
needs, his desires. See page 43. 


eee Before the 
typewriter card punch, one company 
had found it necessary to use a sys- 


installation of a 


tem of multiple forms. which had to 
he filled out manually by a typist, for 
checkwriting operations. Many steps 
were needed for distribution, con 
trol, and bank reconciliation, plus the 
services of a clerk to handle part of 
the work load 
this Time 
eliminate useless procedures, read 
page 61 


To find out about 


Saver, and how it can 


ece Many 
quired to fashion an outstanding 
salesman, but perhaps the most im 
portant of all is a practical philoso 
thought 


varied factors are re 


and organiza 
tion. The man who succeeds has the 
ability to plan his work in detail and 
carry out these plans with a positive 
attitude How He 
ts That Way, the story on page 
sketches the profile of a good 


phv of time 


mental Telling 


G 


( 
85 


agent, including such points as in- 
telligent prospecting, service and 
friendliness and tackling tougher 
problems that a lesser man would 


shun. The article is highlighted 
throughout by such author’s com 
ments as: “just plain hard work 


will get you two things—the pay of 


an unskilled laborer and tired.” 
eee To reduce accident frequency 
and improve morale and efficiency, a 
Safety Program must hit home with 
er ee. While it is true that 
the ground work needs to be laid 
with 


the employee. 


company officials and plant 
inanagers, the worker must be made 


to feel that he is an integral part 
of the system. He must be 
thoroughly ingrained’ with _ the 
thought that safety is a way of life, 
not just something that happens 
from nine to five. The employee 


must constantly be on the alert for 
danger signals and for ways in which 
to protect himself and his buddies 
from harm. For 


guarding set-up and tips for suc- 


a suggested safe 


cessful accomplishment of such a 
plan, see page 91. 
eee During the past few years, 


Automobile Marketing Trends have 
changed radically. A growing num- 
ber of agents have realized that the 
non-agency companies are gaining 


an increasing amount of the business, 


and find that they must adapt their 
procedures to recapture the bulk of 
potential clients. Their viewpoint 
has been that you can take the im- 
portant techniques and_ successful 
selling methods of the direct writer, 
combine them with the American 
\gencv System and have as a result 
an unbeatable combination. Credit 
control, extreme changes in policy 
preparation and renewal, reduction 
in price and commission and hard 
hitting selling techniques all form an 
integra) part of the clever agent's 
new outlook. See page 97. 


eof Rummaging through old files 
in search of sales material proved. 
to our author, to be almost as much 
fun as going through an attic in 
search of treasures—and just about 
as rewarding. Things had been 
stored away in both, when he was too 
voung to appreciate them. To find 
out what he found and what use can 
be made of it, read Aftic Adventure 
on page 120 
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Five-Minute Safety Talks for Fore- 
men, prepared by Roland F. Blake. 


The work of 
engineering and 
author of 


a leader in safety 

editor and co- 
“Industrial Safety,” a 
book on accident prevention funda- 
mentals, this book contains 52 talks 
on accident prevention. Some of the 
titles are ‘‘Near Misses,” “Keep 
Your Guard Up” and “Stay On 
Your Feet.” 

The talks come with an outline 
and text suitable for either informal 
or scheduled training sessions, The 
booklet includes up-to-date material 
on such varied topics as vacation 
safety, smoking, horseplay, how to 
use a screwdriver, lung safety and 
hot weather hints 

Published by the National Safety 
Council, 425 N. Ave., 


Chicago 11, IIlinois 


Michigan 


Year Book of Labour Statistics— 


1956—Sixteenth Edition 


This is a comprehensive source 
document of population, 
ment, unemployment, hours of work, 
wages and labour income, consumer 
price indices and retail prices, family 
living 


employ- 


studies, social security, in- 
dustrial injuries, industrial disputes 


and migration. 


publications 


It is published by the International 
Labour Organization, an intergov- 
ernmental agency, of which 77 com- 
panies are members. Representatives 
of governments, managements and 
labour organizations participate in 
the work toward the promotion of 
social justice and peace. The I. L. 
O. was established in 1919 and en- 
tered into the relationship with the 
United Nations as a 
agency in 1946, 


specialized 


502 pps; $5.00 paper-bound- 
$6.00 cloth-bound. Published by the 
International Labour Office, Wash 
ington, Branch, 917 15th Street, N. 
W., Washington, D. C. 


Economic Growth Projector to 1970. 


This is a pocket-size plastic long- 
range business planning guide for 
executives. It shows the projected 
increase each year, 1957 to 1970, of 
ten key economic growth factors. 
Included are population, gross na- 
tional product, industrial 
factory output, hourly wage rates 
and wholesale prices. The long-term 
percentage growth rate of each kev 
factor is mathematically computed. 

$1.00 per copy. Published by The 
Eddy-Rucker-Nichels Company, 4 
Brattle Street, Cambridge, Massa- 


chusetts. 


stocks, 


Public Ledger Building 


Philadelphia 6, Pa. 
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ON INDEPENDENCE SQUARE 
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General 


Magee. 


Insurance by John H. 


All recent developments in the in- 
surance field are fully treated in 
this, the fifth edition of a standard 
work used by companies for train- 
ing purposes and as the approved 
college and university 
Reflecting the explosive 


text for 
courses. 
changes into multiple line underwrit- 
ing which have taken place in recent 
years, the author has grouped his 
material in a method designed to 
appeal to the imsurance planner 
rather than follow too closely the 
historical 
ance. 

After several introductory chap- 
ters defining the field of insurance 
and risk measurement, the book con- 
siders the various types of coverages 
written, both property and personal. 
Then following the over-all concept 
of multiple line underwriting it con- 
siders the administration of an in- 
surance program and the program- 
ing of life insurance as well as the 
adjustment of claims. 

The final the book 
treats such matters as the signifi- 
cance of trends in the development 
of insurance, the present status of 
the business and its future. 


952 pages, Trade Price $7.80, 
published by Richard D. [rwin, [nc., 
Homewood, Illinois. 


classifications of insur- 


portion of 


Embezzlement Controls for Business 


Enterprises by Lester A. Pratt, 
CG. 25 A 


This booklet 
employers can use to reduce the risk 
of embezzlement 
tents are indicated by the chapter 
headings as follows: A Fraud Expo- 
sure Program; To Control Embez- 
zlements of Cash Receipts; to 
Control Embezzlements of Cash 
Disbursements ; To Control Embez- 
zlements of Merchandise ; A Control 
for Small 
Honesty Insurance Protection and 
a Check List of Internal Control 
Procedures. 


outlines methods 


losses. Its con- 


Program Businesses ; 


The booklet is available without 


charge upon request on a business 
letterhead by interested business 
executives. Published by the Fidel- 
ity and Deposit Company, 2347 
Fidelity Building, Baltimore 3, Md. 
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Goodwill Suggestions 


PREVENTION 
recommendations, are 


SUGGESTIONS, 


the 


OSS 
| Fre 
everyday bread and butter business 
of the engineer but over and above 
his regular work, he can 
his company, according to C, M. 
Rowley, chief engineer, 


“promote 


American 
Manufacturers Mutual Insurance 
Company. 

Goodwill leads almost always to 
more premiums, and although the 
direct return may seem indirect at 
hrst and delayed, this viewpoint 
should never be absent from the en- 
gineer's mind in his approach to the 
policyholder on recommendations. 

The overjorcejul approach isn't 
generally the best, for this type of 
approach in most instances seems 
to slip into a high pressure scare 
type warns Mr. Rowley. Certainly 
on the first few calls this is not apt 
to build company goodwill. 

Unless a nearly similar property, 
or one otherwise well known to the 
policyholder, has recently burned 
from the cause found in the partic- 
ular property being inspected, the 
property owner will discount scare 
selling as over emphasis of the im- 
portance of a situation to gain a 
benefit for the insurance company. 
This will cause him to back away 
from a recommendation or a condi- 
tion which he believes, because of 
the approach mainly, to be much less 
severe than stated by the engineer, 
Thus he loses confidence in the en- 
gineer and consequently in the qual- 
ity of the service of his company. 

The “horrible example” approach 
as a confidence builder may, I real- 
ize, be applicable to more casualty 
loss prevention situations than to 
property damage ones. 

The the 
problems of each property inspec- 


individual nature of 


tion should, of course, be recognized 
in the recommendations. But from 
the business promotional standpoint 
this idea must be conveyed to the 
policyholder even though his prop- 
erty is almost identical to many hun- 
dreds of looked at by 
engineer. 


others the 

This can often be done by nearly 
a direct statement: 

“Your business is to sell food to 
your customers, but there would be 
a shutdown of at least several days’ 
sales of a fire from this electrical 
basement 
could 


condition involved 
refrigerator 
since the condition is so close. 
Though your fire insurance would 


your 


units. It easily 


pay for the goods damaged or con- 
demned, and your profits would be 
covered by your business interrup- 
tion insurance, your customers 
would go elsewhere until you could 
open wp again. might not 
come back. During the shutdown 
you'll be run ragged rushing to get 
back in business again. Why take 
a chance of all this when by taking 
care of this suggestion in the next 
couple of weeks you can avoid any 


chance of such a shutdown.” 


Some 


Two Points of Difference 


This may sound at first glance 
very like the scare approach but it 
is different in two respects. It pins 
the discussion down to a direct pos- 
sible situation in the insured’s plant 
and it is a factual statement ap- 
proach with no particular forceful 
over-emphasis. It also conveys a 
time element to the policyholder so 
that he gets the impression a cor- 
rection should be made in a reason- 
ably short time to prevent the pos- 


sibility of a fire. 


condition referred to 
have existed for some time 
without any fire cropping up, the 
policyholder realizes the idea of a 
quick fire is absurd. 


Since the 


May 


He would thus 
conclude if an overforcetul approach 
of the immediate urgency type were 
used that the loss prevention service 
of the repre 
sented by the engineer was also not 
reliable. 


particular company 


In wording recommendations, the 
grammar should be such that no im 
pression of an order is given to the 
insured. Thus the imperative form 
should not be used. No “do” ot 
“must” form of wording is advisable 
The “should” form is desirable 
Also any recommendation should al- 
ways include the exact location of 
the change to be made. 

Another generality to be avoided 
is of the type—‘‘14% of 
from these electrical causes.” Ii 
the engineer must use statistics to 
sell his point, he should translate 
them to a proportion by saying “one 
out of every seven fires—that’s a 
high proportion, isn’t it?” 


fires are 


All of these approach points are 
specifically designed to build confi 
dence by the policyholder in the loss 
prevention engineer. \Vhen the en 
gineer has sold himself, he has sold 
the policyholder on the value of the 
loss prevention service of his com- 
pany. This results in a competitive 
advantage when his company’s pro- 
ducer is selling more coverage or 
other lines. The insurance buyer 
will be that the demon 
strated loss prevention service is 
good value for his money 


convinced 


whereas 
a competitor would have to prove 
this point, a difficult advantage to 


overcome by talking across as desk. 








The Indispensable Life Insurance Programming Tool! 


Settlement Options contains all the options since 1900 for 95%, of the life insurance in force today! 


Price $7.00 


Cflitcraft 


INCORPORATED 


75 Fulton Street, New York 38, New York 
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| gate to the complete compilation of by line experience 
on all classes of business (usually not available for an- 
other two months) we have prepared a special tabulation 
of the thirty-five leading underwriting groups in nine 
important lines. Because of multiple line underwriting 
and frequently revised pooling arrangements among 
affiliated carriers the tabulations are compiled on a group 
basis, except for the few carriers without affiliated com 

panies. As the tabulations embrace the thirty-five lead 

ing underwriting groups in each of the nine lines of 
business, the companies included in each are not identi 

cal. The complete exhibits appeared in Best’s Weekly 
News Digest in the month of April. Copies of these 
studies showing the experience of each of the thirty-five 
groups will be forwarded on request. 

While this preliminary study has been made up on a 
basis of pure loss ratio (losses incurred to premiums 
earned, excluding loss adjustment expenses) we have 
used industry averages of all expense factors to show 
approximate over-all underwriting results on each line 
However, the summary tabulation on this page includes 
estimated loss adjustment expenses in the 1956 loss 
ratios, estimated 1956 underwriting expense ratio and 
the column, premiums written, represents total stock in- 
dustry figures in thousands. 

Our preliminary analysis of the over-all operating 
result of the stock carriers ( reported in Best's Insurance 
News for April) indicates that premium volume rose 


by leading classes 


nearly 5% for the stock carriers to exceed $8 billion for 


the year but losses rose even faster to jump the ratio ot 


losses incurred to premiums earned by more than five 
points to an estimated 63.5%. The ratio of expenses 1n- 
curred to premiums written was up about half a point to 
37.3% bringing the combined loss and expense ratio to 
100.8%, highest since 1932. The statutory underwriting 
loss for all stock carriers probably exceeded $150 million, 
about 2%. 

\verages submerge the wide differences that exist 
among various classes of companies, differences that are 
often fundamental to their plan of operation or the 


classes of business underwritten. The year 1956 was 


lar trom satisfactory tor a majority of important com- 
panies and few of the generally orthodox multiple line 
carriers showed as small an underwriting loss as indi- 
cated by the industry averages. lasses of 


1956, a 


Virtually all « 


business were in rising loss cycles in most 


unusual phenomenon, 

Straight fire insurance premiums written by the stock 
carriers have hovered around $1.3 the last 
six years, levelling off in the latter part of 1951 under 
the influence of an increasing amount of term business 


billion for 





PREMIUM VOLUME and RATIOS 





Straight Fire Insurance 


Premiums *Loss tExp. Combined 


Auto B. I. Liability 


** Premiums 


Workmen’s Compensation 





*Loss Exp. Combined **Premiums Loss +tEx Combine 

Written Ratio Ratio Ratio Written Rat Rat Rati Writter Ratio Rat Rat 
1952 1,288,997 46.7 43.2 899 937,514 71.1 32.6 103.7 567,511 728 258 98.0 
1953 1,306,224 48.6 43.9 92.5 1,067,937 65.7 322 97.9 641,812 69.0 24.9 93.9 
1954 1,307,738 47.2 44.4 91.6 1,114,325 64.8 32.6 97.4 645,653 64.3 25.7 90.0 
1955 1,317,031 492 45.0 942 1,188,908 70.2 32.8 103.0 670,086 67.1 25.8 92.9 
$1956 1,300,000 55.2 5.5 100.7 1,290,000 76.2 33.1 109.3 720,000 67.8 25.8 93.6 
6,519,990 494 445 93.9 5,598,684 69.7 32.7. 102.4 3,245,062 68.0 25.6 93.6 

Extended Coverage Auto P. D. Liability Miscellaneous B. I. Liability 
1952 343,532 48.1 44.7 928 465,497 70.1 34.3 104.4 275,477 64.7 40.0 105.6 
1953 370,468 70.8 45.1 115.9 557,153 60.1 33.6 93.7 333,736 58.2 39.5 97.7 
1954 107,071 97.7 45.5 143.2 578,354 54.7 340 887 376,089 57.7 39.2 96.9 
1955 470,169 689 45.6 114.5 601,711 58.5 34.2 92.7 399,998 564 39.9 96.3 
$1956 500,000 61.0 45.8 1068 620,000 66.0 345 100.5 415,000 54.0 10.5 04.5 
2,091,240 70.0 45.3 115.3 2,822,715 61.5 341 95.6 1,800,300 78 40.0 97.8 

Inland Marine Automobile Physical Damage Ocean Marine 

1952 268,009 55.3 38.5 93.8 1,204,579 59.3 31.3 90.6 159,814 65.7. 28.2 93.9 
1953 286,782 51.5 393 908 1,291,159 32.1 87.5 152,484 62.0 284 90.4 
1954 284,955 55.4 40.5 95.9 1,202,491 34.6 84.3 15 54.1 29.5 83.6 
1955 305,474 59.0 40.6 99.6 1,342,743 33.2 87.3 15 58.4 30.0 R84 
$1956 310,000 63.0 41.0 104.0 1,200,000 63.5 340 97.5 \7 73.0 30.0 103.0 
1,455,220 57.0 40.0 97.0 6,240,972 56.3 San 89.4 794,425 62.9 29.2 92.1 

‘ Total stock industry figures in thousands (000 omitted). { Estimated. * Incurred to premiums earned Incurred to premiut writte 
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STOCK UNDERWRITING—Continued 


renewed on an annual or installment basis. More re- 
cently growth in volume has been held down by rate 
reductions and the transfer of premiums to multiple line 
policies. Premiums on package dwelling policies ex- 
ceeded $200 million in 1956 of which probably more than 
one-third represented the cost of straight fire coverage. 

In the tace of generally rising dollar fire losses and an 
increasing degree of under-insurance underwriting ex- 
perience remained remarkably good until 1956. Follow- 
ing two spectacularly profitable years, 1949 and 1950, 
the incurred loss ratio (including loss adjustment ex- 
penses) remained close to 47% through 1954. It rose 
two points in 1955 and jumped six points in 1956. 
Expenses edged higher in each of the last five years. The 
net result was to boost the combined loss and expense 
ratio from the record low of 85.3% recorded in both 
1949 and 1950 to 100.7% in 1956. 


Extended Coverage 


Net premiums written on extended coverage advanced 
by about 614% in 1956 to reach an estimated $500 mil- 
lion in the field. This compares with 
premiums written of less than $100 million in 1945, 
reflecting inflation in 


| 
Stock company 


roperty values, a large increase 
in the number of properties insured and substantial rate 


increases. This rapidly 


growing line is recognized as 
the most hazardous underwritten as no natural barriers 
exist to confine or restrain the destructive storms that 

over a territory. I-xperience of the last 
years has emphasized this point as windstorms, 
tornadoes and hurricanes have hit high value areas with 
unprecedented fury. In only one of the last five years, 


extend 


few 


large 


1952, have the insurance companies been out of the red 
on the line and the statutory loss for the five-year period 
approaches $350 1] the company field. 
Underwriting losses reached record heights in 1954. 
Experience improved materially in 1955 and was eight 
points better in 1956 but still remains in the red for 
most 


nullion in stock 


carriers 


Introduction of higher rates and the use 


latory deductibles in many territories greatly 


improve the long 


ot mane 


term outlook but more insurance to 
value ts still needed. 


[experience varies markedly among company groups 
depending upon the concentration of risks in affected 
territories and reinsurance coverage. The spread be- 


tween the highest and lowest pure loss ratio among the 
leading underwriters of extended coverage in 1954 was 
more than 115 points, about 65 points in 1955 and about 
30 points in 1956 and in the five-vear averages. By 


contrast, experience in “normal” 1952 was unusually 


uniform for this classification with virtually all com- 
panies reporting loss 


ratios within five points of the 
average for the year 


Auto B.I. Liability 


Net premiums written by stock carriers on automobile 
bodily injury liability insurance advanced by about $100 
to reach an estimated $1,290 mil- 
lion in 1956, more than a five fold increase from the $250 


million (nearly 9% 


16 


million underwritten in 1945. Higher rates, a much 
larger number of automobiles and additional and more 
stringent auto financial responsibility laws contributed 
to this great upsurge. 

Rising loss costs have long plagued this important 
line with the stock companies reporting a statutory un- 
derwriting loss of some $230 million dollars in the last 
ten years. Following a brief respite in 1948 and 1949, 
losses rose so rapidly that emergency rate increases of 
nearly 18% on passenger cars in 1951 followed by an 
additional boost in 1952 which averaged 1112% were 
instituted. These increases together with changes in 
rating classifications, which included a surcharge for 
drivers under age 25, returned the line to the black in 
1953 and 1954 with a very modest indicated profit 
margin of between 2% and 3%. 

Average loss settlements continued to rise and with 
higher accident frequency the loss ratio jumped five 
points in 1955 and another six points in 1956 to force the 
line seriously into the red. Even though substantial rate 
increases have already been approved in a number of 
states and will undoubtedly be secured in others it will 
take some time to get this important line back into the 
black. 


Auto P.D. Liability 


Automobile property damage liability insurance pre- 
miums advanced about 214% in 1956 to reach $620 
million in the stock company field. The levelling off in 
premiums in the last two years followed a period of un- 
precedented growth from an annual volume of only $94 
million in 1945. The substantial increase in volume of 
business stemmed mainly from two factors—higher 
rates and millions of additional cars insured. However 
it was next to impossible to raise rates fast enough to 
keep pace with spiraling loss costs and the line had been 
in serious trouble until 1953. For the period 1944-1952, 
inclusive, the stock carriers’ statutory loss on the line 
exceeded $200 million on premiums of more than $2 
billion. 

Substantial rate increases made in 1951 and 1952 
caused a dramatic drop of nearly ten points in the loss 
ratio in 1952, another ten points in 1953 and another 
five points in 1954, This reduced the loss ratio (includ- 
ing loss adjustment expenses) from nearly 80% in 1951 
to under 55% in 1954 and changed an indicated under- 
writing loss of nearly 15% in 1951 to a profit of better 
than 10% in 1954. This very favorable trend in experi- 
ence was reversed in 1955 by a rise of four points in loss 
ratio followed by a jump of 71% points in 1956 to force 
the line into the red by an estimated half a point. 


Auto Physical Damage 


Net premiums written by the stock carriers on auto- 
mobile physical damage coverages dropped about 10% 
in 1956 (off some $135 million to $1,200,000,000) follow- 
ing record breaking 1955 volume on the eight million 
new cars produced in that year. This is a far cry from 
the $155 million written in 1943, the war-time low. The 
remarkably rapid growth has been due primarily to the 
high dollar values on the unprecedented number of new 
cars sold in recent years. 


(Continued on page |8) 
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when you show your lint the 20% saved by 1g PLAN! 


Your policyowners will be quand sake when you bring them 
the convenience and security and economy of the 


NEW & PLAN AUTOMOBILE INSURANCE 


with all those features represented in one handy package: 


local agency service and know-how; fair, prompt claim service, countrywide; and 
broad protection via the new sound backing by a Company of 
Family Automobile policy; proven reputation — 


— all at a truly competitive price — approximately 20% less than usual rates! 


Complete customer satisfaction will be a major C.I. benefit to you, since each C.I. sale 
points the way to additional lines, and to the new accounts opened up by C.I. insureds’ 


enthusiastic word-of-mouth to others. But you'll also appreciate the savings in time and 
money to yourself and to agency overhead in these 


UNIQUE AGENCY BENEFITS OF & PLAN AUTO INSURANCE: 


a six-months policy, automatically renew- billing through you or direct to your client, 
able, with ownership of renewals guaran- at your option; 


teed by agency contract; 


no “free” insurance, hence no wasted 
effort on your part — 


— and liberal commissions, with a built-in bonus for profitable business! 


*The number of automobiles has doubled in the past ten years; so have the rates in most areas. 


Thus your share of the market has actually quadrupled. If you want to catch up with your proper 
share, or improve on it still further, use the coupon below to ask for details — now! 


THE CONNECTICUT INDEMNITY COMPANY iia teal aa 
Epos: 
; SECURITY. -CONNECTICUT INSURANCE | "COMPANIES - 

aa ba. | Re & Development Division, NEW HAVEN 5, CONN., DEPT. 258 % 


Please send me your Agency Sales Bulletin on C1. PLAN AUTO INSURANCE 


- Dd Home Offices: 
> ys“ = NEW HAVEN, CONN. 
SECURITY 1S 4) Pacific Depts: 
OUR PRODUCT 


Name 





Agency —__ 
meena. Street or Bldg. — 
Onp an? SAN FRANCISCO, CAL. 


City or Town ——__ 
—writing Multiple Lines (including Security-Connecticut 
UFE Insurance Company, Incorporated 1955) 


Years in Estimated Number of 
business Private Passenger Clients 








UNDERWRITING—tron 
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trous underwriting results 
r, caused by the resumption of 
vrocketing repair costs, higher 
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deteriorate | 
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vriting experience improved in 
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op of nearly six points in loss 
dged into the black for the 
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followed by a further drop of 
1956 which improved the in 
better than 5% 


v in the black 


For the five vear 


Workmen's Compensation 


s compensation insurance writ 
tly in 1954 and 1955 moved 
1956 to 
stock 


thout $50 million) in 
lv $720 million in the 
mpares with less than $90 million 
remarkably good underwriting in 
we for rate decreases just at the 
inflation forced up medical and 
terioration in underwriting ex 
tartling—the loss ratio, includ 
penses, jumped nine points in 
points in 1951 to place the line 
he alarming trend was reversed 
better than three points in the 

: a a ‘ 
lin 1953 and 1954 with a further 
ts in each year to bring the com 


ratio down to 90%. This favor 


able trend resulted im rate reductions which were re- 
flected in a rise of three points in loss ratio in 1955 and 
a further fractional rise in 1956 to bring the combined 
loss and expense ratio to 93.6%, 
the last five years. 

Workmen’s compensation experience has been stabi 
lized in the last few years because of several carefull 
The 
level adjustment factor has been generally accepted so 
that 


exactly the average for 


worked out refinements in rating procedure. rate 


rates are based on more recent experience with 
about 60% of the determination on calendar vear date. 
Most states have approved a leading factor of 2% points 
tor profit and contingencies, a $10 expense constant on 
risks with premiums less than $500, and accepted the 
interstate experience rating plan. 


Inland Marine 


Inland marine premiums underwritten by stock car 
riers advanced only about 1% im 1956 climaxing steady 
rise from less than $30 million in 1933 to about $310 mil 
lion last year. This growth reflects the trend toware 
flexible coverage and the high level of commercial trans 
portation with the small 1956 gain made despite diver 
sion of considerable inland marine premiums to home 
owners policies and other package forms. These new 
broad forms are becoming increasingly popular but tend 

) 


to opscure 


the true 
Competition 


erowth in straight inland marine 


business has been particularly keen as to 
The consolidation of 


Insurance Rating Organization and 


rates, coverages and commissions. 
he Multiple Peril 

the Interbureau Insurance 
to be completed by May 1 


\dvisory Group, expected 
, has as one of its first goals 
the promulgation a single form of multiple-peril policy 
for the dwelling and manufacturing classes. 
Underwriting experience was spotty with loss ratios 
continuing the rise started in 1954 and expenses moving 
gradually higher. The net result of the rise of nearly 
four points a year in loss ratio and higher expenses 
jumped the combined loss and expense ratio from 90.8% 
in 1953 to 104% in 1956 and brought the five vear aver 
age to 97 % 


Ocean Marine 


Ocean marine premiums in the stock company field 
stood at nearly $160 million in 1951 and 1952 but de 
clined in 1953 and 1954, under pressure of lower rates, 
There was a modest gain in 1955 
1956 


to about $150 million 
and the continued increase in foreign trade in 
boosted premium volume for the stock companies by 
about 12% to an estimated $175 million. 

Ocean marine experience, which had been quite profit 
able for several years due to few major catastrophes, ran 
into at least half a dozen major losses in 1956. A jump 
of about fifteen points in loss ratio more than squeezed 
the profit out of the line and forced it into the red by 
some three points. However, the five year average re 
mains satisfactory 

The 
prices and higher repair costs will tend to force rates 
higher. The world-wide boom in ship building and the 


recent major losses together with rising steel 


construction of super tankers will increase ocean marine 
business in future years. Higher rates and rising volume 


is expected to bring a return of profits 
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A GROWTH 


enough to make the point, before 
turning to what | hope will be con- 
structive analysis. 

In 1940 stock agency companies 
wrote about 75% of the fire, marine 
and casualty business of the United 
States. At the end of 1956, this 
figure dropped to about 60%. Thus, 
while the market for insurance has 
been growing, our share of the mar- 
ket has been declining. An obvious 
fact confronts us: Millions in pre- 
miums have been lost by the stock 
agency companies and millions in 
commission income have been lost 
by the American System. 
This alarming trend poses difficult 
problems and it demands solution. 


Agency 


Able and Willing 


Let the buying public increase in 
number, in ability to pay and in 
desire for the goods and services in 
which is hard 
not to grow under these circum- 
Then, by internal 
conditions, let those in the industry 
be able supply its 
goods or services of the kind, in the 
amount and it the prices its custom 
ers want and are willing to pay. 

With these conditions present, the 
only limits to an industry’s growth 
is the real importance of its goods 
or services, in comparison with those 
of other businesses. 

How far have these factors favor 
able to growth existed in the recent 
history of insurance? To what ex 
tent can we 
future ? 
in turn. 

lirst, 
potential buyers. 
need 


an industry deals. It 


stances. way of 


and willing to 


Let us consider each factor 
the number of 
There is little we 
and nothing we can—do to 


there is 


improve them for the 


promote growth here. Our present 
population is 170 million, and 200 
million (or a growth of nearly 20% ) 
is expected by 1967. Moreover, each 
new citizen is a potential buyer of 
insurance, regardless of the career 
No one can 
go through life without exposure to 


he or she may select. 


series of insurance risks. 
Today the average premium per in- 


a whole 


dividual 1s $130 for all classes of 
insurance. 

However, a growing number ol 
potential policyholders is not enough 
to guarantee insurance growth. 
3,000,000 annual population increase 
would only amount to $390,000,000. 
Potential buyers must be made into 
actual customers. For this, as we 
have seen, there must be both ability 
and desire to buy. lhe strength of 
both these factors may be influenced 
by the way we conduct our business. 
The pro- 
motion will bear strongly on the 
desire to buy and the more we sell, 
the better we will preserve the ability 
to buy. 

With respect to increasing ability 
to buy, 


effectiveness of our sales 


our business is not so favor- 
ably situated as some others. Unlike 
the manufacturers and dealers in 
productive such as mer- 
chants of seeds and livestock, or the 
builders of machinery—our “prod- 
uct’? cannot be used for further pro- 
duction. However, in the field of 


preserving ability to 


oO 
goods 


purchase, in- 
surance ts unique and outstanding, 

The magnitude of our role in the 
national economy—and, for that 
matter, in the world at laree—is 
tremendous. In the year 1956 alone, 
American insurers of all types paid 


out claims and losses amounting to 
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INDUSTRY ? 


billions of dollars. But for the faith 
ful performance of our services, an 
equivalent amount, would have been 
diverted from constructive buying 
to paying for reconstruction and re 
pair, Moreover, it is difficult to 
imagine bankruptcies 
were averted and how many man 
hours of work were thus preserved 
through having these insurance dol- 
lars readily at 


how many 


hand to cushion the 
shock of calamity. 

However, this is not to say that 
our task in this field has been fully 
the that it 
cannot be better done in the future. 
No one who gives even a casual look 
at the business can believe that full 
coverage is 


risks. 


performed in past, or 


available for all 

I mention uninsured motor- 
flood, annuities, and 
nuclear reactors simply as key words 


now 
variable 


ists, 


few of our unsolved 
problems, For each one that remains 


to suggest a 


unsolved there remains the possibil- 
ity that its occurrence may deplete 
purchasing power. 

Turning from increasing popula 
tion and rising ability to pay, as 
factors making ours a growth indus 
try, what is there to be said about 
the next of those I mentioned: the 
desire to buy ? Here is a factor very 
largely within our control, and one 
which whole sectors of our industry 
seem to misconceive completely. 

Contrary to what seems to be the 
impression of a great number of so 
called “producers” and company 
executives, insurance is not a neces 
sity—in the sense that people are 
born with a built-in desire to buy it 
It has to be sold. 

Food, clothes and housing require 
relatively little sales effort. Buvers 


For May, 1957 


will take the initiative in seeking out 
; ; 
In the case of homes, 


they go to the trouble of lo« king uy 


these goods. 


real estate agents. Natural instincts 
to be fed and sheltered are at work 
here. 

The same thing is true with tangi 
ble luxuries which a man, and mort 
particularly his 
neighbors using. Buvers will search 
for the latest and best cars and TV's 
In this case sellers are helped by the 
universal urge to “keep up with the 
loneses,”” to drive a fine automobile 
or to have the entertainment of T\ 


wife, can see the 


The Lure of Luxuries 
When we 
find a very 


and large, 


turn to 


different 


insurance, we 
\ picture. By 
the average man does not 
instinctively feel that his house may 
burn that he 
may be hit by a car, or that any one 


of the countless 


down tomorrow, or 
“slings and arrows 
of outrageous fortune” is about to 

If he did, he 
worry—and 


strike him. would go 
mad with the current 
fad for tranquillizers would become 
a national addiction. Again, since 
very few people frame and display 
their insurance policies, equally few 
know or care they are 
“keeping up with the Joneses” in 
this respect. While insurance will 
contribute heavily to man’s peace of 


whether 


mind it sti}] does not have for most 
people the lure of such luxuries as 
a fine automobile, a new set of golf 


clubs or a 29-inch color TV set 


In short, and in contrast with the 
case of necessities and quasi-neces 


sities, the buying public has no in 
] 


stinctive or ready-made desire to 


buy new forms and greater amounts 


of insurance. If this factor favorable 
to growth, the buy, is te 
operate at maximum strength in our 
industry, it will be solely throug! 
our efforts. 

The techniques of such efforts are 


well known. 


aesire to 


The least effective way 
of selling new or increased coverage 
out renewal notices and 
printed advertisements which ar 
rive in the same mail with a batch of 
other bills the insured would rather 
forget. Yet how 
policyholder 
Nothing campaign 
sonal interviews by 


is to send 


often 1s it that the 
gets no other attention 
beats a 
a producer with 
ication blanks and 


° . A 
tacts, hgures, app! 
But how 


a pen in hand frequently 
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A Growth Industry?—Continued 


are such campaigns conducted? The 
evidence is that personal sales by 
stock have 
fallen way behind our direct writing 
competitors who have employed this 
method so successfully. 

Why is it that our ‘segment of the 
business has not been more effective 
in keeping pace with the remainder ? 
The reason is clear and eannot be 


too stronglv 


agency representatives 


stressed: 


Negative, 
defeatist thinking ! 


Changes and Improvements 


Nothing can cripple a sales effort 
more completely than belief by the 
salesman that his prospects do not 
want modification, changes or im- 
provements in his wares. And noth- 
ing is more tragic from his stand- 
Noint than the fact that this belief 
is false. Yet time and again this situ- 
ation has occurred in insurance. Let 
me mention just a few examples: 
When the report of the Multiple 
Line Underwriting Committee was 
made to the National Association of 
Insurance Commissioners conven- 
tion in 1944 one of the members of 
the committee suggested to the then 
chairman of the Insurance Fxecu- 
tives Association, the then leader of 
the stock fire branch of the business, 
that “‘the buver of insurance today 
iS getting a little impatient with a 
couple of things. One is having to do 
Nusiness with a multiplicity of com- 
panies, and having a nile of policies 
where fewer could suffice.” 

This was the reply: “T have talked 
with a number of companies about 
it, not just the chief executives, but 
the suvs who go out and get the 
husiness. T am informed that there is 
no demand for that (1.e., multiple 
line un7erwriting).” Notice that no 
reference was made to the buver of 
insurance—although apnarentlv he 
pavs the bills, his desires or needs 
were not even considered. 

The fallacy of this view 1s obvious. 
Within five years 
state leoislature, 

dence 


virtually every 
convinced by evi- 
of broad public had 
nassed laws enabling full multiple- 
line the non-life 
field. Todav hoth sides of the house 
record steadily mounting 


demand, 
underwriting in 
sales of 


package policies at price savings. 
There is a growing sentiment to ex- 


tend the concept across the life and 
non-life border. 

The first few times such misjudg- 
ments of public reaction are made, 
it is charitable to assume they result 
solely from misinformation. The 
next few times can be attributed to 
stubbornness. Finally one begins to 
look for other causes. 

What those causes may be is sug- 
gested when we turn from what I 
have called the “external” growth 
factors in our business—the ability 
and desire of the public to buy—and 
analyze the corresponding “internal” 
factors—the ability and desire of in- 
surers and producers to sell. 

So far as ability goes, insurance 
Unlike 
businesses constantly plagued with 
problems of inventory and supply— 
such as those dealing in “goods, 
wares and merchandise’—we have 
no problems of raw materials, 


long 


is in an enviable situation. 


“ 


as paper and ink and money 
hold out. The amazing advances re- 
cently made in electronic devices and 
business machines have greatly sim- 
plified—or, rather, they can greatly 
simplify—our processing. We have 
in our ranks today greater numbers 
of better trained and educated per- 
sonnel than ever before. We share 
with all businesses the benefit of 
modern and improved techniques of 
personnel selection and placement. 
And, finally, the recent years of ex- 
pansion and diversification of our 
general economy have given us all, 
in company and producer circles, a 
wealth of experience and training 
seldom equaled in a similar period. 
Never before has the business as a 
whole been better able to guarantee 


its growth. 


Firm Conviction 


This being so, and given the favor- 
able “external” factors already dis- 
cussed, we can come at once to a hrm 
conviction that insurance «ts a 
“srowth industry’—provided we 
can find satisfactory proof on one 
remaining point. Is there a universal 
desire among insurers and producers 
to give the public what it wants on 
terms it is willing to meet ? How can 
we prove that this condition exists. 
How can we provide for its con- 
tinued existence. 

The best, fact the only, 
convincing proof on this point is a 
state of vigorous but fair competi- 


and in 
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tion among all insurers to afford the 
broadest possible coverages, on the | 
simplest possible forms, with the | 
best possible claim and loss services, | 
at the lowest possible rates, and on 
the most convenient terms, all con- 
sistent with sound underwriting. 

Before going on with this point, | 
let me make one thing clear beyond 
doubt, and that is the sense in which | 
1 used the word “competition.” | 
mean striving together with others 
in the same business for the favor 
of the buying public. \s Webster 
puts it, “to compete” 1s “to contend 
in rivalry’’—which you cannot do if 
you kill off your rivals—or “to stand 
comparison,” which you cannot do 
if there 1s no one with whom to be 
compared. So-called “cutthroat 
competition” 1s not competition, at 
all. It is economic self-destruction. 
“Unbridled competition” is merely 
an euphemism for unfair trade prac- 
tices. But reasonably regulated com- 
petition must be supported and 
nourished in our business practices. 
Unfortunately competition among 
stock agency compames too often 1s 
for the favor of the retailers or pro 
ducers of insurance and not for the 
customer who pays the bills. 

Now, with this defimtion clearly 
in mind, what can be said for the 
record of insurers as to competition 
in its proper sense? Have all seg- 
ments shown an equal willingness to 
engage in it? No one who has been 
in the business for as much as 
twenty-five years can review that 
period and remain free of doubt on 
this point. 

Start this review if you will in the 
20’s: Insuring powers of American 
insurers were limited by law and by 
custom to the tight compartments of 
fire, marine and casualty insurance. 
Multiple line insurance was not even 
on the drawing boards, nor had the 
South-Eastern Underwriters’ case 
heen decided declaring insurance to 
be commerce among the states and 
subject to Federal law. The MeCar- 
ran Act consenting to certain state 
regulation was not even considered 
remotely necessary. 

In this atmosphere the insurance 
business engaged in a high degree of 
self-regulation through the medium 
of organization and trade association | 
agreements which were also divided | 
into the compartments of fire, marine 


and casualty. Along with other ac- | 


| 
| 


tivities, each organization jealously 
(Continued on the next paae) 


There is no substitute for experience 


USE A Stewart -Smath OFFICE 


NEW YORK, N. Y.~ 116 Jobn Street 
CHICAGO, Illinois Board of Trade Bldg. 
PHILADELPHIA, Pa... Public Ledger Bldg. 
BIRMINGHAM, Ala. Frank Nelson Bldg. 
MONTREAL, Que., Canada _.. Sun Life Bldg. 
TORONTO, Ont., Canada 897 Bay Street 
VANCOUVER, B. C., Canada 629-470 Granville Street 
LONDON E.C. 3, England ..._ 1 Seething Lane 


For Brokers * Agents * Companies 


always at your service 


AROUND THE CLOCK 








A Growth Industry? tinued risk approach at an agreed value as 

distinguished from the traditional 

vuarded the scope of its underwrit named peril method for a cash value 
ing area against encroachment by the determined at the time of loss 

others. About that time a number For want of a better title, it had 

of the more venturesor marine un become known as inland marine in 

derwriters were | ing aggres- surance. The early writings in this 

sive in developing forms of insurance — field were largely in the category of 

1 to the personal and commercial floater polt 

under- cies; then came the development of 

the land transportation and the storage 


alled all- risks incident thereto, and finally, a 
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host of special coverages, all outside 
of the underwriting imagination of 
fire and casualty underwriters who 
were limited in their view and scope 
by their training and background, by 
the rules of their own trade associa 
tions, and to a considerable extent, 
by law. The broad and realistic in 
land marine contracts satisfied a 
public requirement for such insut 
ance. 

Che so-called inland marine under 
writers enjoved much greater free 
dom under the law than their coun- 
terparts in the fire and casualty 
business. For rexample, Section 150 
of the New York Insurance Law 
gave marine underwriters very 
broad latitude as to rate and form 
and enabled them to take on not only 
transportation coverages and storage 
risks incident thereto, but also all- 
risk coverages which encroached on 
the territory of both fire and casualty 
companies. Fire underwriters were 
losing business to inland marine un- 
derwriters who, under the stimulus 
of competition and public demand, 
began writing storage risks under 
attractive reporting forms—using a 
negligible transportation hazard as 


an excuse to make them eligible. 


Coincidentally, casualty under 
writers felt that their burglary and 
theft business was being seriously 
affected by the attractive all-risk pol 
icies being pushed by inland marine 
underwriters 

What was the response of the in- 
dustry? Did it seek to preserve the 
simplicity of the inland marine ap 
proach for the benefit of the public? 
Did it encourage reasonable com- 
petition in this area? Instead it 
answered with the Marine Definition 
by which various coverages were 
neatly put back into the section of 
the insurance sphere each of the rival 
underwriters had carved out for him 
self. And to see that this was done, 
the industry went even further, in 
establishing the so-called committee 
on Interpretation and Complaint, to 
make sure that the various insurance 
covers got into the agreed pigeon 
hole, and that all hands were made 
to stick to their own knitting. 


Was this evidence of willingness 
to compete under the then existing 
law, and to let the paying public 
judge the results? Or, was it an 
arrangement to divide and rule the 
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market, which would have led to 
anti-trust prosecutions in any othe 
business’ It is my opinion that this 
action to limit competition was one Every 
of the most potent factors in advance 30 Days in 
ing the movement to grant multiple 
underwriting powers under the laws aR 
ot the several states. Editions 
Of course, it may be said that in 
those day Ss and there are some W ho 
will call them haleyon—the law was 
such as to make such a definition and A must in todays 
restrictions inevitable. State Legis 
latures had sorted underwriting 
powers into narrow compartments TNs field, where you need 


and Paul vs. [irginia was still the 


Published 


6 Regional 





competitive automotive 


continuous 
Federal law. : 
up-to-the-minute 


A Legitimate Purpose market information. 
The Marine Detinition became in 
effective for a period following the 
initial shock of the SEUA decision. 
However, it was revived again in 
1953, incidentally with the blessing 
of the insurance commissioners. And 
it should be noted that as long as 
our a a _— are written as In addition 
they are, and reinsurance practices 
exist in their present form, it is you get many other 
desirable to be able to label insurance 
by classes such as fire, inland marine, 
casualty, multiple line and so forth found in your 
This is a proper and legitimate pur NADA Official 
pose for the so-called definition. 
But will the definition be so used? Used Car Guide 
Or will it be employed to block new 
coverages—despite the fact that it AVERAGE RETAIL 
is doubtful that it can be so used PER YEAR AVERAGE LOAN 
legally. The record of dealers poli- (in most areas 


cies does not remove doubts on this 


outstanding features 


: ; mayer : r IDENTIFYING 
point. To understand the thinking Quantity Prices on Request SPECIFICATIONS 


behind the definition as it stands to 
day, it is necessary to go back to the 


old detinition, and the practices un- NATIONAL AUTOMOBILE DEALERS 


der it. An illustration of the thinking 

to which I[ have ior neha is jor me Usep CAR GUIDE Co. 

in Interpretative Bulletin #131. In 2000 K Street, N.W., Washington 6, D. C. 
it the old Joint Committee ruled that 
the issuance of the manufacturers’ 
output policy was inconsistent with 
the definition and requested the issu 


ing company to cancel its outstand Was dated November 20, 1940. Let’s tion of this committee, whether the 





ing policies of that type and to re- consider its precise language: insurance is written on a marine 

frain from issuing such policies in| “When a question arises as to form or otherwise.” 

the future. whether the insurers have exceeded This thinking still exists Phe 
It should be noted that the influ- the licensed underwriting powers only difference is that under the law 


ence of this committee was consider- of their respective classes by insur- today, the effort to 


control has 
able. Following the issuance of this ing against perils or hazards which — shifted from the privately controlled 
bulletin, a number of state commis- can be insured only by the exercise regulatory body which method is no 
sioners refused to approve the of marine or inland marine powers, longer legal. Instead the hearing 
manufacturers’ output policy. The the consideration and determination and appeal provisions in tlie rate 
thinking is further illustrated by of the right to assume under under- regulatory laws are used to 
Interpretative Bulletin #90 which writing power is within the jurisdic 
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A Growth Industry?—Continued 
and hinder the independent. Will 


these actions prove beneficial to our 
industry in the long run, or will they 
tend to reduce the stature of those 
employing them and bring about 
retaliatory action against negative 
efforts ? 

Another evidence that the think- 
ing in our business still lies along the 
lines of strict segregation and control 
may be found in the proposed meth- 
ods of controlling the rating of mul- 
tiple line policies, by requiring the 
approval of every rating organiza- 
tion having jurisdiction over any 
element of the combined coverage, 
however small. Does this show will- 
ingness to compete, to pass on to 
the public the advantages of simpli- 
fication, to have the new stand com- 
parison with the old? And does not 
the referral of these matters to the 
individual rating bureaus indicate 
their tremendous power over the 
actions of the companies? Have the 
servants of the companies become 
their masters? Are they another 
obstacle to growth? 

Is the referral of these rating mat- 
ters necessary, or is it done primarily 
to satisfy the insistence of the bu- 
reaus upon their jurisdictional pre- 
rogatives ? In considering these ques- 
tions, we should remind ourselves 
that growth in our industry will 
come from satisfying the needs of 
the public, and not from responding 
to the prerogatives of fire, marine 
and casualty rating organizations. 
A good start to break down the bar- 
riers to the competitive growth of 
the agency stock companies is a 
reappraisal of the functions and re- 
sponsibility of all rating bureaus. 

Our industry shares with all others 
the prospects of an ever increasing 
potential market. As the years roll 
on, there will be more and more 
people, better and better able to pay 
us premiums. Theirs must be our 
prime interest—not the companies 
or the rating bureaus or even the 
producers. Our markets will expand 
if we employ our best sales efforts ; 
and our success will be greater, if 
we encourage more and more trained 
people to adopt insurance as a career, 
both in the ranks of producers and 
companies. 

Free from problems of raw materi- 
als, better manned than ever before 
and with improvements in equip- 


Best’s Fire and Casualty News 





ment being made every day, our 


greatest need is the will to contend | a 
in rivalry and permit reasonable| \ * 


e. , ‘ PLM 
competition in our efforts to pro- i 
duce and sell better coverages at 
better prices and on better terms. 

Given this will throughout the 
business we can write in large capital 
letters, INSURANCE IS A 
GROWTH INDUSTRY. 





INTERNATIONAL 
CONFERENCE 


“THE ROLE of Private Enterprise in 
Insuring Life and Property Values 
Throughout the World” will be the 
theme of an invitational Interna- 
tional Insurance Conference to be 
held at the Universitv of Pennsvl- 
vania May 21-22. Sponsored by 
the Wharton School of Finance and 
Commerce, the conference will con- 
sist of several general sessions and 
six seminars. Representatives of 
over fiftv nations are expected to 
attend. The opening session will 
deal with the theme “Transacting 
Insurance Within and Beyond Na- 
tional Boundaries.” Experts from 
forty-eight different countries have 
been asked to prepare a statement of 
the instirance environment in their 
home lands. The papers will touch 
upon such things as (1) the na- 
tional income of the country, (2) 
distribution of income among eco- 
nomic groups, (3) the role of insur- 
ance in the international balance of 
payments, (4) availability of risk 
capital, with specific reference to the 
needs of the insurance industrv, (5) 
investment outlets for private insur- 
ance funds, (6) governmental ac- 
tivity in the area of insurance, and 
(7) population characteristics. One 
person from each of seven major 
geographical areas of the world will 
be asked to summarize the papers 
describing conditions in the area. 
Seminars will deal with the impact 
of inflation on insurance and with 
regulation of the husiness—particu- 








larly the relationship of government 
to private insurance firms, as well as 
health insurance in Europe and the 
Western hemisphere, trends in mar- 
keting and the capacitv problem of 
reinsurance. An appraisal of what 


ment given to the attitude of the 
general public, to labor’s view and 


the view of management. 


the consumer thinks of insurance | 
will be presented with specific x 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPAN 


VANIA (UMBERMENS MUTUAL INSURANCE COMPANT 


PLM Tips 
and Topics 


@ It is a truism that what the local agent has to offer is service. 
Yet how true! As a professional man. he must not seem to be 
selling. He must seem to be rendering a needed service —as 
in fact he is—just as the doctor serves, and the lawyer. 


@ An insurance man of national reputation was asked if he could 
sum up in one word the local agent’s most valuable asset. His 
word: confidence——which he defined as denoting (1) confidence 
in oneself; and (2) inspiring confidence in others. 

@ If this seems too primer-plain, let’s nonetheless remember it: 
nothing succeeds like enthusiasm. For nothing. except perhaps 
a smile, is so contagious. Little is sold, or stays sold, without 


enthusiasm. 


@ May we remind you again that PLM recently brought out a 
novel folder on the service of the Local Agent which is proving 
popular with agents everywhere. Why not send for a sample 


copy. No obligation. 


@ A general selling technique used by many successful local 
agents is to get the prospect to make a choice on some related 
minor detail before maneuvering him into deciding yes or no 
on the main question. As one agent phrases it: Get the 


prospect to say which, before you ask him if. 


PLM OFFERS YOU: 


. a company dedicated to the support of the American 
Agency System 
de strength—surplus to policyholders now $7,297.80] 


.. absolutely non-assessable policies 


. . anticipated dividends which have been averaging 20% 


- +. prompt round-the-clock claim payment 


. . Capacity to insure risks of any size 


Why not get in touch with us today 


Writing FIRE and ALLIED LINES 


‘‘In the birthplace of American Mutual Insurance’”’ 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 





Y @ PLM Building @ Phila. 7, Pa. 


BRUCE H. McBIMEY, CPCU 


Assistant Manager, 
Los Angeles Branch of the 
Fidelity and Deposit Company 
of Maryland 


URGLARY INSURANCE can_ build 
Borofts in many ways. Our office 
recently had occasion to carefully 
examine one of these methods. A 
claim was reported under a mercan- 
tile open stock burglary policy and 
investigation indicated that the bur- 
glars had gained entrance by smash- 
ing and prying open a side door of 
the premises. Several thousand 
dollars worth of equipment 
merchandise was missing, and there 
were complete inventory records to 
substantiate the amount of the loss. 
draft 


and 


Our claim was issued and 
forwarded to our agent for transmit- 
tal to the assured. Before delivery, 
however, the police apprehended the 
miscreants. Interrogation revealed 
that they had not forced open the 


door but had found it left unlocked. 


Further, they had not stolen nearly 
had 
was determined that 
“visible signs of forceful entry” 


as much as the proof of loss 
indicated. It 
the 
had been supplied after discovery of 
the loss and that the reported amount 
also incorporated goods stolen in 
Had 
the assured been successful he would 
built a profit f 


a prior uninsured burglary. 
have from 
insurance. Needless to sav, this ts 
not the kind of profit to which T was 
referring. 
Nowhere in 
alty field is there greater opportunity 
for producers and companies to build 
profits than there is by selling bur- 
Several 


burglary 


the property——casu- 


glaryv insurance coverages. 


years ago the Hartford Accident and 
conducted a 


Indemnity Company 


rather extensive market survev and 


the results were very revealing. On 
the personal side, while 90% of 
those interviewed carried automobile 
liability insurance, only one in six 
had protection against a theft loss. 
Of the queried 
85% had automobile liability but 
only 25% any form of robbery or 
safe burglary protection, and only 
5% of the total broad form coverage. 
Only 20% carried a mercantile open 
stock burglary policy. These figures 
indicate the extent of the unsold 
1 


commercial firms 


market for crime coverage forms. 


One and One-half Million Crimes 


The public has been conditioned to 
the need for protection against lia- 
bility and fire, and it insures accord 
ingly. There has been no such con- 
ditioning with respect to crime pro- 
tection despite the fact that there is 
almost three times the chance of a 
crime loss occurring than there is of 
a fire. [n recent years FBI figures 
revealed that over a million and a 
half crime cases were reported in the 
United States while the number of 
fires was slightly in five 
hundred thousand.” For instance, in 
San Diego County in 1954 there were 
3/51 telony crime reports of bur 
glary, robbery, or theft, or over five 
per one thousand of population, and 
the the 


excess of 


number 
per one thousand of population, in- 
State 
wide figures for 1954 indicated over 
eight per thousand and Los Angeles 
County's figure of over eleven per 
thousand that 
total.” 

We find then that there is a gen- 
eral exposure to crime loss and a 
wide-spread lack of insurance to pro 


(Continued 


number, and also 


creases trom vear to year. 


helped to increase 


\ 


page 30 


Best’s Fire and Casualty News 





TOO HOT TO HANDLE? 


A pilot needs know-how and guts to blast an experimental 
rocket plane up to the edge of the thermal barrier at 1,900 m.p.h. plus. 


You could say the same about the company that insured him. 


The company—Continental Casualty. 
The point? Any time you feel a risk— any size, any type, 
any ]ine—is too hot to handle, that’s the time to call... 
CONTINENTAL 
CASUALTY COMPANY 


Chicago 4, Illinois 


1897—Diamond Jubilee Year—1957 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP « OFFICES ACROSS THE CONTINENT...ONE NEAR YOU 





NEW HOME OFFICE BUILDING. 


| 1] 


“America’s a 
MOST MODERN 


REFERRED 


INSURANCE] 
COMPANY} 


A STOCK COMPANY 


& INDEPENDENT MULTIPLE 
LINE STOCK INSURER 


COMPETITIVE INDEPENDENT 
INSURANCE FACILITIES 


W BROAD FORM 
AUTOMOBILE POLICIES 


}” MOBILE HOME INSURANCE 


M GENERAL CASUALTY LINES 
& FIRE 


& LICENSED IN 
38 STATES AND HAWAI 


& ASSETS OVER $9,000,000 


OPENING FOR PROGRESSIVE, 
INDEPENDENT AGENTS 


yD vert. 8 


PREFERRED 


INSURANCE 
COMPANY 


GRAND RAPIDS 1, 
MICHIGAN 


Burglary Insurance—trom page 28 
tect against it. Let’s take a look at 
the type of protection available to 
cover these crime hazards to deter- 
mine if the lack of suitable policy 
contracts deters the public from pur- 
chasing protection. We will find 
that in no segment of insurance has 
there been such revision, moderniza- 
tion, and expansion in the last sev- 
era) years as there has been in the 
burglary field. The answer does not 
he here. 

‘In June of 1954 the mercantile 
open stock burglary policy was re- 
vised and broadened. In addition to 
burglary from and damage to prem- 
ises, the insuring agreement was ex- 
tended to cover also robbery of a 
private watchman employed exclu- 
sively by the insured, and, to the 
extent of $100, burglary from an 
exterior showcase within the build- 
ing line. The definition of “bur- 
glary” was clarified to indicate that 
physical damage to the exterior of 
the premises at the place of entry 
constitutes a “burglary.” The 
bery of watchman, janitor or porter” 
endorsement previously in use re- 
mained available at the old 5% sur- 
charge. 


“rob- 


Since a building watchman 
not employed exclusively by the 
insured, or a janitor or porter, does 
not come within the terms of this 
new insuring agreement, persons SO 
defined remain excluded from the 
definition of under the 
interior robbery and the money and 
securities policies and thus are 
covered under these forms. 


custodian 


not 


Definition Broadened 


The definition of premises was 
broadened to include the interior of 
all buidings at the designated loca- 
tion. Also eliminated was the limita- 
The old 
provision reducing the amount of 
insurance by the amount of loss paid 
was modified. The occurrence of a 
the amount of 
insurance only until the premises are 
restored to their former condition of 
safety, or after the company is nott- 
fied, not at all, if the insured main- 
tains a watchman within the prem- 
ises when not open for business. The 
fire exclusion was made less severe 
and it now applies only to a loss 
occurring during a fire in the prem- 
ises. The other insurance clause was 
changed from a contributing to an 


tion to sole occupancy. 


loss now reduces 


excess basis; the coimsurance clause 
was editorially revised to make it 
more understandable ; and the penal- 
ties for breach of promissory alarm 
and watchman declarations were, in 
some cases, made less severe. 

At the same time the broad form 
money and securities policy was re- 
vised. In that we will discuss this 
contract in detail shortly, let us pass 
over it for the moment. 


Storekeepers Policy 

Effective June 1, 1955, the store- 
keepers burglary and robbery policy, 
which had been in use since 1940, 
was revised and brought up-to-date. 
The policy was put on a standard 
provisions basis and the format and 
terminology was altered to closely 
resemble other standard provisions 
forms in use. The seven basic insur 
ing agreements covering robbery in- 
side the premises, robbery outside 
the premises, kidnapping, safe bur- 
glary, night depository or residence, 
burglary, and damage, were con- 
tinued but some of them were 
broadened. The safe burglary agree- 
ment was extended to include loss, 
not exceeding $50, by burglary of 
money and securities from within the 
premises even though no safe bur- 
glary occurred. The night depository 
agreement was broadened by extend- 
ing the coverage to theft, 
which before had been available for 
an additional premium charge. The 
burglary agreement was extended 
to cover robbery of a watchman in 
a manner sinsrar to that used in the 
mercantile opéi' stock burglary pol- 
icy. The fire exclusion was amended 
to conform to the fire exclusion in 
the mercantile open stock policy and 
the definition of premises was broad- 
ered to include the interior of that 
portion of any building at the loca- 
tion designated in the declarations. 
In line with the standard provisions 
program, the other insurance clause 
was changed from a contributing to 
an excess basis. This places all 
policies on an equal footing so as 
to avoid imposing an improper bur- 
den of some policies as primary in- 
surance while other forms which 
might also apply to the same loss are 
on an excess basis. 

Although it was not the next step 
chronologically, let us examine the 
broad form storekeepers policy which 
was introduced in November of last 


include 
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year. It is a package policy available } 
to single location enterprises custom- 
arily employing not more than four 
persons. It is intended to meet the 
needs of small establishments for 
coverage broader than that provided 
by the storekeeper’s burglary and 
robbery policy and it goes beyond 
the storekeeper’s burglary and 
robbery by providing insurance 
against additional hazards to which 
a business is commonly exposed. 
These include disappearance and 
destruction of money and securities. 
employee dishonesty and forgery of 
checks issued by the insured. 

Just as does the storekeepers bur- 
glary and robbery policy so too it has 
a number of insuring agreements 
with a single amount of coverage 
applying to each. The basic amount 
is $250 per insuring agreement and 
three additional units of $250 may 
be purchased. Coverage is provided 
: *. iy 
for employee dishonesty, loss inside } 
the premises, loss outside the prem- 
ises, merchandise burglary, money 
orders and counterfeit paper cur- 
rency, home of messenger, depositors 
forgery, damage by vandalism and | 
damage incident to other loss. The 
employee dishonesty agreement af- 
fords blanket fidelity coverage up to 
the policy limit. The agreements for 
loss inside and loss outside the prem- 
ises correspond to the coverage 
available under a broad form money 
and securities policy. The merchan- 
dise burglary agreement is similar to 
a mercantile open stock burglary pol- 
icy, but without a coinsurance clause. | 
The money orders and counterfeit | 
paper currency agreement protects | 
the insured against loss due to the | 
acceptance in good faith in exchange 
for merchandise, money or services 
ot any post office or express money 
order; or similar acceptance in the 
regular course of business of coun- 
terfeit United States or Canadian 
paper currency. The home of mes- 
senger agreement covers against loss 
by theft of money and securities 
within the house or apartment oc- 
cupied as a residence by a messenger. 


The depositors forgery agreement is 
comparable to a depositors forgery 
policy and protects the insured in a 
similar manner against loss occa- 
sioned by forgery or purported for- 
gery of outgoing instruments. In 
addition to these there are two other 
insuring agreements that protect 
(Continued on page 124) 
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Give the Legwork—a hand 


You've always been proud of your get up 





and go—no hanging around offices for you. 
There are lots of people who need insurance, 
and you’re going to make them recognize 
that need. 

But be sure your pavement-pounding pro- 
duces results that equal your efforts. As you 
well-know, beating the bushes for prospects is 
not the whole story. The’ pay-off...is the 
delivered policy. And to make these pay-offs 
more frequent...more profitable, you must 
have more than just adequate company service. 
You need the kind of company service that 
leads to delivered policies—the kind that turns 
prospects into clients. 

Fire Association knows there is a big dif- 
ference in insurance companies—that difference 


is SERVICE. 


Frve Association 


Insurance Group 3 ones 


My 


rank -. 
cy 
Cipe> 
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America Fore Sales Aids 


Boost puniness/ 


**May we congratulate you 
on the fine series of 
advertising posters that 
we receive regularly for 
use in our offices. These, 

Nin pene correlated with your 

—— Behind \ b . magazine and pamphlet 

ee ' advertising, form a 

wonderful service for 
our organization.” 


PAUL SWARM 


Decatur, Illinois 





Leave Your 


Get more bounce— 

more joy out of 

that long-awaited vacation! 

Leave with the knowledge 

that your home and all 

that you own are carefully 
and strongl 


During May, this America Fore 
advertisement will reach an audience 


of more than 80 million readérs of 
near 
_ insurance * THE SATURDAY EVENING POST poms) eal) i3 

his professio 
: __ tell you 9 «LIFE «TIME * NEWSWEEK 
jeopardized. For his ee) 
= ‘Soe ’ fae Clee 

Send for our —=— * NATIONAL GEOGRAPHIC 
“TRIP TIPS" booklet! | TRIP! i ee 
It gives useful hints on how to pre- | } 


] 
pare and be safe on your journey. IIPS 
> | 
So 
cl | 


Department T Des 
AMERICA FORE INSURANCE GROUP 
80 Maiden Lane, New York 38, New York 
Gentlemen 
For peace of mind while on my trip please 
send me, without obligation, a copy of 
"Trip Tips P . 

* The Continental Insurance Company 


Name 


* Fidelity-Phenix Fire Insurance Company 
* Niagara Fire Insurance Company 
* The Fidelity and Casualty Company of New York 


Address 











P.C.U. questions « answers 


QUESTION | 


The nature of Lloyd’s of London 

has necessitated solvency safeguards 
that differ from other types of in- 
Surance Carriers. 
(a & b) Contrast the solvency safe- 
guards found in Lloyd’s of London 
with those of the following types of 
insurers : 


1. Stock companies. 

. Advance premium mutuals. 
Assessment mutuals. 
Reciprocal exchanges. 

State funds. 


(c) Who has the authority to select 
the that 
authority exercised in each of the 
aforementioned 


management and how is 


insurers ? 


Answer 


(a & b) Because the final respon- 
sibility for payment of losses rests 
with the individual underwriters 
who make up the Lloyd’s syndicates, 
their individual financial worth must 
guarantee payment. The require- 
ments for an underwriter to be ad- 
mitted to Lloyd’s are extremely 
strict. Each prospective member of 
a syndicate is examined to see that 
he has adequate capital to back up 
the types ot policies he proposes to 
write. He must be a private indi- 
vidual of means (not a corporation). 
He must post an adequate deposit to 
the governing committee. 
The careful contro] extends to pe- 


satisfy 


riodic checks at least annually on the 
financial condition of the under- 
writers. They not use any 
“unearned premiums.” Through a 
central guarantee fund, Lloyd’s gov- 
erning committee may take care of 
that individual 
unable to pay. 


may 


losses members are 
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CHARTERED PROPERTY CASUALTY UNDERWRITER 


I—Insurance Principles and Practices 


The solvency safeguards of the 


other types of insurers are as fol- 
lows: 

1. Stock companies have capital and 
contributed and earned but undis- 
tributed surplus. Over and above a 
stock company’s liabilities, this sur- 
plus available to policyholders is the 
guarantee of 
reverses, 


adequate funds to meet 
catastrophes, etc. Stock 
companies may not use any “un- 
earned premiums” but must maintain 
an unearned premium reserve liabil- 





DEAN’S NOTE 


This composite set of answers 
to the June 1956 Chartered 
Property Casualty Underwriter 
examinations given’ by the 
American Institute for Property 
and Liability Underwriters, Inc., 
has been prepared from the pa- 
pers of the examinees. Editing 
was necessary to assemble each 
composite answer and present it 
in condensed form. However. 
the content in some cases is 
more complete than was re- 
quired for a high grade and an- 
swers have been given to all the 
questions even though the candi- 
date had a choice. 

It should also be mentioned 
that although these answers have 
been taken from meritorious 
papers, they are not necessarily 
perfect. Many of the questions 
involved judgment on the part 
of the candidate and no hard 
and fast solution could be re- 
quired. Credit was given for the 
reasonableness of the answer 
and the evidence of intelligent 
application of a 
knowledge. 

Candidates are cautioned not 
to rely on this set of questions 
and answers as a method of di- 
rect preparation for the C. P. 
Cc. U. examinations. They may 
be useful as a guide to the type 
of questions asked and the con- 
tent of answers desired by the 
Institute, but they cannot be a 
substitute for thorough study 
and mastery of the subject mat- 
ter of the Institute’s curriculum. 


candidate's 











ity. Through reinsurance, the stock 
companies limit their 


losses and 
therel yy 


Periodic 


help safeguard 


solvency. 
examination of 


financial 
condition, assets and reserves is re- 
quired and made by state insurance 
departments which also administer 
minimum capital and surplus re- 
quirements 
In contrast with 
cial worth of the owners (stock- 
holders) is unimportant, as liabilities 


for new organizations. 


Lloyd’s, the finan 


of a company are limited to its assets 
without recourse to its stockholders. 
2. Both in organization and opera- 
tion advance premium mutuals are 
subject to state insurance department 
supervision. If meeting the minimum 
surplus requirements, the advance 
premium mutual may qualify to issue 
non-assessable policies and is there- 
fore similar to a stock company for 
its liabilitv is limited to its 
In contrast to Lloyd's, there 


no reversion to the members. 


assets. 


can be 


? 


3. Assessment mutuals are similar 
to Lloyd’s in that members may be 
called on to bear a share of losses 
that cannot be borne by the assets, 
if The sol 
vency safeguard is, in effect, the abil 
itv to and collect from the 
members. While similar to Lloyd’s, 
they differ in that assessment is lim 
ited sometimes to one year's 
mium Lloyd’s underwriters 
are liable to the full extent of their 


personal fortunes. 


if any, of the company 


assess 


pre 
while 
\ssessment mu- 
tuals are also subject to state exam- 
ination although not required to have 


capital or to maintain surplus 


4. Reciprocal exchanges depend on 
financial solvency of their policyhold- 
ers (members). With each member 
insuring a small portion of every 
other member’s risk, the exchanges 
further safeguard solvency by re- 


[Continued on the next paae) 





C.P.C.U. Questions—Continued 


use of 
and retention of a por- 
tion of earnings by the exchange. 
They also are subject to state regu- 
lation and examination. 


quiring advance payments, 
reinsurance 


5. State funds, established by legis- 
eae 
lative or administrative 


pend almost exclu 


action, de- 
sively on adequacy 
of premiums for their solvency safe- 
guard. As a creature of the govern- 


ment, the credit of the state and the 
willingness of the legislature to ap- 
propriate funds to meet a moral 
rather than a legal obligation are the 
fundamental safeguards. Other than 
audits, is no other saieguard 
than the backing of the state legis- 
lature. 


there 


Each individual underwriter is 
admitted to membership in Lloyd's 
if he fulfills all the requirements. 
Thereafter he is his own manager 


€7 





ASSETS 


Bonds 

Stocks 

Real Estate 

Premiums, in Course of Collection 
All Other Assets . 


ADMITTED ASSETS 
LIABILITIES 


TOTAL 


Unearned Premiums 
Taxes Due 


All Other 


SURPLUS 
TOTAL 


ADVANCE DISCOUNT OF 


ADVANCE DISCOUNT OF 


Workmen's Compensation Insurance 


DIVIDEND AT EXPIRATION 


Automobile Insurance 

ADVANCE DISCOUNT OF 
Fire and Allied Lines 

ADVANCE DISCOUNT OF 





Loss and Adjustment Expenses 


and Accrued 


TOTAL LIABILITIES 


SECURITY BUILDING 


A. J. GUREVICH, President 


SECURITY MUTUAL LIABILITY 
INSURANCE COMPANY 


FINANCIAL STATEMENT 
December 31, 1956 


$ 1,085,281 
12,156,192 
299,000 
295,088 
1,208,941 
156,000 


$15,200,502 
$ 7,773,589 
4.024.862 
243,547 
142.499 


$12,1 2,184, 497 
3,016,005 


$15,200,502 


Bonds carried at $300,117 in the above statement are deposited 
as required by law. 


NEW YORK AND ADJOINING STATES NON-ASSESSABLE POLICIES 
Written By 


¢ e 9 
Securi ty 
CURRENT DIVIDEND SCHEDULE 


General and Elevator Liability, and Property Damage Including “Water Damage" 
Legal Liability and Comprehensive Personal Lisbility Insurance. 


Manufacturers or Contractors Liability and Owners or Contractors Protective 
Liability and Property Damage Insurance. 


Except on Premiums under $500. with Codes 9027, 9028, 9029. 


329 EAST 149 STREET 
NEW YORK 51, N. Y. 


Telephone MO 5-5000 


although the governing committee 
of Lloyd’s (which he helps to elect) 
supervises his actions. For example, 
this committee has power assigned 
to it by law to approve the auditor 
of his accounts. The British Board 
of Trade has the legal authority to 
approve the deed of trust for his 
unearned premiums. 

In contrast : 

1. In stock companies, the responsi- 
bility for management rests with the 
stockholders who operate through an 
elected board of directors who in 
turn select an executive committee 
and appoint the operating officers 
of the company. 

2. In advance premium mutuals, the 
policyholders elect a board of direc- 
tors who in turn elect or appoint the 
executive officers of the company, 

3: Assessment mutuals— same as ad- 
vance premium mutuals. As assess- 
ment manuals are usually small, the 
power of management is usually ex- 
ercised through the elected president 
and the secretary-treasurer. 

4. In reciprocal exchanges the mem- 
bers select and appoint an attorney- 
in-fact who exercises authority for 
them, subject in some cases to an 
advisory committee appointed by the 
members. 

The responsibility for manage- 
ment of a state fund rests remotely 
with citizens of the state who elect 
the state officials who in turn appoint 
the manager of the fund and perhaps 
members of his staff; in some cases 
the appointments require confirma- 
tion of the legislature. 


QUESTION II 


“C,” a heating and air condition- 
ing contractor, when awarded the 
contract for installation of some air 
conditioning equipment in “Z’s” of- 
fice building, agreed to complete the 
project by March 1, On February 
1 “M,” an employee of “C,” while 
engaged in the installation of air 
conditioning equipment which “C” 
personally had specially constructed, 
accidentally damaged the pressure 
relief valve on the steam heating 
boiler causing the boiler to explode 
several hours later. The explosion 
wrecked the basement, destroyed the 
equipment “C’” was about to install 
and damaged the door on a safe in 
“Z’s” real estate and rental agency 
office located in the basement. Cash 
in “Z’s” safe disappeared during the 
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confusion caused by the explosion. 
“K,” who is “Z's” cashier-book- 
keeper, was the only person on the 
premises at the time who had knowl- 
edge of the contents of the safe. 

While waiting for the boiler re+ 
“Z's” building lacked heat 
for fifteen days and could not be 
occupied by the tenants, causing “*Z” 
to lose rental income. After the ex- 
plosion “C” on account of his ill 
health made no effort to complete 
the air conditioning job. 


placement, 


Among the coverages carried were 
the following : 
“C"— Performance bond 
“Z”—Boiler and machinery policy 
(broad form) including business in- 
terruption as well as direct damage 
Blanket position bond 
Money and securities, 
policy 

Explain the — specific 
which each of the 


broad torm 
coverage 
above contracts 
affords and how you would deter- 
mine whether of not it apphes to 
the above described situation. 


Answer 


The performance bond guarantees 
“Z,” the owner, that “C,” the con- 
tractor, will complete the installation 
in accordance with the contract and 
covers SCs" 
cause “¢ 
completion, the must either 
hire another contractor to complete 
it or indemnity ‘“Z” 
of the bond for expense in doing so. 
The surety 
liable for any loss cavsed by 


failure to do SO. Be- 
* abandoned the job before 
surety 
up to the amount 
not be 

boiler 


replac- 


company would 
explosion except expense of 
ing the air conditioning equipment 
camrged by explosion in order to 
comrlete the job. 

The 
provides coverage against damage 
to the boiler caused by explosion, 


hoiler and machinery policy 


and damage to other property of “Z” 
up to the amount remaining after 
for the boiler. For addi- 
tional cost in expediting replacement 
of the there 
age up to $1000 or the amount of 
loss on the boiler and other property, 
whichever is the lesser amount. It 1s 
not apparent that expediting expense 
was incurred in this situation. Other 
coverage available in the boiler policy 
is property liability (after 
payment of direct damage and ex- 


payment 


boiler, would be cover- 


damage 


pediting expense ) and finally bodily 


injury liability if the previous cov- 
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228 SUPERIOR ST. 


VIRGINIA SURETY 
~ COMPANY, Incorporated 


TOLEDO 4, OHIO 





Cash in Banks 

Bonds at Amortized Value 
U. S. Government Bonds 
State Bonds 
Municipal Bonds 

Common Stocks 
Public Utility Stocks 
Industrial and Miscellaneous 

Stocks 


days 


TOTAL ADMITTED ASSETS 


Reserve for unearned premiums 
Reserve for Income Tax 


Capital 
Surplus 


TOTAL 


J. E. HANKISON 
President 


WM. |. DILLON 
Executive Vice-President 
L. G. HANKISON 
Vice-President 
R. H. SANDROCK 
Vice-President 


GEO. J. LOVE 


Secretary-Treasurer 





FINANCIAL STATEMENT DECEMBER 31, 
ASSETS 


Special Deposit with another insurance company 
Net Premiums in course of collection less than 90 


Reinsurance due and in transit on paid losses 


Interest Accrued and Other Admitted Assets 


LIABILITIES 
Reserve for claims in process of adjustment 


Reserve for taxes and other Expenses Accrued 


Balances due other companies for reinsurance 


Surplus as regards policyholders 


Bonds carried at $613,162.12 in the above statement are deposited with various states, 
for the protection of policyholders, as required by law. 


* OFFICERS 


Specializing in the writing of Bodily Injury, Property Damage, 
Fire, Theft and Collision Coverages on 


LONG HAUL TRUCKING RISKS 


1956 


$1,129,738.47 


$1,514,843.05 
283,771.81 
601,120.91 2,399,735.77 


$38,280.00 


70,326.00 108,606.00 


39,500.00 


355,588.22 
557.60 
20,012.22 


$4,053 738.28 


$1,652,495.63 
660,647.90 
95,617.33 
6,717.23 
411,741.80 
$600,000.00 
626,518.39 


|,226,518.39 
$4,053,738.28 


M. J. ANDREWS 
Asst. Sec'y and Asst. Treas. 


WM. M. BROWN 
Asst. Sec'y and Asst. Treas 


* 


BD. L. MAHER 
Special Representative and 
Manager, Safety Engineering Dept. 
H. J. PETTENGILL 
Manager, Underwriting Dept 
J. METZGER BENSON 
Manager, Claims Dept. 








total 


In this instance, 


erages have not exhausted the 
limit of the contract. 
there was no bodily injury liability, 
and no property damaze liability as 
the only property of others damaged 
was the air-conditioning equipment 
of “C." “Z" had no liability to “°C.” 

The business interruption cover- 
age would indemnify “Z” for any 
loss of income from his own business 
of interruption of operation 
It he car- 


because 
from the boiler explosion. 


his earnings 
in the oreration of the real estate and 
rental office would be covered, but it 
would likely that the 
rental income from the 
would be from a separate 
and require separate coverage, which 
he apparently did not have ; 


ried sufficient insurance, 


loss of 
building 
operation 


seem 


hence 
he would not recover for it. 

The boiler policy would not pay 
for the safe 


loss of money from the 


(Contin ed on the next 


page 
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C.P.C.U. Questions—C 


ntinued 
as it was not a direct result of the 
explosion, 

The blanket position bond would 
respond for a dishonest act by any 
employee of the insured, Since there 
iS no indication that “K” took the 
missing money, it is doubtful if the 
1 The would 
then fall on the broad form money 
and securities policy which covers 


against destruction, disappearance or 


bond would pay loss 


wrongful abstraction of money unless 
committed by an employee of the 
insured. If “K’” took it, the bond 
responds; if someone other than 
“KX,” the money and securities policy 
responds. Either way “Z” 
imbursed for his loss, 


gets re- 


QUESTION Ill 


“Change the risk assumed by the 
insurer by increasing the hazard and 
you change the contract. Change the 
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contract and you alter the obligations 
thereunder, hence the reason for the 
‘increase in hazard’ clauses found in 
various insurance contracts.” 

(a) Explain the specific policy pro- 
visions, if any, found in the follow- 
ing coverages that pertain to the 
“increase in hazard” problem. If the 
contract contains no reference to 
this problem, explain the reason for 
its absence. 

1. Ocean marine hull policy. 

2. Standard fire policy. 

3. Personal property floater. 

4. Standard automobile liability pol- 
icy. 

5. Mercantile open stock burglary 
policy, 

6. Performance bond. 

(b) Explain the relationship, if any, 
of the “increase in hazard” problem 
to (1) the so-called moral hazard, 
and (2) the duty of the insured to 
exercise that degree of care a prudent 
uninsured owner would exercise 
with respect to his property at and 
after a loss. 


Answer 


(a) 1. Ocean marine hull policies 
have no “increase of hazard’’ clause 
as the policy may not be cancelled 
by the underwriters while the vessel 
is at sea. It is true, however, that 
the policy delimits increase of haz- 
ard by the “sailing warranty” (ter- 
ritorial limits) and by automatic 
cancellation if there be change of 
ownership, insured interest, etc. ex- 
cept while the vessel is at sea. 

2. The standard fire policy suspends 
insurance while the hazard is in- 
creased within the knowledge or con- 
trol of the insured. 

3. The personal property floater has 
no specific provision for the increase 
of hazard problem. The problem is 
controlled to a slight extent through 
underwriting and selection of bus- 
iness ; but it has no specific treatment 
because the policy was designed with 
extremely broad coverage, world- 
wide and all-risk. 

4. The standard automobile liability 
policy in its wording does not deal 
with the problem except as to decla- 
rations of the insured and the lan- 
guage of the exclusions. Increase of 
hazard such as public livery use of a 
private passenger vehicle, or driving 
by teenage males is handled by rating 
rules for collection of increased pre- 
mium pro-rated. 
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5. The mercantile open stock bur- 
glary policy suspends coverage for 
property stolen during a fire and 
when warranted protection is with- 
drawn, 

6. Performance bond has no provi- 
sion for increase of hazard since once 
it is issued it is an absolute guar- 
antee by the surety and is not subject 
to cancellation. 

(b) (1) “Moral hazards” is not an 
“increase in hazard” problem, al- 
though it is an additional hazard for 
the underwriter. The “increase in 
hazard” problem is primarily thought 
of as applying to the physical risk ; 
“ a ° 7 : 

moral hazard” is primarily personal 
to the behavior of the insured, an 
“Moral hazard,” 
static and it can 


thing. 
not 


intangible 
however, is 
pose an “increase of hazard” prob- 
lem, so-called, particularly in broad 
coverage contracts where the protec- 
tion of the policy may be available 
to others. For one example, consider 
the coverage for guests’ property in 
the PPF. 

(2) The duties of an insured at and 
after a loss are spelled out in the 
standard fire policy and in some 
other contracts, so that technically a 
failure to exercise due care as would 
a prudent uninsured may be penal- 
ized. But many contracts, such as 
performance bond and PPF, rely on 
sound underwriting to select the 
right kind of insured. Consequently, 
these broad contracts do not go into 
great detail on an insured’s duties, 
but relv on common law liability and 
the actions of the insured as a pru- 
dent person. 


QUESTION IV 


(a) In recent years, many prop- 
erty insurance contracts have enabled 
the insured to recover “replacement 
cost.” For example, when an auto- 
mobile material damage contract is 
written on a stated amount basis, 
some companies will pay the amount 
stated without depreciation in case 
of total loss. 

Contrast the above situation with 
the protection under (1) automobile 
material damage insurance on the 
customary basis, and (2) replace- 
ment cost insurance on buildings. 
(b) it is sometimes argued that 
“replacement cost” insurance is in- 
consistent with a paramount prin- 
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ciple of property insurance, namely, 
that it violates the principle of in- 
demnity. Do you agree or disagree 
with this argument? State fully the 
reasons for your answer including 
any qualifications you deem neces- 
sary. 


(c) With respect to replacement cov- 
erage on commercial buildings, de- 
scribe the safeguards which are pos- 
sible in order to reduce the moral 


hazard which might otherwise be 
associated with it. 


Answer 


(a) (1) Automobile material dam- 
age insurance on the “customary 
basis” is an “actual cash value” basis. 
In event of partial loss, the settlement 
is the cost of repair less an allowance 
for depreciation and the amount of 

(Continued on the next page) 
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C.P.C.U. Questions—Continued 


the deductible if any is applicable. 
In case of the stated amount policy 
in the companies referred to, the in- 
sured gets amount stated in policy 
for a total loss ; 
either the 
actual cash 
The ACV 


(less any deductible 
on partial loss, he gets 
stated amount or 


value whichever is 


of most automobiles at time and 
place of loss is based fundamentally 
on the average value figures for 
make, model and year published by 
the automobile dealers associations. 
(2) Replacement cost insurance on 
buildings gives the insured a loss 
settlement without applying depre- 
ciation on both partial and_ total 


le msses. 
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(b) Replacement of a functionally 
obsolescent building with one adapted 
to modern needs may result in a real 
gain to the insured—and is possible 
in replacement cost insurance. At 
equal cost, he exchanges an ineffi- 
cient property for an efficient one. 
To this extent the principle of in- 
demnity is violated and a wagering 
contract has come into existence. 
Replacement cost insurance can be 
justified by the use interest of the 
insured. It provides continuity of 
use without financial loss to the in- 
sured. Since damage to depreciated 
property must ordinarily be replaced 
with new materials, he would have 
to supplement his ACV recovery 
with an outlay from other funds 
equal to the depreciation. 

(¢) A check on moral hazard which 
can become serious is provided by 
use of one or more devises : 

(1) a requirement that the build- 
ing be replaced 

(2) a requirement that it be re- 
placed in the same location 

(3) a requirement that it be re- 
placed by a building of the same type 
for the same use. 

(4) the requirement of 100% in- 
surance to value on commercial 
structures. 

The caliber of persons who can 
meet the underwriting requirements 
and who buy replacement cost insur- 
ance is such that breaches of moral: 
hazard are low. 


QUESTIONS V, VI and Vil 


In a seacoast city the “W” com- 
pany owned a wharf equipped for 
servicing watercraft. A three thou- 
sand gallon gasoline storage tank was 
mounted beneath the deck planking 
of the wharf. “A,” while attempting 
to park his private: passenger auto- 
mobile, accidentally struck, the gaso- 
line storage tank’s filler pipe knock- 
ing the protective cap loose. The 
contents of the tank immediately 
exploded and the wharf caught fire. 
The following damages were sus- 
tained: 

The fire burned in such a manner 
that restaurant, owned by “W” and 
leased to “R,” located on the sea- 
ward side of the wharf was inacces- 
sible for three weeks, even though 
the restaurant building sustained no 
fire or explosion damage, 
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The fire spread to the “L” 
pany’s ice manufacturing and cold 
plant, the 
wharf, burning a part of the plant 
containing the refrigeration 
pressing units. These units were 
damaged and the lack of refrigeration 
caused spoilage of food owned by 
“pe 


food in 


com- 


storage which adjoins 


com- 


stores commercial frozen 
“L's” plant. 

The fire also destroyed a retrig- 
erated truck and its cargo of iced 
fish that had just been loaded along- 
side the wharf. The truck was owned 
by “T” and operated by him under 
a single trip contract of hire to haul 
a cargo of fish belonging to “B.” 

Flaming gasoline 
deck of a 30 foot 
owned by “H” 


wharf 


who 


the 


cruiser 


scorched 
cabin 
and moored at the 
next to a fishing trawler 
owned and operated by “F."” “F's” 
trawler was capsized by the explo- 
tion and its cargo of fresh fish was 
a total loss. The vessel was righted 
and towed to a dry dock by a local 
ship repairing firm. 

Two of “F’s” employees were 
severely burned while trying to re- 
move “H's” cruiser and “I's” first 
mate was injured when the trawler 
capsized, 

The wharf structure, exclusive of 
the section containing the restaurant 
building, was severely damaged by 
the explosion and fire. 

Insurance was carried as follows: 
“IV” Company (owner of wharf and 
restaurant ) 

Workmen’s compensation 

Fire and extended coverage, direct 
damage and rental value on restau- 
rant building 

Fire coverage on wharf 

Fire legal lability 

Comprehensive general liability (B. 
I. and P. D.) 

“A” (owner of the car) 
Comprehensive material damage 
actual cash value basis 
Comprehensive personal liability 
Automobile B. I. and P. D. 

“R” (operator of the restaurant) 
Fire and extended coverage on con- 
tents 

Fire and extended coverage business 
interruption, gross earnings form 
“B” (truck cargo owner) 

Trip transit cargo policy 

“LL” (owner and operator of tce and 
storage plant) 

Fire and extended coverage business 
interruption 

Direct damage boiler and machinery 
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policy (broad form ) 
mallee custome policy cold 


age locker form 


stor- 


“T” (owner of truck) 
Comprehensive material damage on 
a stated value basis including $100 
deductible collision 

Motor carrier’s cargo liability policy 
“Hl” (owner of the cabin cruiser) 
Full coverage yacht policy with pro 
tection and indemnity clause 

“EF (owner and operator of a fish 
ing trawler) 


Ocean marine hull policy with a P. 
and |. clause and a 3% franchise 
clause 
Ocean marine cargo policy 

By reference to the appropriate 
contract provisions, explain fully the 
extent to which each of the insur- 
contracts mentioned above 
would be applicable to the described 


ance 


losses. (lf any of the contracts are 
inapplicable, explain fully the rea 
for their imapplicability. If 


(Continued on the next peas 
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C.P.C.U. Questions—Continued 


any of the above contracts are sub- 
ject to a primary-secondary (excess ) 
relationship, this should be fully ex- 
plained. ) 


“W” company’s workmen's com- 
pensation is not applicable as from 
the given facts none of “W’s” em- 
ployees were injured. “W” = com- 
pany’s fire and extended coverage 
for direct damage to the building 


would not apply as there was no 
direct fire or explosion damage to 
the restaurant building. “W” com- 
pany’s fire and extended coverage 
rental value policy would not apply 
to the loss of rent (if any) to the 
restaurant building since there was 
no direct damage to the restaurant 
building by an insured peril, The 
policy does provide for payment up 
to two weeks if access to the build- 
ing is prevented by civil authority 
because of an insured peril; no civil 


Commercial Union 
Assurance Co. Ltd. 
The Ocean Accident & 
Guarantee Corp. Ltd. 
American Central 
Insurance Company 
The British General 
Insurance Co. Ltd. 


The California 
Insurance Company 


Columbia Casualty 
Company 
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Fire Insurance Co. 


The Palatine Insurance 
Company Ltd. 
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CDP 


These letters are not just another alphabetical des- 
ignation for some public project. They stand for 
the Comprehensive Dwelling Policy. This is a mod- 
ern, convenient, low cost policy that is increasing in 
popularity as the “insureds’ selection’ policy. It’s 
a single policy that the insured can tailor as one 
package containing all the kinds of insurance he 
requires, in amounts he deems adequate to protect 
his home. He buys what he wants and pays only for 
what he selects. 

In this one policy the insured can protect his 
Dwelling and Contents against fire and lightning 
and sixteen additional perils; his house furnishings 
and personal property, against theft; and his per- 
sonal liability, against accident claims for which he 
may be held legally responsible. The cost of this 
consolidated home protection usually is consider- 
ably less than for comparable protection bought 
under separate policies. 

Maximum convenience too! Only one policy— 
one total premium to pay—and one expiration date 
to remember. Also, in case of a loss, one agent of 
one organization handles all the insured’s interests 
whether the loss be Fire, Theft or Liability. Credit 
for existing insurance is generally allowable, so an 
insured can convert to the C D P at any time. 

\t will pay you-to Sell Modern. Sell the CD P, 
one of the consolidated package policies written by 
the companies of the Commercial Union—Ocean 
Group. Ask us for particulars. 


authority is mentioned and therefore 
to make any recovery from this in- 
surance, the building itself would 
have had to be damaged so as to 
prevent occupancy. “W” company’s 
fire coverage on the wharf would 
pay for fire damage to the wharf but 
not for explosion damage; the in- 
surer would have any subrogation 
rights of “W” against “A.” Fire 
legal liability written ‘customarily to 
protect liability of the tenant to the 
owner of the rented property would 
not apply here as none of the losses 
affected property rented to ““W” and 
in its care, custody or control. “W” 
company’s comprehensive general 
liability would pay on behalf of “W” 
all sums for which “W” would be 
liable for bodily injury to “F’s” em- 
ployees and “F’s” first mate, but 
it does not appear that “W” com- 
pany was negligent in any way. The 
insurer would defend any suit 
against “\V” company, pay court and 
investigation costs, and immediate 
first aid. Likewise, within policy 
limits, if “W” company were liable 
for property damage to “L,” “B,” 
“T,” “H” or “F,” the policy would 
respond for judgments, defense, in- 
vestigation and costs. But from the 
facts stated, ““W” company does not 
appear negligent or liable in any 
way, unless an unprotected tank cap 
or unburied storage tank constitutes 
negligence. 


“A” could recover from his com- 
prehensive material damage policy 
for any fire or explosion damage to 
his vehicle, but not for any collision 
damage as that is excluded in com- 
prehensive coverage. From the facts 
stated “A” and his car apparently 
escaped any direct damage, hence 
no recovery from his insurer for his 
own vehicle, “A’s” comprehensive 
personal liability policy excludes 
coverage for liability arising out of 


operation of an automobile away 
from his own premises as in this 


instance. His automobile liability 
policy would really “catch it.” 
Since the chain of events starts with 
“A’s” negligent driving, his policy 
must respond for bodily injury 
claims (“F’s” employees) and for 
property damage up to the policy 
limits. In addition to those limits, 
the policy would pay cost of defend- 
ing all suits brought against “A” as 
a result of the accident. It is to be 
hoped therefore that he carried more 
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than the minimum limits of $5,000/ 
10,000 B. I. and $5,000 P. D. 

“R” would have no recovery for 
damage to contents of the restaurant 
as fire did not reach the restaurant. 
The facts do not state that the con- 
tents of the restaurant suffered any 
damage from the explosion or fire; 
if they did, ““R” could recover. “R’s”’ 
business interruption coverage would 
vot pay for any loss since, under the 
terms of the policy, the interruption 
loss must result from direct damage 
by an insured peril to the described 
property. While the policy does pro- 
vide for payment up to two weeks if 
access is prevented by civil authority, 
the facts as stated do not mention 
such action. 

“B’s” trip transit cargo policy will 
pay for the cargo of fish destroyed 
by fire, an insured peril. The in- 
will then take subrogation 
against “A” or against “T,’’ owner 
of the truck, who is covered under 
a motor carrier’s cargo liability pol- 
icy. The trip transit is primary over 
“T’s” cargo liability coverage, but 
the eventual blame runs back to “A.” 

“LL” would have coverage under 
his business interruption policy as 
fire caused an interruption of his 
operations. 


surer 


carried 
enough insurance, it would pay for 
loss of earnings, which includes prof- 
its lost and continuing expenses, and 
probably for extra expense incurred 
to reduce loss by expediting resump- 
tion of operations with new com- 
pressors, etc. 

“TL.’s” boiler and machinery policy 
would not pay for any loss as loss 
by fire is specifically excluded. Ap- 
parently, “B” carried no cold storage 
locker insurance for himself and it is 
doubtful if “L’s” contract with “B” 
for frozen food storage did not con- 
tain an escape clause for liability in 
event of refrigeration failure from 
causes beyond “L’s’” control. But 
sas) Rp j 
policy is customarily written so it 
would pay for the loss of goods of 
others (“B”) in the custody of “L,” 
the cause of loss being either fire or 
the electrical interruption or break- 
cown preventing “LL,” the assured, 
from maintaining operation of the 
refrigeration system. The 
insurance responds on a direct dam- 
age basis, rather than only when the 
assured is legally liable, 

For the damage by fire to his 
truck, “T’’ would recover either the 


Assuming he 


bailee customer cold storage 


bailee's 
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actual cash value of the truck or the 
stated amount, whichever was lower, 
from his comprehensive material 
damage insurance. The $100 deduct- 
ible is applicable only to collision 
losses and is therefore not involved 
here. 

“Es aS a cargo 
liability policy but its response is 
limited to 


motor carrier's 


situations in which the 
damage to the cargo is caused by an 
insured peril (fire is always named ) 


and the motor trucker is liable, It 


is hardly likely from the facts as 
stated that “T” is legally liable, 
hence the policy would not respond 
possibly .for defense of a 
claim made against “T.”” If it had to, 
then the insurer would certainly take 
subrogation against “A.” 

“FI”? would recover cost of repairs 
to his cabin cruiser from the hull 


coverage of his yacht policy 


except 


which 
covers loss by fire and makes no de- 
The P. 
(Continued on the next page) 
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C.P.C.U. Questions—C 


& | probably would not 
be involved as “*H"™ 
liability. [ft any were nade on 
behalf of “F's” two en 


jured in 


coverage 
has incurred no 
claim 
plovees, in 
os Ke 


prov ide 


attempting tO save 


cruiser, the policy would 


“H” with defense and pay costs. 


“EF would recover under his hull 
pt hic \ for 
vessel if the 
practicable ; 
would 


tive total loss. The 3% 
not applicable to a total 


and repairing his 
onsidered it 


raising 
SUTVeEVOTS ¢ 
otherwise the 


respond in full for 


policy 
a construc- 

franchise, 
would 
undoubtedly be far exceeded if this 
were 


loss, 


adjudged a partial loss (partic- 
would recover 
being a peril in- 


ular average) so “I” 
in full, explosion 
clause of 
policy recovery 


sured in the “Inchmaree”’ 
the hull policy, The 
would include 
towing toa 


the cost of raising and 
Poe tk. 
owner 
njuries 


repair dock. The 
coverage 


ce | a 


would pay tor the 
were for the 
to employees under the 


cure’ responsibility in P 


halle 
“care and 
& |. insur- 
but he found liable 
niralty jurisdiction, P. & I. 
insurance ts not voluntary 


tion. 


nitist he 


ance ; 
in addi 
comlpensa- 
“E's” ocean marine cargo pol- 
icy would pay “F" for the insured 
value of his fish lost by explosion 
ipsizing. In both the in 
on hull and on cargo, the 


writers 


and cz surance 
under- 
subrogation 


would take 


against “A.” 


FOR ADEQUATE 
COVERAGE 


A TWO-COLOR, four page folder pre- 
pared by the Crocker-Anglo Na- 
tional Bank of San Francisco sup- 
ports the National Board of 
Underwriters’ campaign for 


Fire 
ade- 
quate insurance 
out that 


coverage. 
while the bank 


It points 
may be 
protected on its interest in the prop- 
erty, the owner may find his insur- 
ance inadequate because of the sharp 
rise in values during recent years. 


KEY ELEMENTS 


SOUNDER UNDERWRITING and a 
drive for wider use of loss preven- 
tion methods are the probable key 
elements in the 


land marine 


for in 
according to 
a symposium in the current issue of 
“Babaco News,” — published _ by 
Alarm Systems. Raymond 
GG. Shepard, vice president of the 
Fire 


ahead 
insurance, 


year 


Babaco 
Association, forecasts a year of 
transition towards sounder under- 
writing. Increased concern with loss 
prevention is predicted by Fred B. 
North, inland under- 
writing department of the Marine 
Office of America, who that 
such a program should be main- 
tained as a permanent and integral 


manager of the 


notes 


part of the organization. He empha- 
sized that underwriters must keep 


local trucks. 


vice president, 


William M. 
John C, 

keener 
time 


(Mara, 
Paige & Co., 
competition 
World War 
1. To meet this competition, he 
feels it is advisable to 


much 
than at any 


foresees 


since 


avoid rate 
increases to offset loss figures, better 
serving the interests of all concerned 
by adoption of loss prevention meas- 
ures. 


CANADIAN LOSS RATIOS 
PRELIMINARY FIGURES released by 
the Department of Insurance show 
that fire premiums written in Can- 
ada increased 6.3% 1956 to reach 
$155,673,755. The ratio of claims 
incurred to premiums earned 
38.5%, 


1955. 


was 
four points higher than in 
Automobile premiums in- 
to $193,031,886 with 


ratio of 


creased 7.7‘ 
a loss 67.5%, ten points 
higher than in the previous year. 
Accident and health volume in- 
creased 15.6% to $131,430,684 with 
a loss ratio of 72.9% compared with 
69.6% in 1955, 


premiums 


Personal property 
$30,540,128, up 
21.3%, and ratio 69.5% 
(50.4% in Hail underwrit- 
ers reported poor experience also 
with a 82.9% on net pre- 
written and earned of $4,- 

This was an increase in 
of 4.6% and an increase in 
the loss ratio of more than thirty-six 


were 
the 
1955). 


loss 


loss of 
miums 
555.683. 


volume 


(To Be Continued ) an eve on increasing thefts from points. 
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LONG HAUL 
Our automatic treaties combine, on a 


quota shore basis, American Stock ~ : oe este ; my e 
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SUCCESSFUL 
SALESMANSHIP | 


NE OF OUR COUNTRY’S leading 
§ tt has said that “selling 
is the continual process of educating 
buvers.”’ 
lieve it is 
first 


If that is true—and I be- 
then the salesman must 
the which 
he hopes to pass on to the buyer 


hefore he 


obtain knowledge 


can educate the buyer. 
Otherwise, it would be just another 
case of the blind leading the blind. 
This 1s particularly true of insurance 
because an insurance policy is really 
nothing more, of itself, than a little 
ink on a little paper. It has little, if 
any, visual appeal. It is, therefore, 
the salesman who must make it come 
to life so that the prospective buyer 
will want it and be willing to pay the 
charges for it. The salesman can do 
this successfully only when he is well 
informed about what the ink says 

when his knowledge is thorough, 


accurate and simplified to the degree 


Teacher's skill paramount 
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L. V. IRVINE 


Educational Director 
Travelers Insurance Co. 








that is necessary for complete under 
standing between him and the buyet 

The education of most buyers of 
insurance is really a grade school 
process in which the knowledge and 
skill of the teacher is of top impor- 
tance. When the buyer is already 
educated 


ers are 


as most professional buy- 
the salesman has a different 
problem. It is in the area where the 
buyer really needs help that the best 
results can be obtained. 

Of course, there are many kinds 
of salesmen 
order clerk 


all the way from the 
who sits behind a desk 
waiting for the telephone to ring, up 
to the well-educated professional who 
is keen and confident and who al- 
ways cooperates with the buyer. In 
between the two are the cigar pass 
ers, the back slappers, the “by the 
the peddlers, the hit-and 
runners, and many others. But it is 


wayers,” 


the professional insurance man with 
his professional knowledge who will 
do the best job for his customers, for 
his companies, and last but not least, 
for himself. 

According to Robert S. Wilson, 
vice president in charge of sales of 
the Goodyear Tire and Rubber Com- 
pany, a professional salesman, first, 
will forever strive to improve his 
proficiency ; second, wastes no time 
for hard 
third, 


a substitute 
there is none; 


seeking work 


makes no 


Note 


as built 


his integrity, and 
that the very first quality w 
around knowledge and then more 


; 
knowledge. 


Fortune Article 


\long similar lines was an article 
which appeared in Fortune magazine 
a number of years ago. The purpose 
of the article was to determine what 
qualities in common are possessed 

Million 
Dollar Round Table. the 
three qualities which all had in com 
mon was an ability to select pros 
The 
in common was a belief in the insu 


by the life members of the 
One ot 


pects. second of the qualities 


ance device kev to 


this quality. The last of the three 
Was a 


Sincerity is the 


thorough, accurate profes 
sional knowledge of life insurance. 
It now seems clear that knowledge 
is an essential characteristic of the 
professional man whether he prac- 
tices in the field of insurance of else 
where. But knowledge alone is not 
thorough, 


not enough. 


enough. ven 
knowledge is 


accurate 

Know 
ledge must be up-to date. 

\ meeting | had not long ago with 

| 


local board in 


the membership of a 
Connecticut illustrates the situation 


to which | refer (Knowledge—w 


ed n the ext ¢ 
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That’s the way you want your 
income to go... UP! And 
here’s the way you can make 
sure it does. Our complete In- 
land Marine underwriting fa- 
cilities are geared to meet com- 
petition ... to make your selling 
task lighter, your profits higher. 


Here you'll find the right poli- 
cies, the right rates and the 
same fast, dependable service 
for which our companies are 
known ... all the advantages 
that keep our agents’ incomes 
moving in one direction, UP! 


MILLERS NATIONAL 
INSURANCE COMPANY 


ILLINOIS FIRE 
INSURANCE COMPANY 


Home Office, Chicago 6 


Successful Salesmanship—Continued 


to-date). It was a small group and 
I was invited to discuss a_ policy 
which had, at that time, been on the 
market for the store- 
keepers’ liability policy. To start 
the meeting, | asked for a show of 
hands to determine how many of the 
audience were familiar with the 
coverage. Only three hands ap- 
peared from a group of twenty. Then 
J noticed that one man had both 
hands up. All this after three years, 
Now if the policy had been a flop 
there might have been some excuse 


three years 


for the poor showing. But it wasn’t 
a flop and it still isn’t. 
Now, situations of that kind exist 
to what extent, I do not know— 
but it behooves all insurance men to 
The answer 
it is knowledge 


do something about it. 
is all too obvious 
—up-to-date knowledge—without 
which an agent cannot operate on a 
professional basis. 


Get it Across 


But even if his knowledge were 
accurate and thorough and com- 
pletely up-to-date, he would need 
vet another quality before he could 
successfully educate buyers at the 
professional level. This quality 
might be described as the ability to 
get the story across, to simplifv it 
and to clarify it so that the buyer 
will become educated—so to speak. 
It is the difference between a good 
teacher and a one—a good 
salesman and a poor one. All the 
knowledge in the book will avail the 
salesman little if he is not able to 
convey his ideas to the buyer. 

For instance, there are some five 
hundred kinds of property and lia- 
bility insurance. The mere thought 
of trying to select a program for a 
given risk out of such a list would 
curdle the best two brains in the busi- 
ness. It is a case of not being able to 
see the forest for the trees. Perhaps 
the agent thinks too much in terms of 
his own problems and too little of the 
problems of the buver. In either 
case, the result is the same—confu- 
sion in the mind of the buver just 
as surely as if the agent did it on 
purpose. Thus, one of the very first 
aims of selling through knowledge 
is simplification. The buyer—the 
man who pays—thinks first, last and 


poor 


all the time in terms of exposures 
which may cost him financial losses 
and the better informed he is the 
more closely he adheres to the ex- 
posure idea. Policies and coverages 
come next and they serve merely as 
a means of transferring the risk of 
loss. Too much selling today starts 
with a policy before any considera- 
tion has been given to the exposure 
which it is designed to care for. As 
an example, when I first moved to 
Hartford, a life insurance salesman 
called on me to sell me an educational 
policy so our two boys would be 
assured of an education. His pre- 
What ‘he did 
not bother to find out was the expo- 
sure—so I finally had to tell him that 
both of the boys were grown and 
married—even educated. Any sales- 
man who goes out with a pocket full 
of policies pitching for a sale is noth- 
ing but a peddler. His thinking is 
just in reverse of that of the buyer. 
He just cannot “tune in.” He will 
never be a professional. 


sentation was good. 


In order to clarify this exposure 
idea, let me point out that there are 
really only three basic exposures and 
each is very definitely related to the 
others. These three basic exposures 
confront every buyer—the individual 
and the business alike. 


Income Loss 


The first exposure concerns in- 
come or the loss of income. In this 
group would be included loss of life 
as well as loss of income since the 
sole purpose of life insurance is to 
provide income—for the buyer if he 
lives too long—for others if he dies 
too soon. Life insurance is really a 
means to capitalize income and it 
serves the purpose well. In this 
group would also be included all 
forms of disability, medical payments 
and the like. The exposure itself 
cannot be transferred—but the 
risk of loss can be insured. Obvi- 
ously, this group contains the only 
“sure to happen” exposure—death 

and is, therefore, of prime impor- 
tance. Frankly, I could never quite 
understand why so many excellent 
casualty-fire producers showed so 
little interest in life insurance—un- 
less it is lack of knowledge. That 
can be corrected—and should be. 

The second basic exposure con- 
cerns property or the loss of prop- 
erty—all kinds of property—from 
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bed clothes to boilers 
monds to distilleries. Once again | 
the exposure itself cannot be trans 
ferred but the risk of loss can be in- | 
sured. And at this point, | 


-from dia- | 


should | 
like to point out that burglary in- 
surance, as an example, is really not 
a separate kind of insurance but 


merely the name of a peril that may | 


result in loss of property. The 


buyer looks at it that way. The) 
buyer had some property and he| 


wants to transfer the risk of losing 
it to burglars so he buys some bur- 
glary insurance. But first there must 
be some property and then we need 
some burglars. Thus, we conclude 
that the chief problem in handling 
the property exposure is to deter- 
mine what may happen to the prop- 
erty and insure accordingly. In 
so doing, the buyer may select in- 
surance against certain named perils 
or he may elect to insure all risks in 
a single contract. All forms of prop- 
erty insurance are basically alike 
except in that one area. 

The third and last general expo- 
sure concerns the responsibility of 
the buyer for injury to others or for 
damage to property belonging to 
others. Again, the exposure cannot 
be transferred but the risk of loss 
can be insured. The insurance which 
is designed to protect the buyer in 
this area is liability insurance. We 
prefer the term responsibility because 
it stops any conversation about 
“who's liable”. Liability is the busi- 
ness of the courts—not the Sales- | 
man’s. If the buyer is properly in- 
sured—which is the agent’s business 

he need have little concern about | 
who’s liable. It should be noted that | 
the relationship between the prop- 
erty exposure and the liability ex- 
posure is very close since the lia-| 
bility exposure arises raner 
through the ownership or use of | 
property. 


General Exposure 


Income, property, responsibility, | 
those are the three basic exposures | 
which surround every buyer—no| 
more, no less. And it is obvious how 
inextricably interwoven they are. To 
determine which is most important | 
would be much like the old question 
of the chicken and the egg. 

Perhaps the best illustration of 
this relationship of insurance cover- 
ages is found in the inland marine 


field. Most insurance’ contracts 
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Don't let your clients’ interests \ 


abroad 90 up in smoke! 


Insure them through AFITA—one of 
the largest and strongest organizations of its 


kind in the U. S. A. 


It’s quite simple for you, too! You 
provide the usual facts. AFIA provides the 
know-how and service through more than 600 
offices in 69 overseas countries. 
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you any help you may need. 
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Successful Salesmanship—Continued 


which the legal 
hability he buver exclude 


the pri 


from 
hability cover 
yned by the 


insured but in the care, custody and 


ype4rty dal 


age, any property 


control of the insured. Apparently, 
the casualty bovs do not care for the 
exposure. But along come the in 
land marine boys a 


for it 


how they go 


calling it ailee’s form, 


which is specifically designed to in- 
sure property of others in the care, 
custody and control of the insured. 

Perhaps even a better example is 
the mercantile block policy, by what- 
ever name it goes—two lines of in- 
suring agreement and two hundred 
(more or less) of exclusions, most of 
which may be covered by some other 
policy. The point is that the agent 
cannot possibly do a job for the 
buver unless he is able first to deter- 


American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 


Incorporated 1832 


tee SP. 
¢ + 
Y Standard 


Corroon & Reynolds Croup 


92 William Street, New York 38, N. Y. 


mine the exposures (which is easy ) 
and then to determine the coverages 
which will transfer the risk of loss to 
insurance. 

\ny exposure may be treated in 
one of several ways. First, the ex- 
posure can be ignored, as in the case 
of a businessman who fails to buy 
good equipment in which to keep his 
accounts receivable and refuses to 
insure against their destruction. His 
failure may be due to his inability to 
recognize the property exposure or 
maybe he just doesn’t give a hoot. 
In either the salesman has 
either neglected his buyer or failed 
to educate him. The result 


case, 


is the 
same. 

Second, the exposure may be re- 
moved or at least reduced. If | were 
to balance a glass ash-tray on the 
edge of a table, it would likely be 
jarred off and fall on the floor and 
break. By removing it back further 
on the table, the exposure would be 
reduced and if | glued it to the table, 
the exposure to falling off would be 
removed This area, 
called “loss control,” is extremely 
important to the buyer, since any 
buyer in his right mind would much 
rather have no loss at all if he could 
call the shots. One of the best ‘‘loss 
Control” records in the entire coun- 
try is held by a manufacturer of ex- 
plosives. Here, the exposure was so 


alte gether. 


obvious that extreme measures were 
put into operation to reduce it and 
actually have succeeded in practically 
eliminating it. Once again, the job 
was done by salesmen with knowl- 
edge who educated buyers. 

In the same area, loss control, per- 
haps an outstanding example is the 
fire prevention week. Another exam- 
ple is the Committee of State Gov- 
ernors selected to set up standards of 
inter-state cooperation for reducing 
the bloody slaughter on our high- 
Way Ss. 

Third, if the risk of loss can be 
transferred to an insurance company, 
or perhaps insured in some other way 
in this area, the agent’s the “‘white 
haired hoy” 
cator, the 


the teacher, the edu- 
“book of 
knowledge” all rolled into one. If, on 
self inspection, he cannot truthfully 
sav “| qualify”, others will soon re- 
place him—the younger generation 
is very much education and know]- 
edge minded. They should make 


salesman, the 


good salesmen. 
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An area which demands an even 
more detailed the 
part of the salesman is concerned 
with evaluation—evaluation of 
posures and of perils and property. 


knowledge on 
€X- 


We have already pointed out that 
life insurance provides the answer 
for the one exposure that is certain 
to reach maturity. 

Life insurance is no longer just a 
burial fund, though it serves the pur- 
pose well and the very first need is 
for what the life insurance people 
rather morbidly but descriptively 
term clean-up” fund. The next 
rather obvious need for a family 
without a fathe 


, 


is provision for in- 
come during the crtical period when 
children are growing up. Life insur- 
ance will supplement what Social 
Security may provide during this 
time. When adequate provision has 
been made for these two rather ob- 
vious needs, thought can be given to 
other, situations. 

Also in the area of life insurance is 
the need to carefully select the type 
policy best fitted to fill the need. It 
is largely a matter of pure protection 
or pure savings or a combination of 
both. Or putting it another way, 
should the young man start his pro- 
gram with convertible reducing term 
or with an annuity or with some in- 
between form. The answer will ob- 
viously depend on conditions. It is 
the agent’s job to evaluate the con- 
ditions and provide the program. 
The welfare of the buyer and his 
family is the only important con- 
sideration. 

In the area of property exposures, 
the agent must evaluate the exposure 
largely in terms of the peril and the 
class of property. For instance, fire 
and burglary are two specific named 
perils against the occurrence of which 
These 
two perils, however, are just not in 


insurance may be secured. 


the same league when evaluated in 
terms of the possible catastrophe 


which may result from the occur- 


rence of each and this is not to say 


that insuring against a loss by burg- 
lary is unimportant but rather that 
insuring against a loss by fire is more 
important. 

When it comes to evaluating a 
named peril form vs. the “all risk” 
type of coverage—as ex- 
tended coverages vs. the special 
dwelling form, it is clear that broader 


fire and 
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Agent Cully Winters, of J. M. Winters & Sons, 
Quincy, Illinois, added a new line through the 
assistance of our fieldman with an evaluation 
estimate. The photograph shows John and Dick 
Winters working with State Agent Peterson. 
The property is an implement dealer’s show- 
room and warehouse. Subsequent recommen- 
dations enabled the insured to increase his 
insurance by $44,000. at considerable savings. 
For another assist, send for our “Replacement 


Cost Guide”. 


SUR: 


NCE COMPANIES 


THE PHOENIX INSURANCE COMPANY 


1305 Woodland St. 
Hartford 15, Conn. 


THE CONNECTICUT FIRE INSURANCE COMPANY 
EQUITABLE FIRE AND MARINE INSURANCE COMPANY 


MINNEAPOLIS FIRE AND MARINE INSURANCE COMPANY 
RELIANCE INSURANCE COMPANY OF CANADA 


ALL FORMS OF INSURANCE EXCEPT LIFE 


protection is afforded with the “all 
risk” type so the decision may well 
rest on the need for broad protection 
and the cost of it. It should be noted 
that the trend today is very much 
toward the “all risk” type of protec- 
tion. And it should also be noted 
that the cost for such coverage is not 
necessarily much more than the cost 
of insuring against the occurrence of 


a few named perils, perhaps on the 
theory that property burned by fire 
cannot blow away in a tornado. 
Now, about the class of property, 
we need only point out that a private 
passenger car (as respects a loss by 
theft) presents a much greater risk 
than a dump truck. Thus, the pri- 
vate passenger car might be insured 
against theft, but not the truck. 
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““General was just a husky youngster when I 


joined them in 1926. | was told then that General was to be 
strictly an Agency company and competitive in writing preferred business. 


“Through the years—despite General’s rise to ‘giant’ 
status in the insurance world—General’s relationship with me has 
always been one of friendly interest and cooperation. 


“Such consistency is truly a virtue—and makes 
working with General a pleasure!”’ 
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GENERAL INSURANCE COMPANY of AMERICA 
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Agency Name INSURANCE COMPANY 


OF AMERICA 


SEATTLE, WASHINGTON 


Street 
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A DIGEST OF SUCCESSFUL SELLING 


IDEAS 


ELLING PARADE 


Secret of Conviction 


EVERY SALESMAN KNows that unless 
you can bring about conviction in 
Yet 
many salesmen don’t understand how 
easy it is to bring about conviction. 

The secret is simply this: 

Sum up what the prospect wants 
to hear about what you are selling 
him. 

None of us discounts very much 
the things we want to hear. When 
a salesman tells a prospect those 
things, what can the prospect do but 
believe, hence be convinced? 


the sale, you can get no sale. 


Stick to Principles 


“How LONG HAVE YOU BEEN SELL- 
ING?” [ asked an elderly salesman 
I know, still active, still on top of the 
heap. 

“Thirty-five years.” 

“That’s a good long time.” 

wae isc” 

“Has selling changed much since 
you entered it ?”’ I inquired. 

“In some ways yes, but in the 
main no,” said he, which demanded, 
[ thought an explanation : 

“Tt has speeded up, for one thing,” 
said he. “I see more people now than 


Stronsjous 


For May, 1957 


Syst 


REGISTERED 


I did then. I have condensed my 
talks and demonstration. The times 
have demanded that. 
selling has changed. 

“But in the main it has not be- 
cause the principles are the same. 
Yes, the old bedrock principles of 
salesmanship are still there.” 

“Explain, will you?” 

“We salesmen still have to win a 
prospect’s attention. We have to 
build his interest. We have to con- 
vince him. We have to persuade him 
to buy. We have to push him to 
buy,” he said. “And these are un- 
changed, they are unchanging.” 

It comes to this: Once you learn 
the principles of selling, you have 
built a groundwork that will stay 
with you all your life. Conditions 
change day by day. New thoughts 
and notions come along. But under- 
lying them all are these ancient prin- 
ciples of salesmanship. As long as 
you stick to them you are safe, you 
will succeed. 


To that extent 


Secret of Convincing Talk 


“How CAN I make sure whenever I 
make a statement it will convince my 
prospects ?” the salesman asked. 

I answered: Make it plausible by 


—— 


ematic Creative 


by Chas. @. Roth 


bringing forth plausible facts. There 
are facts to support everything you 
want to Say. 

A barber convinced his customers 
that they ought to have their hair 
singed by telling them: “Each hair 
is a tiny tube that sort of bleeds at 
the cut end, so it gets weaker every 
time your hair is cut. But singeing 
seals the end, and the hair keeps its 
vigor. 

Simple, yes, but convincing. And 
something similar can be said of 
everything that is sold. 


Don't Take ‘em As Personal 


“IT aM NO Goop for the rest of the 
day,” the salesman said. We were 
having coffee together. It was only 
10 o'clock. 

“What’s wrong ?” 

“Just got my ears pinned back in 
a way that I can’t forget for at least 
24 hours,” said he. He looked 
whipped. 

When I pressed him for details, 
he told me on his first call the pros- 
pect had “lit” into him, as he put it, 
and abused him something “‘fright- 
ful.” He had said things which a 
sensitive man like my friend took to 
heart. He had spoiled his entire day 
by his harsh words. 


It happens often. It should never 
happen at all. 


[t won't if a salesman will get this 
viewpoint toward personal hurts and 
slights and affronts: They are not 
personal at all. Regard them as im- 
personal, as if they were happening 
to two other people. Chances are the 
buyer doesn’t mean them as per- 
sonal ; he just spouts off. 

Se impervious to such things by 
regarding them as bit parts in the 
drama called salesmanship, of which 
vou are an Let them strike 
you as impersonally as an actor the 
lines he gives on the stage. 


actor. 





DOUBLE EYE 


THE EASTERN 


members 


Conference 
that 


AGENTS 
have recommended 
agents use a uniform method of 
identifying increased amounts of in- 
surance developed during the entire 
year of 1957 and not limited to the 
duration of the National Board 
advertising campaign 

\ recommendation was made that 
a “Double Eve” (representing the 
first letters of the two words “Insur- 
ance Increased”) be marked in capt- 
tal letters on the upper nght hand 
; daily 


corner ot all 
(either renewal ) 


endorsements when inc 


company reports 
and on 


reased insur- 


new oF 


ance 1s represented therein. 


Such a ] 


designation when 
publicized by all companies, by all 
state and all 
field clubs would serve to show the 
efforts of independent local agents in 
serving the public, 

offices, their Un 
derwriting Departments where daily 


reports and endorsements are 


uniform 


associations of agents 


Company and 
proc- 
essed, could use this ready means of 


identification for tabulating results. 


OVERCHARGES CALLED 
DELIBERATE 
DAMAGING TESTIMONY was. given 
recently at hearings of the Senate 
Commerce auto- 
mobile marketing practices. Al- 
though rate misclassification of col- 


subcommittee on 


lision insurance on financed cars has 
been charged against only six com- 
overcharges are 


some $25 


panes, the esti- 
mated at and the 
National Better Business Bureau is 
The 
Bureau claims the overcharges were 
intentional 


million 


actively pursuing the matter. 


and deliberate and has 
attacked the various insurance com- 
missioners as lax and indifferent. In 
a number of state refunds for over- 
charges have been ordered and the 
amount of these refunds is estimated 
at $5 million so fat 

Service Fire Insurance Company, 
one of those under criticism, denied 
at the hearing that its misclassifica- 
tions had been intentional and stated 
that it has made refunds to all pol- 
icyholders entitled to them. A com- 
pany spokesman maintained that the 
company had 


effort to rate its collision policies 


made a conscientious 


30 


according to the existing rating 
rules. 

The Senate Commerce subcom- 
mittee hearings have demonstrated 
that, “wherever lending of money 
and writing of insurance are handled 
by the same or allied companies, 
evils are inevitably produced,” Ralph 
. Wailhams, president of the Na- 
tional Association of Mutual Insur- 
ance Agents, charged in a talk re- 
cently. Mr. Williams referred to the 
investigation of alleged overcharges 
for insurance on financed cars con- 
ducted by the subcommittee. He 
warned that, *“*‘wherever a lending in- 
stitution sells insurance, mevitably 


the policyholder loses his choice of 


free selection of an imsurance agent. 


HUMAN FAILURE 


HUMAN FAILURE now causes 85% 
of all U.S. industrial accidents and 
unsafe machinery only 15%, the op- 
posite of what was true thirty-five 
years Fred W. Braun, 
president in charge of accident pre- 
vention tor Employer Mutuals of 
Wausau, told the Minneapolis 


Safety Council’s management 


ago, vice 


Scc- 
tion recently. \What’s more, he said, 
industry is apparently the 
place to be since, of 95,000 persons 
killed accidentally Tast only 
14.300 died as a result of industrial 
Effective con- 
trol can be a major factor in profit 
and successful operation of a com- 
pany, added Mr. Braun, and warned 
that it will be a sad day when man- 
agement becomes satished with its 
safety record. 


safest 
year, 


accidents. accident 


A MORAL ISSUE 


PUBLIC CONVICTION that our mount- 
ing annual automobile death toll is 
immoral will lead eventually to vic- 
tory in the battle for traffic safety, 
H. L. Kennicott, public relations 
consultant for the Kemper Compa- 
nies, predicts. ““That is the case with 
slavery, famine, dread diseases, drug 
addiction and even with war. Once 
toleration of these evils is conceded 


to be immoral, their lessening and 


final extinction 
will be 


deaths,” 


are certain. So it 
automobile 


Kennicott 


with 
Mr. 
recent address. 


highway 
stated in a 


TEXAS COMMISSIONERS 


A PROGRAM of weeding out weak 
and undesirable companies through 
enforcement of the 1955 laws was 
promised by John Osorio, new 
chairman of the Texas Board of In- 
surance Commissioners, in an ad- 
dress to Dallas agents. He described 
himself as a trouble-shooter whose 
first duty is the protection of the 
public and stated he did not plan on 
entering the insurance industry after 
the expiration of his two-year term 
on the board. 

Joe P. Gibbs has been appointed 
an imsurance commissioner of Texas 
succeeding Morris Brownlee who 
reured on March 31. Mr. Gibbs 
who served previously as commis- 
sioner (1941 to 1952) has accepted 
the position until September I or 
earlier if the Legislature reorganizes 
the Board as called for by legislation 
now pending. 

Mr. Brownlee’s term had expired 
February 10 but he had stayed on as 
commissioner at the request of Gov- 
ernor Waniel. 


FEDERAL CONTROL 


MANY IMPORTANTLY-PLACED people 
in Washington are completely sold 
on Federal control of insurance, the 
Honorable Lowell B. Mason, former 
member of the Federal Trade Com- 
mission, testified recently before the 
Texas Senate. “Now thev have won 
the first skirmish in the battle to 
take over all insurance controls, they 
can be expected to press for ever 
greater Federal powers, I am speak- 
ing of course of the Federal Trade 
Commission’s recent decision assert- 
ing jurisdiction over the American 
Hospital and Life Insurance Com- 
pany.” said Mr. Mason. 

‘Already, the Federal Trade Com- 
mission has a substantial portion of 
its staff working on insurance prob- 
lems. I am also told that the Inter- 
state Commerce Commission has an 
expert insurance staff which has 
developed an astonishing knowledge 
of what goes on at the state level. 
Fortunately, they haven't gotten to 
casualty insurance rate-making yet. 
And they won't have any excuse to 
do so as long as the states operate 
within the spirit of the McCarran 
\ct,” continued Mr. Mason. 
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plug it in anywhere! 


Copy any hing. 


_ 


LETTERS, INVOICES . 
RECEIPTS, CHARTS, BLUE PRINTS 
BIDS, PHOTOGRAPHS 


REPORTS, QUOTATIONS, ETC. 





THE NEW ALL-ELECTRIC GOLDEN 


APE , . 
arsco f+ 


Instant photocopies of anything written, 
printed, typed, drawn or photographed— 
right in your own office 

So fast ...so convenient...so easy! Exclu- 

sive ‘Magic Touch’’ dial control assures per- 

fect black-on-white copies of anything every 

time. Clear sharp copies from any original up 

to 15" wide, any length or color on opaque o1 

transparent paper—printed on one or both 

sides. Made of stainless steel, it is handsome, 

compact, and light weight. Offers hundreds arles nes ¢ ss : JUST TURN THE DIAL 
of time and money saving uses for every busi- : 


ness at a price well within the budget of even It automatically makes all 
the smallest firm. 





adjustments to copy anything 


Have you read this 


ae American Photocopy Equipment Co. BIN 57 
New eset aas82==68. 1920 W. Peterson Ave., Chicago 26, IIl. 


€ ———_ LY ay Rush me, without obligation, your new free book on the improved all-electric 
ree ; oe eeaee. Apeco Dial-A-Matic Auto-Stat. I understand this book explains office 
Book? Waa 4 oe ae photocopying applications in detail and shows how my business can greatly 
aah. tye ~aee= benefit by the use of this modern copy-maker. 
For your free book gues aah sae" Company __ Type of Bus. 
tear off and mail this + 
Air Mail Postage Paid p 


reply card today. et t Ls —_ ; a 


City Zone_ State_ 


American Photocopy Equipment Co. Individual Siam —Title— 


1920 W. Peterson Ave., Chicago 26, Ill. In Canada: Apeco of Canada, Ltd. 134 Park Lawn Rd., Toronto, Ont. 








the all-purpose 
copy-maker 


DIAL-A-MATIC 


Find out how you can save time and money by speed- 
ing production . . . by cutting costly office paper work 
. . . by expediting shipping and receiving—plus 
hundreds of other ways of increasing the efficiency 


of your business with Apeco Auto-Stat copying. ‘It's 
all in this new free book. Send for your copy today. 





Have you read this 
NEW FREE BOOK? 


16 full color pages to tell 
you how you can use the 
Apeco Dial-A-Matic Auto-Stat 


in your business. 








we try ape 








First Class Permit 
No 26670 
Sec 49P. L&R) 
Chicago 26, III 














GET YOUR FREE BOOK 


S¢ postage will be paid by— 
AMERICAN PHOTOCOPY EQUIPMENT CO. ‘ ‘ ‘ 
Mail this Postage Paid 


1920 W. Peterson Ave. 
easiness Air Mail Reply Card Today! 
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MODERN AIDS 


office efficiency 


DUAL SELECTOR 


rn 


Designed by American Automatic Type- 
Company to handle a large volume 
personalized repetitive correspondence, 
the new Dual Selector Auto-typist may be 
used with any standard electric typewriter, 
operating at speeds up to one hundred fifty 
words a minute, without error. It accom- 
modates two record rolls, with a _ total 
capacity of five hundred typewritten lines 
in the form of lividual 
separate complete 


paragraphs or 
The dual push- 
button selector will carry one hundred or 
more different paragr from which any 
combination of paragraphs can be auto- 
matically selected and typed and there 
are automatic for the manual fill-in 


1Dh 
iphs 


‘stops’ 
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Dual Selector 
Loose-Leaf Plastic Binding 
Photocopy Duplicator 
Modern Chairs 

Firm Name 

Attention of 

Position 

Firm Address 

City 











a4 


of personalized data. A complete, stream- 
lined desk unit of smart appearance, en- 
gineered for maximum operator comfort 
and efficiency, the dual-selector features 
economy, errorless typing, and complete 
personalized letters that have the appear- 
ance of being individually typed and per- 
sonally dictated. The machine measures 
96” wide, 30” deep, and 35” high, and can 
be operated by one person. 


LOOSE-LEAF PLASTIC BINDING 


A loose-leaf arrangement combining the 
quick insertion and removal of pages with 
the advantages—attractive appearance, 
dramatic color effects, “lay-flat’’ opening 
feature—of plastic binding, has been per- 
fected by General Binding Corporation. Its 
central feature is a unique plastic back 
that slides off a specially molded track 
instantly opening the rings of the plastic 
binding. Only one small piece of equip- 
ment is required to prepare the material 
to be bound with the correct punch pattern. 
The binding element is then _ inserted 
through the punched holes and the plastic 
back slips into place, automatically locking 
the binding. Pages can be removed or 
added without the use of special equip- 
ment. At present, two sizes—%e” and 12” 

and five colors—red, black, blue, white 
and green—are available. 


PHOTOCOPY DUPLICATOR 


A new photocopy duplicator by A. B. 
Dick Company will produce a sharp black 
on white of any original material, includ- 
ing that which is printed on both sides of 
the page. Copies are produced on a non- 
wrinkling paper which handles easily and 
is suitable for filing. An important ad- 


vantage claimed is the ability to handle 
bound volumes and all types of originals; 
obtaining page copy without removal from 
the book. The unit accommodates an alum- 
inum transfer offset plate which can be 
combined with the photocopying process. 
Automatic filling and draining of the de- 
veloper trough, by raising or lowering the 
fluid bottle, assures maximum life of de- 
veloper solution. Maximum copy area is 
9” »% 14” and original material up to 
10” « 1542” can be put in the exposure 
section. Developed copies are received 
and suspended by support guides on top. 
The machine can be used in strong room 
light and is equipped with an automatic 
timer. 





MODERN CHAIRS 


Rugged steel chairs, by Cramer Posture 
Chair Company, are made in generous pro- 
portions and are completely foam cush- 
ioned for comfortable support. Available 
in a wide color choice of rich frieze or 
leather-like U.S. Naugahyde upholstery, all 
covers are easy to remove and replace. 
Side chairs are well braced, have tapered 
front legs and foam latex cushioning on 
the 20” 1812” seat. The back rest is 
shaped and cushioned with foam. Plastic 
arm rests are standard on the arm chairs 
but padded and upholstered arm rests may 
also be ordered. Matching swivel chairs 
are identical except for a massive steel 
base, which is sound-deadened and fitted 
with bumpers, stainless steel scuff plates 
and soft-tread ball-bearing casters. Seat 
height is adjustable from 1742” to 21” 
high. 
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Is this how they act on your form letters? 


Give them the “Hand Typed” look 
that makes them look important! 


Why send out form letters that look like handbills? 
Robotyper will give them all the warmth and appeal of 
a personally dictated letter 
a page! 


. . for as little as a penny 


And it’s astoundingly fast! Robotyper works some- 
thing like a player piano . . . except it operates an elec- 
tric typewriter. It automatically turns out 4 to 16 times 
more typing than any human can! 


Want to personalize your letters? Robotyper stops at 
any selected point. Lets you type in dates, names or 


QYAL 


ROBOTY PERS 


Products of Royal McBee Corporation, 


world’s largest manufacturer of typewriters 


figures. If one Robotyper isn’t enough, you can hook up 
two, three, or even four together. One typist can easily 
operate them all. 

Robotyper can also be used to compose and type 
routine business letters. Simply make up a list of stan- 
dard paragraphs covering most usual situations. Check 
off the proper paragraphs for any given letter. Robo- 
typer does the rest. 

And it’s all so easy! Any typist who can push a button 
can operate a Robotyper. It takes only minutes a day 
from her regular work. 

If you send out form letters, reports or bulletins, you 


should learn how Robotyper can improve their looks, 
and save money doing it. 


send for free booklet 


. Royal Typewriter Company 
Westchester Avenue, Portchester, N. Y. 


Please send me 6-page booklet on how Robo- 
typer can multiply our typing production. 


Name 
Company 
Street 


City State 





rolael¥late. 


GUY FERGASON 





Communications—Up! Down! and Sideways! 


OMMUNICATIONS, being defined 

here as the interchange of infor- 
mation and the irtation of data. 
must flow up to management, down 
to the employees, and horizontally 
between the various personnel in 
Each 


must be 


each level of t] nization. 
of these patl ir circuits 


. f : 
open and perating ( ’rdinarily, 
management has little difficulty in 

| 


wecti 


issuing its du ons and it (man- 


agement) has 1 ny means of pass 


ing intormation into the or 


ganization Che question in 


down 
down 
ward communications 1s not “how it 


is passed,” but ‘“‘what is passed.” In 


Tt communica- 
the 


this area, the product ¢ 
tions is more important than 
means. 

Communications upward a more 
difficult matter 


agement is 


man- 
and 
TS 1 \') 
isolated.’ Communications between 
departments, executives 
(horizontal ) 


and between person: 


is a matter of sy infor 
mational reporting 
part 


inseparable 


Means of Communications 


There are which 


information and data can 


many ays in 
be passed 


al to infor 


tions from 
yvees from 
management 

b. Written 

c. Notices on bulletin 


d. Meetings in which oral 


be yal ds 
com- 
used ( 


meetings 


munications are 
or individual 


group 


e. Manuals of instructions. 

i. Company magazines, 

g. Gosstp in which secretaries 
pass along the information. 

h. Public 


etc. ) 


releases (newspapers, 
Upward communications to man- 
agement. 
a. Regular 
reports. 
“Letters to management. 
Outside representatives (un 
ions for example). 
Group meetings in which em- 
ployees are given permission 
of expression of views, ideas, 
cn. 
Copies of letters written to 


containing 


reports and_ special 


others but data 
which 1s of interest to manage- 
ment 

f. Personal interviews with man- 


agement. 


communications  be- 
echelons 


Horizontal 
tween various levels or 
of the organization. 

a. Office memoranda 

D: Copies of letters. 

Cc Copies of reports 
Statt meetings. 
Telephone calls and personal 
zisits in which information is 
discussed, 

f. Forms (copies of forms used 
in regular routines). 

g. Gossip and rumors among em- 
ployees. 

h. Snooping in which one person 
hears or reads matters in- 

another. 

has the problem 

regardless of 

not. 


tended for 
every office 
of communications 
whether it is recognized or 


Keeping each other informed gives 
rise toa great amount ot paper work 
which must be handled by someone. 
If dependence is placed on written 
communications, numerous file cop- 
ies of letters, reports and memo- 
randa will find their way into files 
which further complicates an_ al- 
ready serious record 
preservation, 


problem of 


Oral Method Unsatisfactory 
}f oral communications are de- 
pended upon as a means of “keeping 
abreast,’ one wil] find either a seri- 
ous time problem in individual meet- 
ings or the growth of staff meetings 
which if uncontrolled, are also time 
consuming and time wasting. 

Even the temperament factor of 
each person will be reflected, de- 
pending upon his taciturnity or Jo- 
quaciousness. Some even withhold 
data because of a false sense of self- 
protection, whereas others are re- 
luctant to discuss business matters 
which may fall within their orbit of 
control and are, therefore, presumed 
to be of little interest and certainly 
of no responsibility to others. 

The problem of communications 
is in effect a problem of human rela- 
tions. The impartation of informa- 
tion is the act of recognizing an- 
other’s importance, and is an act of 
friendship—conversely, withholding 
information is an act of ignoring an- 
other. We can even take this down 
to the family level—the husband or 
wife who does not communicate with 
the other is sowing the seeds of dis- 
cord and discontentment. 


(Continued on page 58) 
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insurance 


< 


specialists 


since 1911 








Avtomobile - Fire & Casualty - 
Inland Marine (Personal Lines) 


> _ the one-format 
for all lines 


“SHORT WRITE 
policy 


DECLARATIONS 


RECORDING & STATISTICAL CORP. 
100 Sixth Avenue, New York 13, N. Y. 
Write Dept. B for samples and quotations — no obligation 


PLANTS: 2815 N. Vermillion St., Danville, Ill., DAnville 6-6111 
55 Wm. T. Morrissey 3lvd., Boston 25, Mass., AVenue 2-8007 
Also Montreal and Toronto 

CHICAGO SALES OFFICE: 223 W. Jackson Blvd., HArrison 7-7357 
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booklets 


P270—Personnel Aids 


Tests and other materials for use in per- 
sonnel selection and training are described 
in the 1957 edition of this Industrial Cata- 
log. Personnel men will find it helpful in 
locating materials to use in selecting em- 
ployees, improving employee performance, 
and reducing turnover. Included are tests 
of intelligence, interest, and personality, as 
well as tests for measuring aptitudes and 
skills. Two helpful aids described are an 
employee inventory, a morale survey which 
gives management an objective measure of 
the feelings employees have about their 
jobs and the company they work for, and a 
performance record—a merit-rating program 
based on the "critical incident'’ method, by 
which employees are judged on the basis of 
actions which are significantly above or below 


the accepted standard of performance. 


P27|—Twelve Case Studies 


Even in a small office there is considerably 
more hand-counting and “rubber stamping’ 
of paper items that the average executive 
realizes. Whatever a particular counting or 
marking job may be, it is likely that it has 
a parallel among the twelve one-page ‘case 
studies "in this booklet. For instance, a North 
Carolina insurance company handling a size- 
able number of medical history or medical 
impairment cards each day, which are care- 
fully counted and dated as received, was 
able, by use of the method described, to 
save twenty-two man-hours and eliminate 
employee turnover due to relief of monotony. 
This is the second edition of a series of 
savings studies. 


P272—Business Show Catalog 


This comprehensive collection of leaflets 
and folders describing office equipment and 
systems shown at the 1956 National Business 
Show in New York provides specific data on 
most of the four hundred fourteen different 
product classifications displayed in the three 
hundred sixty-five exhibits. The catalog 
measures 834” by I1'/2”, is 234” thick, and 


weighs more than eleven pounds. 
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Communications—from page 56 


In solving our problems of com 
munications we must first define our 
areas of communication. These 
areas might logically be listed as 
1. Directives, policies, and instruc 
tions which have to do with business 
operations and as such, are applica 
ble to more than one or two em 
ployees. 

In other words, this refers to gen 
eral communications which could 
conceivably apply to office hours, 
lunch periods, coffee breaks, vaca 
tion policies, employee benefits, sal 
ary administration, and hundreds of 
other with the em- 
ployees’ conduct and activities. These 
policies and directives, etc., are 


items dealing 


mMan- 
agement’s effort to explain “what is 
wanted and expected” of the em 
plovees. It is a matter of clarifica 
which (1) what is 
wanted, (2) why it is wanted, and 


tion includes 
(3) results for the failure to comply. 
2. Informational data, either re 
quired for operations or requested 
for “pure information purposes.” 

depart ient, for 
informed of all 
business transactions so that records 
may be accurately maintained. This 


The accounting 
example, must be 


is usually accomplished by forms and 
methods. Reports are often used for 
informational purposes by the expe- 
diency of copies. A management de 
cision is required in this respect or 
else “reports” will be filed and main- 
tained in various offices, thereby 
compounding the storage and filing 
area problem. One company found 
that six different executives were 
maintaining duplicate files of reports 
going back over a period of over ten 
It is suggested that one hi- 
brary copy of 


vears. 
various reports be 
maintained for general information 
nurposes, in addition to the official 
file copy, and that all other copies of 
reports used as information copies 
be thrown out after thev have served 
their purpose. The period of current 
reference will probably not exceed a 
Many 
companies, large and small, use the 
central file idea (library of reports) 
so as to eliminate as far as possible 
the 
and 


savel 


period longer than one year. 


retention of duplicate reports 


data. It is a space and cost 


3. General information, usually in 
form of letters and memoranda, cop 


ies of which may be given to many 
persons, usually on an informal 
basis. 

One of the greatest cost items in 
office management is our indiscrim- 
inate use of “letter copies.”” Rather 
than define those who should receive 
copies of letters, we depend upon the 
judgment of the dictator to include 
as many as “he thinks are 
It is the natural tendency to 
file everything we receive ; hence our 


neces 
sary. 


files bulge with non-essentials. 

We have used an “office memo” 
form consisting of three copies 
original and two copies. 


one 
The form 
is a snap-out type and provides a 
limited space for the message (top 
half of form) and a space for the 
half of the 
The message, being brief, is hand- 
written rather than typed. Its 
is as follows: 


reply (bottom form ). 


use 
written on three 
snap-out form. 

2) Form is snapped, third copy be 
ing the tickler file or open file copy ; 


1) Message part 


first and second copies, still attached 
with carbon paper go to recipient. 
3) Receiver writes reply, snaps the 
form, retains a copy showing both 
the message and reply, and sends 
reply to originator, 
4) Upon receipt of reply, open file 
copy is thrown away and _ original 
circulated or 
thrown out as the occasion warrants. 
Typed (and dictated) 
are usually verbose, whereas hand- 


copy is retained or 


messages 


written memos are short and to the 
point. The original can be circulated 
for its informational value rather 
than send copies to all interested 
parties. 

Management the 
purpose as well as the area of com 
munications so that needless copies 
can be controlled. 

The experts in employee commu- 
nications tell us that the really im- 
portant not 
to communicate, but “what” to com- 
municate. 


should define 


consideration is “how” 
Earlier in this article we 
covered the various means of com- 
munication. We see no complications 
in selecting one or more of the vari- 
ous means provided that control is 
exercised in the dissemination of 
data. 

When we discuss the “what” fac- 
tor, we move into a new field of hu 
man relations. One criticism of in 


( 
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OUTGOING 


AMAZING WHAT YOU CAN DO WITH AN ORDINARY PENCIL AND A KODAK VERIFAX COPIER 


pone SANDS of busy executives are Verifax copy as your reply. (Your Free—new Don Herold booklet. 
practicing a new kind of magic secretary can make 5 of these copies Famous cartoonist-humorist’s bookl t, 
which substitutes brief pencil jot- in 1 minute for 2!2¢ each.) How I Learned the Verifax of Life 

has laughs—and work-saving tips —for 
bosses and secretaries on every page 

How to end the “quoting” habit * How 
Letters that ask questions, for ex- reports, magazine articles, and sales to keep sales leads hot - How to do 


ample, are handled by jotting an- inquiries to key men—keeps every- “all-day” retyping jobs in 20 minutes ° 
swers in the margin and mailing a one up-to-date as never before. How to make an offset master in 1 min- 


tings for pages of dictation, and 


re : , Similar jottings—and use of Veri- 
Verifax copies for pages of typing. 


fax copies —lets you speed incoming 


ute. Mail coupon today for your free 


Price quoted subject copy. Or phone nearest Verifax dealer, 
to change month on dictation and typing will listed in 
without notice. 


No doubt your savings the first 


“vellow pages” under photo- 
pay for your Verifax Copier. copying equipment. 


Verifax Copying 
DOES MORE... COSTS LESS... MISSES NOTHING 


MAIL COUPON TODAY 


EASTMAN KODAK COMPANY, Business Photo Methods Division 
343 State Street, Rochester 4, N. Y 





Gentlemen: Please send free copy of Don Herold’s 
new booklet, “How I Learned the Verifax of Life.” 


ONLY $148 .. . Kodak’s new Verifax Name —__ ——— Position 
Signet Copier makes 5 copies in 1 min- 
ute for just 242¢ each. Even one-man 
offices report saving its cost the very Street 
first month! Thousands in use. Pays to 

have one in every department. City 


Company 
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Making 


man the 


master of 


pa perwork 


Big agency or small, the daily flood of paperwork 

threatens to swamp every desk. Does your office have complete, 
accurate and up-to-date accounting control to keep 
paperwork tides within constructive channels? Many an agent 
or broker relies on his local Underwood systems man for advice 
and assistance. Perhaps he can also help you to simplify paperwork 
procedures and speed up everyday accounting operations 
with savings in time that you need for the bigger problems 

of production and profit. Call him at the Underwood Showroom 
(see Yellow Pages), or write to Underwood Corporation, 

One Park Avenue, New York 16, New York. 


Underwood” 


master-control systems 


Sundstrand and Elliott Fisher 
accounting systems for accounts receiv- 
able, accounts current, age analysis and 


production records. 





modern accounting theory, practice & procedure 
life... Casualty... Fire... Accident & Health 
INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


Time Saver 


J, R. STRICKLAND, 
Assistant Secretary and 
Controller 
Pioneer American 
Insurance Company 


RIOR TO THE INSTALLATION of 
ra. typewriter card punch, it had 
been our practice to use a system oi 
check writing consisting of a mul- 
tiple part, snap-out form of which 
the original was a check with a stub 
attached showing the distribution. 


Time Consuming 


These multiple part check forms 
were completed by a typist. One 
copy was forwarded to the ke 
punch in a daily batch accompanied 
by a control tape. Distribution 
cards were punched, listed, and 
balanced to control. To reconcile 
our bank, it was necessary to sort 
cleared checks manually, and have 
a clerk list those still outstanding. 
Although we do not issue a large 
volume of checks, the manual sort- 
ing and listing for reconciling was a 
time consuming job. 

The typewriter card punch is a 
dual purpose that types 
documents and punches cards si- 
multaneously 


machine 
allowing complete 
agreement in those two items. It is 
equipped with the automatic skip- 
ping and duplicating features sim- 
ilar to the regular key punch. The 
unit basically consists of an electric 
typewriter and a key punch. Either 
unit can be operated independently 
as well as simultaneously, 

Materials consist of a card check, 
a two part voucher, and the usual 
distribution cards. 
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The operator sets up any pro- 
gramming desired on the program 
device of the key punch. A 
check is inserted underneath 
flan of the voucher 
ually the numbers. 

the electric typewriter. The 
operator then positions a card in 


card 
the 
comparing vis 
‘his set is rolled 


into 


the key punch and types the check 


hen the check has been completed 
the set is rolled up to the stub sec 
tion of the voucher, By 
‘tt, 


depressing 
e shift key on the typewriter, in- 
‘ormation can be typed on the stub 
section of the voucher punched si- 
multaneously 


into the distribution 


cards. 
} 


When more than one distri 
ution card is required, all common 
information can be duplicated by 
depressing a key on the typewriter 
\fter the last distribution card has 
been punched, the operator makes 
a reconciliation card by duplicating 
the check number, date, 
number, and amount. If more than 
one distribution card is prepared, 


journal 


"About that mental note you told me to 
make ... I've mislaid it!" 


it Is Necessary to manually punch the 
amount, 

The distribution 
tion cards 


reconcilia 

The 
disbursement journal is listed and 
control. In the 
the check 1 


and 
has been 


and 


are balanced. cash 


balanced to 
time, 
advice 


mean 
the remittance 
mailed and the 
check cop\ filed. 


Reconciliation 


Reconciliation of 
count is 


our bank ac 
obtained by first sorting 
} — _ = af | al | . 
the card checks into check number 
order. It is then necessary to match 
the reconciliation cards which have 
been check number 
order with the cleared checks, and 
list the unmatched cards, which rep 


maintained in 


resents outstanding checks. 

The difference in the amount of 
time required for sorting checks by 
machine, matching, and listing the 
outstanding as compared with the 
manual system previously used is 
clear. 

Very little difficulty was incurred 
in the conversion to this method of 
check writing. We have found that 
a typist can operate the machine 
very efficiently after only a few 
hours instruction. 


More Than Offset 


The increased cost of materials 


and machine rental is more than off- 


set by savings in labor cost, pre- 


viously incurred in obtaining dis- 
tribution cards the 


and in process 


of reconciliation 


Reprinted from “The Interpreter” published 
by the Insurance Accounting & Statistical 


Associ 
ation. 
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Communications 


air 
and “what 
Lat phvsical 


these 


actually 

rt. What 
mis a favor 
is possible 


making 
ictually 

n they are 
xluctivity 1s 
ng factor upon 
tablished \ll 
tions or esti 
to establish 
to productiv 
the 


reases 


is worth 


pel 

nises eight 

ks about six 
fter taking two 
breaks ’’—two 
rest room of 
rations each 
its—a nose 

i few safaris 

She types 

het speed 

| sixty 

really 

ne-half hours 

ut an aver 

day—an 

per word, 

ivement good mo 


springs tron 1 generous inte! 
1 ] 


ition of rules and regulations so 


ust a “happy little 


things 


family" except that Employee “A” 
feels that she 1s nothing more than 
an emplovee because management 


evidences no interest 1n her as a hu 

1 rns about the 
‘Ompany News re 
leases 11 occasional 


polices lettet verbal di 
rectives 
\lanagement putting 


letter to the 


conditions are 


out a 
periodic emplovees, 
[kconomic cliscussed 
attention 


is paid to the employee and her opin 


office costs are exposed 


ion is asked on matters of method 


and accomplishment in which = she 


has an interest 

Phe “boss” begins to explain what 
wants it. He 
mnportance of 


I 


he wants and why he 
even explains the 
office hours so that she becomes part 
of the organization. | mplovee ud i 
is now workine about seven hours 
and fifteen minutes out of each eight 
hours and she is typing 60 words per 
minute or an average total of 26,100 
words per day—an_ increase of 
10,500 words (or 67% over her pre 
vious rate ) 

\t $75 per week ($15.00 per day ) 
her average word cost is "oo¢ per 
word (compared to Yo¢ before). 
Suppose Employee “A” expects and 
gets more money for her responsive 
action so that she now is being paid 
$100 per the word 
cost will be (based on $20 per day 
and 26,100 word production ) “oo¢ 


week average 


which is still lower than the word 
cost developed at $75 per week. forty 


words per minute, and a six and 


one-half hour production day 


[f by now you have laughed your 
self off your chair and are rolling 
around on the floor letting out wild 
whoops of murth, get up, dust oli 
your clothes, straighten vour necktic 
listen. /? 


} 


and and 

incentive 
Self 
interest” factor so that he or she 
knows if a contribution is made (11 
the form of suggestions, better appli 
cation 


is being done, 
There is no 


J ; -] 
does WOFR, 


like tapping the employee's 


and use of time use ot 
highest skill), the contribution will 
return a profit to them as well as the 
company. Why should we expect 
employees to knock themselves out 
They must see a 
both in 


and 


benefit. 
benefit, 


for our 
personal money 
and_ self respect from their efforts 
()therwise it is a game in which the 
employee does as little as possible for 
as much as they can get with man 
agement trying to get as much as 
possible for as little cost in total dol 
lars. The unit cost of writing a let 
ter, a policy, a purchase order, ete 
should be the basis of comparison 
and not the salary alone. You an‘ | 
must take a page from the factory 
and think in terms of the cost of one 
unit of work. 

Communications starts with “good 
“thanks,” “please” and 
“here is what I want and why” and 


morning,” 


runs the whole range up to and in 
cluding “who shall get copies of 
forms, statements and letters,’ and 
“what they shall do with them afte: 
they get them.” 

Communications is but the science 
of expression measured in definite 
and practical terms. 





BUSINESS MACHINES ESTIMATE 


POTENTIAL PURCHASES of — office 
equipment and supplies during 1957, 
reported by the 1956 
National Show, are con 


servatively estimated at $2,500,000, 


visitors to 


Business 


O00, according to a survey conducted 
at the New York ¢ 
the Show. Based on a sampling of 
1,030 interviews, the estimated po 
tential of $2,500,000.,000 


oliseum during 


actually 
represents only 50% of the reported 
anticipated expenditures. Individual 
estimates 
of $1,000 to 


ran from a low 
a high of $5,000,000 


company 


(reported by two companies ) 
Nearly 25°¢ of the persons inter 
viewed were interested in purchas 


ing accounting and 


bookkeeping 
machines, 


I“lectric typewriters and 
adding machines also were on list. 
The importance of the estimate 
is strengthened by the fact that 
nearly the visitors to the 
National Business Show were of the 


FO Ke Ol 


executive level with authority, or 
influence, on the purchasing activi- 
ties of their respective companies. 
\nd, 
scope, 76% of the visitors came from 
within a fiftv-mile radius of New 
York City, the headquarters for 
more million-dollar companies than 
all thirteen 


while the Show is national in 


southeastern 
the whole Pacific coast. 


states, o1 
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How This FREE Booklet Helps 
__ You Sell Mote Insurance... 





Fourth edition of famous Mosler manual is helping 
thousands of agents write more business in 1957! 


With this free booklet you can turn more prospects 
into friends and clients . . . and sell more insurance. 
You can check its 16 pages of authoritative facts 
and become an expert on safes. Then you can tell 
at a glance if a client’s safe is really safe . . . explain 
to him what the labels on it mean... tell him its 
insurance risk classification . . . advise him on his 


insurance set-up as it relates to his safe. 


Mail Coupon for your FREE copy today! 


IF IT’S MOSLER... IT'S SAFE 


*% Mosler Safe © 
Since 1848 
World’ s largest builders of safes and bank vaults... Mosler built the U. S. Gold 


Storage Vaults at Fort Knox and the famous bank vaults that withstood the 
Atomic Bomb at Hiroshima 


Chances are you can even show him how to get 
greatly broadened coverage at no increase in premium with 
a new safe. Thus you become a trusted member of 
his team... and open the door for more insurance 
business in other categories! 

In short, this illustrated booklet gives you a new 
creative-selling approach that is already paying off 
for thousands of other agents. 

The Mosler Safe Company, Dept. I1-206 


320 Fifth Avenue, New York 1, N. Y 


Please send me a free copy of the new 4th edition of your Condensed 
Insurance Manual of Safe Classifications. 


NAME, 





COMPANY 





ADDRESS, 








-—-—-—-—-—------} 


CITY ZONE___ STATE 








cordial customer convenience with — 


- by Remington Rand 


fs 


ox. 


Fa ee 
& 


: ‘ ee es i 
oe head sian 
consummate 0 tte cating tle 


Now you can gain all the advantages of combining cashiering and 
recordkeeping functions in one location, with the new specially 
designed REMINGTON RAND® Customer Service Counter. One sec- 
tional counter unit accommodates all facilities and records for 
these operations... for the larger office several units can be ioined 
together in perfect harmony. 

Designed to eliminate “standing” cashiering, the counter height 
permits the clerk to serve from a seated position facing the cus- 
tomer. Facilities for a normal cashiering operation are within arm’s 
reach. As a result customers are served more cordially, promptly 
and efficiently. 

Most important, full time point-of-use fire protection for your 
vital records is now available in desk-height, certified, insulated 
counter units. For an estimate on a Customer Service Counter 
installation tailored to your specific requirements, contact your 
local Remington Rand representative. For FREE descriptive folder 
S$C764 write today to Room 1547, 315 Fourth Ave., New York 10. 


Remington. Fland. 


DIVISION OF SPERRY RAND CORPORATION 








Note the convenient location of the typewriter pedes- 
tal in the above photo of a typical Customer Service 
Counter installation. At the right of the counter is 
the insulated unit housing both records and cash for 
a complete cashiering operation. 





The 
Coffee 


Break 


LYNE S. METCALFE 
New York City 


rRESSES AND STRAINS on insur- 
Sie office personnel has long 
been a matter for study with man 
and 
close attention of personnel people 
and medical staffs. In spite of ex- 
tensive mechanization of 


agement, has also drawn the 


office rou- 
tine such strains still prevail, their 
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2. BREWS| 
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3. RINSES CLEAN 
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effect on work production and mo- 
rale remains, and their reduction or 
elimination more and more becomes 
a major project for responsible man 
agement. 

In the insurance field as in some 
other major industries, fatigue defi 
nitely influences the work production 
rate, and in the end, is a factor in the 
ratio of return on company payroll 
outlays. 
cepted fact that mental concentration 
over period of time demands a break 
or temporary relief in some form or 


It has come to be an ac 


other if the long-range aspects of 
work production are to be con 
sidered. 

Some answers have been found, 
first, in the and 
; ¢ facilitie idelv rided. < | 
tional facilities widely provided, anc 
now in the 


beginning as a more or less employee 


restroom recrea 


“coffee break’? which, 
originated habit, has become today 
an employer sponsored routine of 
mutual benefit to 
ployer alike. 


worker and em 
In fact, surveys have shown that 
over 40-million 
in business and industry are 

allowed the 
ployers—which is 73% of all 
It was also found that 24 
h 


\merican workers 
now 
coffee-break by em- 
workers. 


million of the workers extended t 


1s 
é ei 

option take advantage of it and these 
workers consume 30-million cups ot 


coffee per working day. 





1. How often, and at what times, 
shall coffee breaks be allowed? 

(It was found that 23% firms allow 
the morning break only, 11% morning 
and afternoon, 9% afternoon only) 

2. How long shall the break last? 
(Average is ten minutes) 

3. Shall my workers be permitted 

to seek coffee off my property, shall 
they brew it themselves or shall | set 
up a coffee service myself and if so, 
what is the best and most economical 
method? 
(It was found that the best results 
were had by making coffee available 
on the property. Otherwise the em- 
ploye figures that he or she is entitled 
to 10 minutes for coffee break plus 
traveling time. Savings on this “time” 
usually meets the cost of coffee serv- 
ice. Company owned brewing equip- 
ment is most economical because it 
can be charged off as a business ex- 
pense.) 











While at first management looked 
askance at this spreading custom, 
thousands of organizations now en- 
courage, and, in fact, promote the 
coffee break as an established feature 
of routine 

It 1S a 
\merican 


fact that the 
the world’s 
ereatest coffee consumers, and that 


well-known 


people are 


\mericans demand coffee quality as 
our public eating places of all types 


have 


found 


out 

For years, the coffee industry has 
sought to improve the quality of the 
beverage, to simplify its brewing, 


ntir Ae 
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Save 60% 
in floor space 

with 
DI/E| L|U|X 














E 





VERTI-FILE 


Whe msdiu way W file 








With Deluxe Steel Verti-File you 
not only save floor space, but your 
cost per filing inch will be one-third 
the cost of conventional drawer files. 


YOU'LL LIKE ALL THESE OUTSTANDING 

VERTI-FILE FEATURES: 

e Less file clerks required—faster fil- 
ing, less walking time, no drawers 
to open and close 

e Unlimited visibility 

e Reduces employee fatigue 

o Inc reases filing accuracy 

e Safer—no tripping over pulled-out 
drawers, no falling over step stools 

e Bottom shelf, 6” off floor, protects 
folios from wet mopping 

Adopted and approved by the Office 

Management Committee on Cost 

Reduction and Efficiency 


Call your Deluxe dealer 
or write for new brochure 


DIE) L|U/XIE 


DELUXE METAL FURNITURE CO., Warren, Pa. 
A DIVISION OF THE ROYAL METAL MFG, CO, 

















Coffee Break—Continued 
and more important still, to control 
its production. 

Naturally, variations in the quan- 
tity of cotfee dispensed in any given 
place complicates the matter of brew- 
ing and of quality control, and often 
brewing considered too 
Ce mplicated for the inexpert. Today, 
fully automatic brewing meets this 
difficulty and brings “push-button” 
the the 


has been 


brewing to service of dis- 
enser in every catagory. 

These advanced methods make all 
phases of coffee-making automatic 
without waste, without dumping of 
quantities, of bitterness by over- 
brewing, and by giving portion con- 
trol—(only coffee needed when and 


as it is needed). 


Features of Method 
The automatic method (a) meas- 
ures the (b) 
delivers the necessary water at the 
proper temperatures and (c) cleans 


coffee measures and 


out the coffee grounds with water 
unaided by hands. 

After all, 
steps in 


these are the primary 
service but 
where manual operation rather than 
automatic methods are used there 


steps 


good coffee 


often are these 
which affect the quality, cause waste, 
and demand costly kitchen labor. In 


a nutshell: by this automatic system 


variations in 


a half gallon of coffee can be brewed 

from start to finish—in three min- 
utes or ten gallons in an hour. It 1s 
pointed out that any one can push 
the button to start and complete this 
three-step cycle which produces an 
almost in- 


exact amount of coffee 


stantly. 


Results in Savings 


The automatic method also 
the one pound or five pound bags 


which 


uses 


results in 
claimed—of 2¢ per pound as well 
as eliminating guess-work in meas- 
uring which is always a factor in 
waste in some coffee brewing opera- 
tions. This is also said to reduce the 
rate of coffee theft possible with the 
use of small packages. 

In designing the automatic units 
the matter of space has been given 
careful consideration in these times 
when space is a dominant factor in 
any form of public service operation. 


It can be operated on any type of 


savings—it 1s 





NEW SORT OF SORTER 


A new ball-bearing collator-sorter, 
the Col-A-Tron, minimizes the work 
of gathering sheets for manuals, cata- 
logues, etc. The device is useful also 
as a large-capacity, multiple subdivi- 
sion sorter and handles sheets up to 
9” x 14”. With the unit assembled 
in lazy-susan position, the with- 
drawal of a sheet is sufficient to turn 
the collator to the next station. It is 
by Associated Industrial 
Designers so that it can be lifted off 
for straight-line work or for nesting 
in storage. 


designed 





table or counter. Brewing proce- 
dures are well enclosed to eliminate 
any danger from personal contact 
with hot water or hot grounds. 

In other words, what the coffee 
dispenser in any class today seeks is 
control of the factors which govern 
successful coffee dispensing—some- 
thing which has sometimes proved to 
be most difficult in the past. The use 
of special decanters also widens the 
area of coffee service by this method. 

Said Jon Zitz, of The Hill-Shaw 
Company, whose organization was 
instrumental in developing this auto- 
matic system, to this writer: 

“Tn designing this system of coffee 
brewing, our specialists had in mind 
both the needs of the public eating 
place, and the growing field of coffee 
service to employe in business and 
industry. The needs of both groups 
were given first consideration, 

“The development of improved cof- 
fee brewing techniques and_ aids 
has been inevitable and long com- 
prised one of the real problems in 
American food service. This was 
partly due to the ever-growing de- 


mand for coffee, its mass dispensa- 
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tion under our American food 
service industries, and the ever-in- 
creasing ‘coffee consciousness’ of the 
general public. 

“In the case of the public food sery 
ice man, it may be said that the 


| 


e ° . | 
urgency of these improvements in 


coffee brewing have been largely 
brought about by employers being 
unable to draw sufficient personnel, 
squeezed by ever-rising labor costs, 
where automation has solved so 
many other problems in the kitchen 
and pantry. 

“The constant worry of the conscien 
tious food service man is mainte 
nance of the quality of his coffee at 
all times with minimum waste, and 
with production fast, yet economical. 
“In the case of the ‘coffee-break’ 
field, personnel authorities have sat- 
isfied themselves of the over-all bene 
fits gained for employers by paid 
cotfee breaks and upon this obliga 


tion to serve quality is decided | 


whether the employee will remain on 


the property or go off seeking a bet 


ter cup of the beverage with resultant | 


time losses. Perhaps in this field the 
modern automatic way of serving 
coffee has found one of its chief 
fields of service.” 


Perhaps in no field of human ac 


tivity or in the meeting of regular | 


human needs has automation pro 
ceeded farther than in the processing 
of foods andl beverages. 

This is undoubtedly due to the 
mass-production methods which are 
vitally needed to pro ide the increas 
ing millions with their food and 
drink. It is an outstanding fact that 
the food industry has kept pace with 
these ever-growing needs—for quan 
tity and quality service—as perhaps 
few other industries have succeeded 
in doing. 

Yet, to merely achieve speed in 
preparation and processing in the 


held of beverage and food service | 


has not been enough ; along with this 
speed and efhciency there has been 
recognized the need for maintaining 


quality—especially in a field where 
individual taste varies so much | 


among people as in the case of coffee. 


It is a fact that the public recogni 
tion of what is good coffee and what 
is not has become constantly more 


acute over the years, and the dis- | 


penser, no matter in which category 


he may operate, public eating place, | 


office or factory, has this very much 
in mind today. 








BETTER 


aN ed 


Yes, "BETTER PAPERS ARE 
MADE WITH COTTON FIBER" 
And WESTON BOND proves it 


Because it is made better with cotton fiber, WESTON 
BOND has all the beauty of finish, all the impressive- 
ness and character you look for in a letterhead paper. 
Against the sparkling brightness and uniform texture 
of WESTON BOND, typing looks neater, cleaner... 
letters look more inviting, easier to read. See for your- 
self the difference cotton fiber can make. Ask your 
printer to use WESTON BOND on your next lot of 
letterheads. 

WESTON BOND is available through your favorite 
printer in white, colors, white opaque, white litho 
finish and envelopes to match with instant sealing flap 
gum. Write for a sample book. Address Dept. BE. 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


ESTON BON 


Cotton Fiber Quality Letterhead Paper 





N. M. BELL, 
General Training Manager, 
Hardware Mutuals 


NCE UPON A TIME there was a 
girl named Ruth. She had just 
graduated from High School and 


had accepted a position with an in- 
surance compan 


Uncertain 
Ruth's grades at school had been 
fair, 


: 1 
siderable 


shown con- 

When she 
the personnel 
and her su- 
Both 
were particul rly friendly and al- 
though Rut) exactly sure 
just what her job was to be, she felt 
that if Mr. Pilsin thought 
qualified, and 11 


only 
skill in typin: 
] } } 

was employed, she met 
manager, a 


pervisi r-to-] Martin 


she were 
race would help 
] ] » ) ? } 


would 


eSt to learn. 
ing when Ruth 


for work for the 


her, she 

n Monday mot 
repo! ted 
Mr. Pilsin spent an hour giving her 
a talk about ce 1 Ruth 
was compatly 
would be a good which to 
work. Then Mt n took her to 


first time, 


, 
policy. 


convinced that the 
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\ 


0 


training 


clerical employees 


the policywriting department and 
left her with Grace Martin. 

Since it was Monday morning, 
Grace had lots of work on her desk 
attention. She 
told Ruth that if she were to know 
how to do her job she should first 
understand the operations of the de- 
partment. After a brief lecture upon 
the need for fast, accurate work, 
Grace took Ruth to the forms assem- 
bly clerk’s desk so that Ruth might 
see how the forms needed in policy- 
writing were selected, 

Left the Ruth was 
fascinated by the great variety of 
forms and gadgets at the assembly 
desk, and especially by the perfume 
the forms assembly clerk was using. 

Promptly in an hour, Grace re 
turned and took Ruth to the billing 
machine in order to see at first hand 
how this operation was done. Grace 
explained that the experience would 
broaden Ruth’s general knowledge. 
As soon as Grace had left them, 
Ruth noticed that her presence made 
the billing machine girl very nerv- 
After and 
throwing away a half dozen com- 
plete fanfolds of invoices, the opera- 
tor explained to Ruth that complete 
accuracy was required on this job. 
After this, Ruth acted disinterested 
and looked away so as not to rattle 
the operator until Grace came for 
her again. 

Grace took Ruth next to the desk 
of the calculating machine operator. 


This individual was very talkative. 


needing immediate 


with clerk, 


ous. making mistakes 


Words flowed out as rapidly as her 
fingers worked the keyboard. She 
explained her 
along, something like this: 

“These are correction notices [ am 
working on now. They come from 
underwriter number three. 


work as she went 


He isa 
jerk. First [ clear the machine like 
this, then I push the red button, add 
these four figures, calculate the divi- 
dend if there is any, push the bar, and 
come out with $96.73 which 1 write 


here in some cases.” 


More Pay 


Ruth was very much impressed 
by the operator’s skill and hoped 
that some day she might become a 
calculating machine operator—espe- 
cially since the girl said that it paid 
much more than typing policies. 

That afternoon Grace explained to 
Ruth that it was company practice 
to train new girls on the job. She 
said she was going to place Ruth 
with Anne, who was the best typist 
in the department. By watching her, 
Ruth would have every opportunity 
of becoming a good typist of policies 
herself. 

When was established at 
Anne’s desk, Ruth took an immedi- 
ate liking to her. From the way she 
went at her work, Ruth could easily 


she 


see why she had such a good reputa- 
tion with After 
Ruth had pulled up a chair where 
she could see everything that Anne 


her supervisor. 


Continued on page 74) 
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"| JOSEPH I. HOCH, 
_ Secretary- 
Treasurer, 
Harrington- 


Hoch, Inc. 


FAST, ACCURATE POSTING and proof are two valuable assets of this National ‘Class 31’ Accounting Machine. 


“Our Salionad System 
saves us*o,000 a year... 


pays for itself every 12 months!” 


“Mechanized bookkeeping with a Na- 
tional System has proved by far the 
most effective single way of cutting 
our agency operating costs,” writes 
Joseph I. Hoch, Secretary-Treasurer 
of Harrington-Hoch, Ine. “Thanks to 
its greater speed and efficiency, our 
National System saves us at least 
$5,000 a year and pays for itself 
every 12 months! 

“Our National ‘Class 31’ simul- 
taneously posts the customer’s ac- 
count, account current, policy reg- 
ister, and salesman’s commission 
statement—all done in less time than 
it takes to do any one by hand. Fur- 


thermore, it handles all our general 
ledger posting and keeps our records 
up-to-date and in proof at all times. 
This means smoother operation and 
better information at lower operating 
costs. 

“Our National System also pro- 
vides us with totals for the number 
of new policies and policy renewals 
plus the total amounts in dollars. The 
fine control over our business and the 
substantial time- and money-savings 
leave no doubt in our minds that a 
National System is an excellent in- 
vestment for any insurance agency!” 

A modern National System can 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, onio 


989 OFFICES IN 94 COUNTRIES 


—Harrington-Hoch, Inc. 
Richmond, Indiana 


improve efficiency and cut operating 
costs in your agency, too. Nationals 
soon pay for themselves in savings, 
then continue returning these savings 
as extra yearly profit. For full details, 
call your nearby National representa- 
tive today. He’s listed in the yellow 
pages of your phone book. 


* TRADE MARK REG. U.S. PAT. OFF 
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EW UNISTORALL 





























€4 INCREASED STORAGE CAPACITY 


The new model is 48 inches long and offers 63 arrange- 
ments for best-in-storage of all-size control panel, work- 
in-process. cards. forms or any department operating 
supplies. 

All this. plus the quality features always available in 
Wright Line UNISTORALLS — Roll-Wright covers. 
stainless-steel on wear surfaces. wear-well finish, lam- 
inated plastic tops and modern, matching design to 
dress-up any department. 


Operating supplies right at the machine where you 
want them, large working area on top. convenient check- 
ing desk and wide, uncluttered aisles shown in the 
photograph show you what UNISTORALL can do for 
your department. 


Ask your Wright Line branch office today about the 
new UNISTORALL “48” models and free floor plan- 
ning service offered only by The Wright Line! 

Investigate today, by calling your local Wright Line 
branch office, or write for further information to Dept. H. 


; 


a ue Wright in: /NC. 


Originators and manufacturers of punched card 
and tape filing, handling and storage equipment, 


160 Gold Star Boulevard 
Worcester 6, Massachusetts 





FILE POCKET 


THE ANNOYING loose 
papers falling out of hanging file 
folders is 


PROBLEM of 


solved 
by The Daco Card & Index Com- 
pany. The Duofold “Plas-Tab’’ 
hanging file pocket has expanding 
side and bottom gussets which keep 


said to have been 


a large number of loose papers in 
place and protect them from loss and 
damage. An additional feature is the 
patented heavyweight plastic tab for 
which all standard plain and printed 
inserts are available. Since the metal 
rods slide through the tab, it be- 
comes an integral part of the file 
pocket and can be easily removed or 
adjusted. 

The pockets are available in both 
letter and legal sizes to fit all hang- 
ing files. 


PUNCHED CARD ANNUAL 


THE LATEST ISSUE, VOLUME FIVE, of 
The Punched Card Annual of ma 
chine accounting and data process- 
ing, 1s divided into two sections 
management and applications. Four 
volumes were previously published, 
all of which provice a wide variety of 
material on accounting reports and 
statistical data concerning sales, pro- 
duction, inventory, personnel and 
other operations. Each volume con- 
tains more than two hundred pages 
and the five are completely cross- 
indexed and include more than five 
hundred articles. 

The annual is published by The 
Punched Card, 836 Maccabees 
Building, Detroit 2, Michigan. 
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LARGEST COMPUTING 
SYSTEM 


THE INSTALLATION of what will be 
the largest electronic 
system in the world when com- 
pleted, has been announced by the 


computing 


Travelers Insurance ompanies 
Scheduled for completion by early 
next year, this will be the first in- 
stallation of a Bizmac business sys 
tem, which was developed by the 
Radio Corporation of America, by 
an insurance company and only the 
third such installation anywhere. 
The first system was purchased by 
the U. 5. Army and the second by 
a large mid-west department store. 

The Bizmac can add, 
subtract, or compare 2,000 five-digit 

] 


machine 


4 


numbers, and perform 200 five-digit 
multiplications in one second. <A 
total of 10,000 digits can be fed into 
the computer One 


10% inch reel magnetic tape holds 


I 
sect md 


every 


the equivalent of 25,000 punched 
cards. 

The company has stated, 
various officials : 
“The advent of 


through 


a full scale automa- 
tion program for The Travelers re- 
flects our the 
tronics age ond our realization that 
the scope of our operations demands 
greater technological efficiency. 

If we are to make full use of the vast 


commitment to elec- 


body of statistical information at our 
disposal we must be able to assemble 
it, digest it, code it and store it 
Only a modern big computer can do 
this job adequately. 

“In a_ sense, 
beginning of a 


marks the 
We will 
have to adjust to it gradually to 
avoid confusion or disruption of our 


Bizmac 
new eTa., 


operations. But it is only 
ning. 

“No take the 
place of the people who give an or- 
ganization 


a begin 


machine can ever 


its character, its power 
to succeed, and its vision to create. 
[Furthermore] “We will actively 
solicit our employees who are in 
terested and qualified to fill the many 
new positions which Bizmac will re- 
quire. 

“ae decided where 
the installation of the Bizmac system 
will be made, but it is expected to 
require between 25,000 and 30,000 
square feet of The system 
will immediately be put to work on 
life and accident 


has not been 


space. 


premium notice 


writing and will rapidly be adapted 
to a multitude of projects relating 
to all lines of insurance.” 

The companies will begin using 
Bizmac installation is 
made at the Hartford office, starting 
in late summer at RCA’s 
plant where computations will be 
made involving grouy 


tics. 


even before 


Camden 


claim statis 


PAPER DISPENSER 


AN ELECTRIC, AUTOMATIC paper dis- 
penser to be used in connection with 
photocopy being pet 

fected by The American Photocopy 
é Company. Called the 
\peco Eject O-Matic, it protects 
photocopy paper from light exposure 
and automatically ejects 


of paper at a time witl 


machines is 


Equipment 


one sheet 
just a touch 
of the ejector bar. When two differ 

ent sizes are in constant use, the dis 

penser is engineered so the units can 
be stacked one on top of the other. 
Features claimed are an easy loading 
principle, simple adjustments to hold 
one hundred sheets of any one of six 
standard paper sizes from 5%” x 
814" to 8%" x 14”, and speed, quiet 
and efficiency of operation. It op 
erates on 110 volt AC, is 
1014" 


16” long x 


wide x 3” high, is easily port- 
able and is handsomely styled in high 
impact polystyrene. 


DATICS 


THE DATICS CORPORATION has been 
organized to offer services connected 
data 
processing, data reduction, consult 
ing, and research and development 
in related The 
located in the Rowan Building at 
6000 Camp Bowie Boulevard, Fort 
Worth, Texas, has placed its per- 
sonnel and equipment at the disposal 
of science and industry on a contract 
basis to solve a wide variety of prob- 
lems. 


with large-scale computing, 


areas. company, 
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New 4-second copy maker 
simplifies insurance paperwork 























New, low-cost machine copies claims, 
contracts, reports, etc....gives you 
on-the-spot copies when you need them. 


Modern simplicity and efficiency come to office copying 
with this brand new THERMO-FAX “‘Secretary”’ Copying 
Machine. All you do is place the written, typed, printed or 
drawn material you need copied on any of the five color- 
coded papers and feed both into the machine. And, 4 fast 
seconds later, out comes the original 

and a crisp, correct copy. No proof- 

reading. No smears. No wet spots. 

This new machine is fully All-Electric 

costs only $299*. Its exclu- 

sive dry process copying method elimi- 

nates chemicals and special installa- 

tions. For full details on the fastest, 

lowest cost way to simplify paperwork 

in your office, send the coupon below. 


*Suggested retail price 


4 Thermo-Fax 


COPYING PRODUCTS 


The terms THERMO-FAX and SECRETARY are trademarks of 
Minnesota Mining & Mfg. Co., St. Paul 6, Minn. Gen. Export: 99 Park 
New York 16, N.Y. In Canada: P.O. Box 757, London, Ont 


Minnesota Mining & Manufacturing Company 
Dept. KS-57, St. Paul 6, Minnesota 

Send full details on the time-saving new THERMO-FAX 
"Secretary" Copying Machine. 

Name__ 


Company 
Address 





UNDERQUALIFIED SUPERVISORS 


A TOPIC OF INCREASING importance in personnel is the 
training and development of supervisors, reports Indus 
trial Psychology, Inc., national psychological research 
organization. The investment itself in supervisor train- 
ing is a good-sized one, but training of the wrong man 
can reach phenomenal cost figures for a company. 

Take the case of Henry Gray—age 50; education 
B.A. in liberal arts; marital status—married with three 
dependents ; work history—twenty-two years, with six 
companies, and job background in general office, sales, 
and office supervision. He is applying for a position as 
office supervisor. In the interview, Mr. Gray showed 
a good appearance, and satisfactory maturity and sta- 
bility. He was quite fluent, but not too “quick” in his 
thinking. His reference checks were satisfactory, but 
not outstanding. 

He was given tests on aptitude and intelligence fac- 
tors. Though he has had eight years experience as an 
office supervisor, Mr. Gray’s aptitudes show some 
definite weaknesses. He is quite strong on the contact 
aptitudes (fluency and memory), and his strength in 
this sales-contact area is backed up by his scores on a 
personality test. He is below-average (in the lower 
quarter of the total employed population) in the paper- 
work aptitudes (systems and perception). His business 
comprehension is only at the 4 level, and a 6 score is the 
supervisor requirement. His judgment and organiza- 
tion scores are at the 2 level (in the lower 10% of the 
employed population), and these are pronounced weak- 
nesses tor supervision. 

On his overall aptitude pattern, Henry Gray is a 
UO (underqualified) risk, even with his high scores on 
the contact aptitudes. For such supervisor assignments 
as department organization, planning, decision-making, 
business management, adaptability, and even necessary 
paperwork, Mr. Gray just lacks the basic brainpower to 
carry out such duties efficiently. His employee relations 
would be good as far as the ability to get along with 
others was concerned ; but for such factors as employee 
development, leadership, training, executive teamwork, 
he would be questionable. One of his greatest problems 
in employee relations would be that a good proportion 
of his workers would be brighter than he, and this can 
create a very serious morale problem in the employee 
group. Mr. Gray hides his lack of ability behind a fluent 
tongue and a good rote memory, which gives a flow of 
words but with little judgment or organization of ideas 
to back them up. In light of his aptitude weaknesses, 
Henry Gray is a decided risk for the position, 

What about hiring Mr. Gray and tailoring a training 
program for him to correct these aptitude weaknesses ? 
Training is not going to improve Mr. Gray's aptitude 
level. The aptitudes mature at the age of 20, and prac- 
tically no change occurs after that. 

What can be done about Henry Gray in terms of his 
proper placement in a_ job assignment ? Caray's test 
scores point to the sales-contact area as his field of 
psychological strength. He has the desirable pattern for 
a fairly routine and repetitive sales job, where demands 
will not be placed on his intellectual capacities, and where 
his fluent memory, and extroverted personality will 
stand him in good stead. 
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pene! Why the American Express Company uses 


res “the desk pen you fill just twice a year” 
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Always ready to write — The Esterbrook “444” never 32 points— Only Esterbrook offers a complete choice 
runs dry because the spill-proof base holds 40 times more of points for every writing job. Travel and Travelers 
ink than any desk fountain pen. ..a six months’ supply. Cheque customers in American Express offices around 
And the capillary point fills instantly every time you the world use Esterbrook ‘*444”’ sets—precision-made to 
return it to socket . . . writes 500 words at a dip. write easily, neatly, with almost no pressure. 


The 


Osterbrook 


"444" 


Easy point replacement— At American Express 
every ‘‘444”’ set stays in constant working order. If a point 
is damaged, it can be replaced in a second for 60¢.* The 
pen is as good as new again. All in all, the “444” is 
the world’s most economical, nuisance-free desk set. 


Choose the right point for every 
writing job— from Esterbrook’s 32 


“list price 





Clerical Employees 


oA 
Antrie¢ 


working on 1S a W ens 


How 
Com 
loca 


ion found 


pensation | first e out a 
tion card from the informat 
on the file 
from this 


long combi use only 


Next | 


ts asked fo1 
ot this file 
any kind 

‘ 1 
( ok and look 
you have 


1 


S} 
i 


< them as 


have any 


tions there was a glossary avail 


>! 


too, to help Ruth understand 
the technical 


able, 
So Grace 
assigned Ruth the chapter in the 
manual on policywriting 
it carefully three times. 
Chat night Ruth told het 


terms used. 
Ruth read 


mother 
that she was not sure that the insur 
ance job was what she was cut out 
for. She said that she had tried, but 
somehow she had not learned very 
much about her job. 

By Thursday afternoon, Anne de 
cided that Ruth had picked up 
enough knowledge to be allowed to 
the machine herself. Cer- 
tainly Ruth had watched her long 
enough. 


operate 


She told Ruth that the ma 
chine worked just liked the type- 
writer at Ruth sat 
down at the machine while Anne 


selected a 


high school. 
her 
stack of work for Ruth to copy. The 
first Ruth hit a number 1 by 
using the small “I” it came out a cap- 
ital “L.”” Anne immediately 
told her that because the machine 
only the 
numeral | was up next to the nu 
meral 2 in the top row of keys. Ruth 


had some additional trouble with this 


simple policy from 


time 
then 
wrote in 


capital letters, 





mail operation! This 
double-deck pol- 
ished aluminum mail 


cart 


your mail depart- 


difference in the machine for a while, 
but by and by she became used to it 
and didn't spoil so many forms. 

Friday morning Ruth went 
Mr. Pilsin and told him that 
didn’t think she was cut out to be a 
policy typist. Mr. Pilsin was a good 


to 
she 


counselor, however, and soon had 
Ruth feeling better about the situa- 
tion and back training with Anne. 
Then he called Grace in and at- 
tempted to find out what had gone 
wrong. 


Inefficient Training 


\fter some discussion he con 
cluded that the training had not been 
efficient and had lasted too long. He 
that if the 
learned, the instructor hadn’t taught. 
That decided that 
it was time she took over herself. 
With grim determination she placed 
Ruth at the typewriter and went 
down 


said student hadn’t 


afternoon Grace 


a four-step method she had 


found listed in a book in the library. 
Ruth did not report for work 


\londay morning. 
While this situation doesn’t neces 


sarily exist in any company, the 





let Altec 


underwrite 
your employee morale! 


by Chesley fets 


ment categorize in- 


coming mail 


organizations have 


for 


quick, error-free de- 


livery. Lower basket 


for out-going mail. 
Both baskets are re- 


movable. 


Write for free brochure — or, 


MODEL LS-2 (Legal Size) 262” L x 19” W x 2912” H 


(File Folders Not Included) 
Shipping Weight — 33 Ibs. 


better still — order today! 


$45.00 F.O.B. DETROIT 


CHESLEY INDUSTRIES 


Write Dept. J 
7721 LYNDON ST., DETROIT 38, MICH. 








NUMEROUS lead 


employee 
serviced 
meet every demand. "Music Hath Charms 
Let us send 


which regularly continue to 


nq fire marine asualty insurance 


discovered a new type of policy 


nsure contentment of workers 


and he ahtened 


-employer relations. ALTE nstalled and 


public address-background music systems 


Proof? 


you the names of insurance companies 


ncrease their orders for 


ALTEC sound systems and ALTEC service and main- 


tenance 


161 Sixth Avenu 
New York 13, N. Y. 
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F2920 CH. 
CAPACITY 
: 53,550 

CAPACITY 

76,500 


GRADE “A” 
FULL SUSPENSION 


PAN-CRADLE 


HUGE SAVINGS FOR YOU! 


Gtoolmastor 


TABULATING CARD 


FILING SYSTEMS 


secures every service, function and requirement 
for all tabulating—punched card—impairment 
card systems. Fits right in with your filing line. 


TABULATING CARD SIZE: 
for 80-Column .... 34," vs 
for 51-Column ...... 3%" 


for 22-Column 34" x 27," 


Grade A in construction and performance — full pan 


suspensions—in series of 20, and 14, [10 and 7 divided 
drawers not ill.}. 51 and 22 col. units available, not ill. 


Available in Grey, Green, Frost Tan, Frost Green to 


match your present installation. 


“Operational work 
stations engineered 
for all procedures." 


story does give me a chance to intro 
duce a few principles that | think 
apply to the training of clerical em- 
and tor that matter, to all 
job training. 


ployees 


The first principle is that the in 
troduction of people to their jobs 
should be carefully planned. It isn't 
good enough to bring people into an 
organization by just having them fill 
out the necessary papers first thing 
on the morning they report for work. 
Or to add to that merely a “pep” 
talk about how good a place your 
office is in which to work, then dump 
them unceremoniously into the unit 
in which they will be working, 

It is true that one of the big ques- 
tions in the mind of a new employee 
is, “What is my job going to be 
Will I like it—Can I do it?” The 
signal is that we should begin job 
training as early as possible. We 
the explanations on 
company operations, company pol- 
icy and employee benefits, etc., right 
at the outset. But new people do 
have a general curiosity about the 


setup of the office, the people work- 


can over-do 
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ing in it, the nature of the business, 


thei unasked 
calls for 


To take care of 
questions properly 


etc. 
some 
careful thinking about how to organ 
ize the first two or three days of an 
It calls for weav- 
ing into the job training the general 


employee's career. 


information that the employee wants. 
It calls for doing such things as sup 
plying a list of the names of the 
people in the unit, or, better yet, a 
desk layout with the names on it, to 
help the new person get acquainted. 
Or having people in the unit write 
their names on cards and put them 


desks, if the 


on. their organization 
does not use name plates. And it 
also calls for thinking through rather 
carefully what sort of questions new 
employees have when they 
work in an office. A lot of ideas can 
be gotten from present people. 


come to 


Then 
a little course built to be given at 
intervals during the first few days 
that 1s designed to answer these 
questions. 

The second basic principle is, the 
supervisor should take part in the 


actual job training. All too often 


the supervisor will shove off the en- 
tire training on someone else, and 
take no part in it other than perhaps 
handling a few introductions at the 
beginning. This is, ] think, a serious 
mistake. The supervisor misses out 
on a wonderiul opportunity to build 
good relationships with the new em- 
ployee right from the start. But 
there’s more to it than that. Unless 
the supervisor does take active part 
in the training, it is all too likely that 
the new employee will get some quite 
different slants than the supervisor 
would like about how the job should 
be done. Perhaps, too, the new per- 
son will miss out on some content 
of the training that the supervisor 
would want to make sure is included. 

The usual argument advanced by 
the supervisor is that the people ac 
tually doing the work know it better 
than he or she does. Therefore, they 


should do the training. This is un 


tenable. The reasoning assumes that 
knowledge of the job is equivalent 


to ability to pass it along to someone 


else. That is not so. And if the 


{Cont T page 





Clerical Employees—Continued 


supervisor really doesn’t know 
enough about how the work is done 
to be able to 


ployee, someone should be 


instruct a new em- 
asking 
questions. Supervisors are supposed 
to control the which 


they are 


operations tot 
How are 


voing to control if you don't 


responsible. vou 
even 
know the fundamentals 7 

| 


There is no doubt that supervisors 


do have many responsibilities. Some 


Whether you're planning a brand 
new letterhead or revising an old 
one... here’s your golden chance 
to borrow a good idea from some- 
one else . . . or go brainstorming 
on your own. Simply send for your 
FREE copy of ‘New Letterheads of 
the Season’. Published quarterly by 
Rising Paper Company, makers of 
fine paper at its best, this portfolio 
contains a number of samples of 
letterheads produced by printers 
from coast to coast. It's bound to 
have at least one idea that will 
strike your fancy — and help you 
show your printer just exactly what 
you want. Send for your free copy 
today. Write: 





Ful 
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FINE 
PAPER 
AT 
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BEST 


Rising 


PAPERS 


RISING PAPER COMPANY 
HOUSATONIC, MASSACHUSETTS 











handle 
completely the training of all new 
employees—especially if turnover is 
rather high. But | submit that they 
should definitely plan to take some 
part in the training 
opening phases and_ probably 


of them probably cannot 


certainly the 
the 
concluding phases. And they should 
definitely see to it that they spend 
the new 
week or 


some time each day with 


employee during the first 


two on the job. 


Others Too 


So far all of my emphasis has been 
on the introduction and training of 
new employees. Much the same ap- 
proach applies to the training of 
people moving up to better jobs, or 
moving from one office to another. 

The third principle is that there 
must be written training plans. | 
know of no other way to keep from 
losing content of jobs, over a period 
of time. Manuals are useful—when 
consulted. But you seldom can get all 
of the content of training into a man- 
ual. Some of it has to be passed on 
There al- 
Ways seems to be a little erosion as 


from person to person. 
person succeeds person on the job, if 
we leave the training plan entirely 
up to memory. It is possible to run 
right out of “know-how.” Then you 
have to go borrow some knowledge 
from somewhere else. 

Now, it’s true that it is a tough 
job to get training plans down in 
writing, and it’s just as hard to keep 
these plans up to date. But there 
isn’t any other way I know of by 
which it can truly be said that the 
training situation is controlled un- 
less adequate indication of the con- 
tent of training is recorded on paper. 
These training plans don’t have to 
be elaborate; but if they are too 
sketchy, they are not much _ better 
than nothing at all. 

This matter of having training 
plans in writing ties in with my key 
principle—that the training of cler- 
ical employees—and all other em- 
ployees too—should be done only by 
a “qualified trainer.” 1 mean some- 
one who has received specific in- 
struction in techniques of training 
and who has been “checked out” in 
actual operations to see that he can 
apply these techniques. 

All too often the training of a new 
clerical worker is automatically 


turned over to the person she is re- 
placing. Sometimes that’s all right. 
But many times it’s the worst possi- 
ble way to handle the training—es- 
pecially when the trainer is about to 
leave the employ of the company. 
What motivation has this trainer to 
do a good job of training her suc- 
cessor. She has no responsibility for 
the results of training. Let's sup- 
pose, though, that she really does 
want to do a good job. How on earth 
can we assume that she can do a 
good job if she’s had no instruction 
in techniques of training. [Extensive 
knowledge about a job does not im- 
ply the ability to teach it to someone 
else. Teaching is a skill that we have 
to learn. 

But we cannot possibly train 
everybody in the business of tech- 
niques of training. So the best way 
is to concentrate the carrying on of 
training in the supervisor and a few 
other key employees. In doing this 
though, people have to be recognized 
for their ability as trainers. Other- 
wise, they too will lack the necessary 
motivation—especially if the assign- 
ment as trainer means an extra 
workload, which it usually does. 
However, trying to be thoroughly 
practical, my company realized that 
our people are busy. They have a 
lot of work to handle and find it diffi- 
cult to allocate time in which to 
create the written training plans that 
we are after. 


Uniformity 


We try to have uniform 
tions as much as possible. These op- 


erations 


opera- 


described in a set of 
clerical procedure manuals. So we 
have the basis for providing substan- 
tial help in preparing for job train- 


ing 


are 


if we organize these manuals 
in such a way that they can be easily 
And 
that is what we are now trying to do. 
We are in the process of revising our 
entire clerical procedure manual sys- 
tem to explain procedures in a step- 
by-step basis that lends itself to 
breaking the content into 
learnable units. We are building 
into these manuals a series of train- 
ing plans that do this breakdown by 
learnable units. These plans also 
make suggestions about how to pre- 
sent the material, and some of the 
key points to stress. We print these 
training plans on green pages so that 
(Continued on page 78) 


used for teaching purposes. 


down 
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only the world's 
fastest electric 


gives you convenient 


HALF SPACING 


Easiest method of error control, 
Half Spacing is but one of a host 
of Smith-Corona exclusives that 
mean faster, finer typing. 

Other Smith-Corona exclusives: 


Page Gage— amazing device that 
eliminates the usual worry 


about end-of-page typing. 


Keyboard Contro!—all operating 
controls concentrated in 

the keyboard area. 

Plus: Air cushioned carriage return, 


four automatic repeat actions. 


Call your Smith-Corona 
representative for a demonstration. 


Ee 


™ best business 
connection you ever made 


SMITH-CORONA ELECTRIC 





Clerical Employees 


they may easily be identified. They 
are placed throughout the manuals 
at appropriate locations 


Now », we 


so fat 


can only carry this pros 
differ 
ences, uniformity of operations can 
We try to 
take this matter of help from the 


Because of local 
only exist up to a point 
home office in preparation for train 


But we realize 


that there will always be 


ing aS far as we can 
SOMme addi- 
on the local 

We believe, though, that with 
help being provided, 

n expect to get this additional 


preparation 


1 ] ] 
tional work to be done 
scene 


the substantial 


job 


—— lerical 
local cierical 


training act omplishe d 


In order to get out 


trainers 


l the fol 


trained, and to « 


low-up that wall be 


arry on 
necessary to get 
our basi to use, 
nal written 

al differ 
in training 
district of 
he position 


training plans put 


in who is 
program 
apacity. He 
hniques of 
sponsibility is 
| others, be- 
He 
la complete and 


ners aids 
them in « 
effecti am in their 
> SUD 
with 
with 


tl rough the 


\¢ trainee progr 
units I 

ply tnese 

special coul 

t 

their assignments So. 
district 


training managers working 
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PRESS-ON MASTER 


NEW, CLEAN to handle, addressing 
masters by Master Addresser Com- 
pany, have pressure sensitive backs 
for easy attachment to any ledger or 
record card. In use, the press-on 
master patches, as they are called, 
are typed with name and address or 
other repetitive data on the office 
typewriter. Tabbed on front or back 
of a record card, the typed data can 
he reprinted fifty to one hundred 
(imes over a period of years, accord- 
ing to the manufacturer. Thus rec 
ords and means for printing ad 
dress can be combined in a single 
Prints are made in the 
Model 60 Master Addresser 


which is arranged for adding a pre 


file. desk 


SIZe 


vious balance as statements are ad- 
dressed. Time required is claimed to 
he cut to one third of that necessary 
for typing. An additional feature is 
a hinged paper flap covering the ad- 
dress area which prevents soiling of 
the hands in preparing or attaching 
the master. 


HANDWRITING-ON-THE 
WALL 


IN LINE WITH THE SHARP REVIVAL 
of interest in business calligraphy 
(the swirlingly beautiful penmanship 
that predated the typewriter as 
‘standard business practice’’ by two 
centuries) Document House is offer- 
ing a folio of snow-parchment fac- 
similies of old calligraphy whose 
subject matter is not only nostalgic, 
but also closely woven into the his- 
tory of business and industry. Ready 
for framing, these six 10” x 14” sub- 
jects, dating back to 1736, will make 
a handsome and meaningful addition 
to any office. The precepts or prin- 
ciples covered include: Reputation, 
Wisdom, Honesty and the use of 
Prudence in Getting Riches 


AUTOMATION INCREASE 
SEEN 

DURING THE NEXT THREE YEARS U. 
S. business will spend a minimum of 
$1 billion to modernize office proce- 
dures to keep pace with out fast- 
growing economy, in the opinion of 
Walter W. Finke, president of Data 
matic Corporation. 

He estimated that there are cur- 
rently at least one thousand firms 
industrial, business, financial, service 
and government agencies—that are 
“losing money every day they strug- 
gle to stem the mountainous tide of 
paperwork with obsolete equipment 
and clerical, billing and bookkeeping 
procedures that are fast becoming 
outdated.” With a $500-billion econ 
omy predicted for 1960, Finke said, 
there is no prospect of a diminishing 
of this paperwork load. 

In a year-end forecast Finke in- 
that this climate 
would stimulate sales of electronic 


computer 


lieated business 


systems—generally — re 
garded as one practical answer to 
these problems. that 
the $1 billion to be invested in office 
automation before 1960 actually rep- 
resents about 50% of the current 
market for large-scale ($1.5 million 
to $2 million) general-purpose elec 
tronic data-processing systems. 
“Many companies whose opera- 
that makes it 
possible for them to profit from this 


great 


He estimates 


tions are on a scale 


advance are spending sums 
that range from $200,000 to $750,- 
O00 just to study the feasibility of 
using these giant ‘brains.’ ” 

Some idea of the magnitude of 
the job involved in the application 
of one of these systems can be gained 
from the fact that the initial studies 
generally take a year or more. They 
are followed with two vears of 
training and programing. 

\nother force aiding prospects for 
computer industry growth, Finke 
said, is the inevitable—and predict- 
able—labor shortage that’s on the 
horizon, 

“To prosper and expand and to 
maintain our rising standard of liv- 
ing in face of the mushrooming popu- 
lation (11,500 were born daily in 
1956) business is going to have to 
be more productive. “Automation, 
in the office as well as the factory, 
will be a necessary part of the 
scheme of things tomorrow to ac- 
complish this,” Finke said. 
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DATA PROCESSING « ELECTRIC TYPEWRITERS e¢ 


INSTANT ‘ 


\ 
of your captured data by IBM 


ONCE CAUGHT by IBM punched cards or mag- 
netic tape, original data is permanently avail- 
able for instant processing with IBM methods. 
AS A RESULT, you get automatic policy renewals 

. . automatic premium preparation . . . auto- 
matic policy writing. And, as data is swiftly 
transferred from field to home office data proc- 
essing units, you get completely integrated data 
processing, as well. 


IBM’S EXPERIENCE in fire and casualty insurance 


TIME EQUIPMENT «¢ MILITARY PRODUCTS 


RELEASE 





—among companies of every size—has resulted 
in applications that meet every need. From 
punched card accounting to the “650” and **705,”’ 
there’s an IBM system just right for you. 

GET THE FULL STORY from your local IBM repre- 
sentative. For a typical step-by-step procedure, 
send for free booklet “IBM 650 with Printer, for 
Fire and Casualty Insurance.”’ Write: FrrRE AND 
CASUALTY DEPARTMENT A56, International 
Business Machines Corporation, 590 Madison 
Avenue, New York 22, N. Y. 





DATA 


PROCESSING 











How can this sock reduce 


your typing costs? 


SEE that sock? It weighs only two 
ounces. And that’s all it takes to press 
down one key on the new Royal Elec- 
tric. It’s the softest touch in typing! 

It takes only three ounces to depress 
the carriage return key. Fact is, the new 
Royal Electric is 13 times easter to operate 
than a non-electric typewriter. 

And thereby hangs a long list of sav- 
ings you tuck away every time your 


secretary performs at the new Royal 
Electric. Because lighter work means 


faster work...more work... better-looking 


work. 

Happier secretary! Happier you, too, 
when you see the letters—crisp and clean 
with that sparkling “book look.” 

Why not call in your local Royal Rep- 
resentative? A little office demonstra- 
tion should provide the final convincer. 


RO YAL electric - standard + portable + Roytype* business supplies 





Products of Royal McBee Corporation— World's Largest Manufacturer of Typewriters 





OFFICE EQUIPMENT DIRECTORY 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 
1. Card File 
2. Fibre Board 
3. Insulated 
4. Metal 
5. Micro 
144. Mobile Storage Systems 
. Open Shelf Files 
. Portable 
. Rotary 
. Stencil 
. Tabulating Card 
. Visible 
10. Wooden 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 


15. Adding 
16. Billing 


17. Bookkeeping 


18. Calculating 

109. Payroll 

145. Punched Tape Equipment 
19. Tabulating 


MACHINES, MAILING 
Dating Stamps 

21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
27. Duplicating 
28. Micro-filming 
29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 
31. Typewriter, Manual 


—"e MISCELLANEOUS 
2. Addressing 
3 Checkwriting 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 


For May, 1957 


39. Cash Boxes 
40. Chair Cushions 
41. Currency Trays 
42. Desk Lamps 
43. Desk Pads 

44. Desk Trays 

45. Drawer Trays 
46. Moisteners 

47. Name Plates 
48. Pen & Ink Sets 
49. Waste Baskets 


OFFICE FURNITURE 
50. Air Conditioners 
51. Bookcases 
143. Bookstands 
52. Cabinets 
53. Chairs 
134. Costumers 
54. Desks 
55. Fluorescent Lighting 
108. Incandescent Lighting 
56. Matched Suites 
57. Safes 
89. Stands, Typewriter 
58. Stools 
59. Tables 
60. Wardrobes 


PAPER 
119. Card Index 
120. Duplicator 
70. Envelopes 
135. Labels 
121. Letterhead 
122. Policy 
123. Ledger 
137. Photocopying 
124. Thin (Copy) 
102. Visual Policy Jackets 


SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
71. Erasers (Specialized) 
72. Loose Leaf Systems 
73. Marking Devices 
75. Paper Perforators 
76. Pens 
77. Pencils 
81. Staple Removers 


SUPPLIES, TYPEWRITER 
83. Copyholders 
85. Justifier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 


TELEPHONE ACCESSORIES 
90. Cord Cover 


91. Holder 
92. Index 

94. Silencer 
95. Stands 


LOSS PREVENTION 
140. Burglary Alarms 
97. Fire Extinguishers 
63. Fire Protection Service 
98. First Aid Kits 
112. Floor Polish (Non-Slip) 
107. Recording Door Lock 
138. Safety Equipment 
128. Salvage Services 
125. Truck Alarm Systems 
141. Watchman's Clocks 


SERVICES 
62. Accounting System 
127. Filing Systems 
64. Office Planning 
115. Photocopying 
65. Record System 
66. Sales Incentives 
146. Sound Reproducti 
MISCELLANEOUS 
131. Accident Diagramming 
132. Advertising Blotters 
116. Advertising Specialties 
103. Birthday Cards 
130. Building Evaluation 
117. Display Material 
104. Greeting Cards 
99. Leather Goods 
114. Policy Wallets 
100. Promotional Gif 
126. Endorse & - Bae ia culators 
101. Silencer for Dictating 
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2. The plans will eliminate the need 
and necessity of declaring dividends 
in the future, simply to provide a de 
ceased — stockholder’s 


family with 


some income. 


3. The business of the corporation 
continues without interruption. 

!| The plans assure the surviving 
stockholders of the continuation of 
their position as well as, in the case 
of the stock purchase plan, greater 
remuneration for their efforts due to 
the increase of their respective stock 
interests. 


5. In the 


the stock retire- 
ment plan, the stock purchased from 
the deceased stockholder can be used 
by the 


case of 


survivors to attract to the 


orporation, an associate to replace 
the deceased stockholder. 

\dvantages to the stockholders 
hile living: 


1. There 


serve 


financial 
in the collateral value of 
policies for emergencies. 

? 


is created a re- 


the 


The financial and credit standing 
of a corporation which has set up 
1 


of the two plans is greatly en- 


good will of both creditors 


and emplovees is promoted because 
they know it will actually be a con 
tinuing corporation. 

4. A market and sale 
price is provided for the stock of a 
deceased stockholder. This thereby 


guaranteed 


enables him to plan his estate struc- 
ture for the financial security of his 
heirs. 

5. To say it provides peace of mind 
may seem to be “high pressure” 
selling. However, consider the bene 
fits to a stockholder while living who 
‘an eliminate from his thinking all 
of the and = problems 
brought out in December, by simply 


questions 


following one of the suggested plans 


of stock retirement or stock pur 


chase. He is bound to have peace 


of mind, enabling him to devote his 


1872 Western Ave. 


Albany, N. Y. 


full time and efforts to the business 
at hand. 

Now is all this talk of a plan for 
the continuation of your agency 
really necessary, be your agency a 
sole proprieorship, partnership or 
believe it is; es 
pecially when I read the results of 
a survey made by the Hartford I‘ire 
Insurance Company Group recently 


corporation 7 I 


No Arrangement 


the figures? From 
more than twelve hundred replies to 
a questionnaire as to whether they 
had made arrangements for the con 


Remember 


tinuation of their agency, an over 
whelmingly large number of agencies 
Fou 
hundred fifteen agencies had no ar 
rangements. 

Consider this in light of the fact 
that these are insurance agencies 
who were surveyed. Truly, the shoe 
maker’s kids are going barefoot. 


replied, “No arrangement.” 


The ideas we have discussed for 
the past year have been designed 
especially for insurance 
think sometimes, 


men. | 
that if these ideas 
were in book form, through the con 
tinuity of ideas, rather than breaking 
them into monthly columns, IT would 
be able to get over the points I have 
been trving to make a lot better, I 
hope vou have kept your previous 
will them over and 
will sit down with a competent at 
and find the 
best means of “Continuation of Your 
\gency.” 


columns, read 


torney accountant to 


Foundation for Plan 


| previoush offered to send a 
hooklet of Specimen Business Agree 
ments to you on receipt of a card, and 
would like to again make the same 
offer, It foundation on 
which your attorney can help you 
evolve an individual plan for you, 
based on your particular needs. 


can be a 
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Your homeowners protection 


is NOT complete 


without Mortgage Cancellation Insurance 


Ox ONE out of 200 homes 


ever burns. But 34 out of 200 
homeowners die during the term 
of a 20-year mortgage. Putting it 
another way, one out of six home- 
owners age 35 will not live to 
complete payments on a 20-year 
mortgage. 


If you want to provide complete 
protection for your home-owning 
clients, here’s a suggestion: 


1. Find out which of your home- 
owning clients are not protected 
by a special life insurance policy 
that will automatically pay the 
mortgage balance if they die. 
Most owner-occupied homes are 
mortgaged. 


2. Tell them about Connecticut 
Mutual Life’s new low-premium 
Mortgage Cancellation Plan. This 
plan gives extremely attractive 
benefits at low cost. 


Almost every father-homeowner 
wants his wife and children to 
continue in their home, having 
the same congenial friends and 
going to the same school and 
church. Point out that Mortgage 
Cancellation Insurance gives her 
a home if she wants to keep it, 


an asset if she wants to sell it, or 
an income if she wants to rent it. 


FREE SALES KIT AND 
RATE CARD 


Most important in this kit is a 
booklet that tells about the mar- 
ket, gives a sales plan, provides 
suggested pre-call letters, tells 
what to say in selling, how to 
answer objections and how to 
close the sale. There’s a colorful 


cucu; 


folder, ‘‘A Plan to ‘Burn’ Your 
Mortgage,” a proposal form and 
a card giving the rates. 

For years Connecticut Mutual 
Life has worked closely with lead- 
ing fire-casualty offices country- 
wide. Its fieldmen understand the 
problems involved. 

Mortgage Cancellation Insur- 
ance can add substantially to 
your income and do a much- 
needed job for your clients. Send 
for your free sample sales kit 
today — no cost or obligation. 


Th’ .», Lhe (Connecticut Mintual 
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LIFE INSURANCE COMPANY - HARTFORD 
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Hartford, Connecticut 


Name 
Firm 
Street 


City 
or Town 


The Connecticut Mutual Life Insurance Company 85-7 


I’m interested in the possibility of selling Mortgage Cancellation Insur- 
ance. Please send me, free and without obligation, your SALES KIT on this 
subject and your “RATES at a GLANCE” card. 











BENE 


LIFE REPORTS 


— 1957 EDITION 


ORDER YOUR COPY TODAY! 


Everyone actively engaged in any area of the insurance 


industry, whether in the home office or in the field, can use and 
should have BEST'S LIFE REPORTS, the nationally recognized 


final authority on legal reserve life companies operating in the 


United States. 


Includes 


companies that qualify after a thorough going-over by our insurance company experts. 


This unique reference work, now in its second half-century, is priced at $25.00. (Sub- 


scribers also receive an accompanying full year's subscription to the Life Edition of 


Alfred M. Best Company, Inc., 75 Fulton Street, New York 38, N. Y. 


ATLANTA + BOSTON + 


Here, under one cover, are complete reports on 


company financial resources and responsibility . . . 
virtually no questions left unanswered! Both for 


your own information, and to fully serve and advise 
your clients, this is reference material you should 
never be without! 


Best's famous summary opinions and recommendations for those 


BEST'S INSURANCE NEWS regularly priced at $4.00 annually) 


Order Today! 


CHATTANOOGA + CHICAGO + CINCINNATI + DALLAS - LOS ANGELES - RICHMOND 
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How He Gets That Way 


W. SHEFFIELD OWEN, CLU 
Agency Vice President 
Life Insurance Company 

of Georgia 


5 VARIABLE FACTOR 1n the suc- 
cess or failure of a man is man 
himself. Two men—with 
education and backgrounds 
the life 
same city 


similar 
enter 
insurance business in the 
for the same company 
under the same manager. They re- 
ceive almost identical training 
supervision 
one succeeds. 


and 
vet one man fails and 
" How do they get that 
way ? 


Unintentional 


It has been well said, “The man 
who wakes up and finds himself a 
No man 
But men do 
fail, because they fail to do the things 
they intended to do to succeed. 


success hasn't been asleep.”’ 
ever intended to fail. 


If a man will accept the philosophy 
that it is the organization of his time 
and thoughts that makes him a sales- 
man—perhaps he will accept the 
further philosophy that greater or- 
ganization of these factors will make 
him a greater salesman. 

For example, let's take a look at 
the work pattern of a man who en- 
tered the life insurance business in 
Newark just six years ago and who 
has been a member of the Million 
Dollar Round Table six times. In 
writing about Bernard Lewis one 
man has said—‘‘He succeeds by the 
ability to organize his work down to 
the smallest detail, and then carry 
out these plans with a positive men- 
tal attitude. 

‘He set his sights on success—and 
to him that meant the MDR7T—from 
the very first day he came into the 
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business. His aim was fortified by an 
abundance of persistency, alertness, 
enthusiasm and a capacity for plenty 
of hard work. 

‘*He is fortunate in having a wife 
who is a real working partner—and 
he possesses a nice appearance and 
a pleasing personality 

“But the special key to his suc- 
cess seems to be a knack for organiz 
ing all phases of his work to a high 
degree—paying meticulous attention 
detail 
positive attitude 


to every accompanied by a 


toward each pro- 
spective sale.”’ 

Lewis savs of his own work—“‘it 
is a process—but no magic.” 

In 1955 the Life Insurance Agency 
Management made a 
field study of the sales methods of 


and 


Association 
good was an 
effort to find out what the good agent 
did more often than the poor 
which of those things seemed to be 
associated with success whether done 
by good or poor agents 


poor agents It 


and 


Questions Asked 


Questions were asked, such as 
“What prospecting and selling meth- 
ods are effective 
whether 
agents | 


1.e..—lead to sales, 


used by good or poor 


” Then, the study undertook 
to determine which of these methods 
were used more frequently by good 
agents than by poor ones. 

Through the sales method index, 
the work habits of four hundred six 
ordinary agents were studied. All of 
them were students in Under- 
writer Training Council at the time. 
The group 
length of service categories: 
(1) those 
service ; 
(2) 


Life 


was divided into three 


with less than a vear of 


those having between one and 


two vears of service, and 


(3) those with two 
of service. 

These three grou furthe 
subdivided on the basis of produc 
tion. Low producers (those with less 
than $200,000 


volume per year 


middle producers hose with $200 
$300,000 per year), and high pro 
ducers (S300.000 and over pet 


vear ). 


Drawn from Analysis 


Here is a profile of the good age 


which can be sketched from a study 


of the results of thi 
The good agent comes into the busi 
ness and tries to sell some of his old 
friends. He does not go to them ex 
clusively nor to the 
Neithe T 


relatives to am 


; 
extent that poot 
agents do. 


sel] to his 


leoree 
degree 


dces he trv 

eTeal 
Instead he is makine new 
friends and acquaintances ; these be 
Che 
also tries more frequen 
old 


relatively easy to sell 


come his clients good agent 
] tly to sell his 
] 


policvowners and finds them 


\Where he does not know the pros 
pect, he tries to get an introduction 
} 


lished sources or 


He does not use pu 
direct mail nor cold 
great extent 
lead to vet he not 


entirely ignore these sources of pros 


Canvass to any 
(and these do not often 
SUCCESS }, does 
pects. 

The good agent more frequently 
knows the prospect’s approximate 
income and he finds when he does 
the case is more likely to result in a 
sale. 

As might be expected, he is more 
likely to ask his successful cases for 
new leads, vet he 


for and gets new 


asks 


frequently 


leads from those 
prospects with whom he was not suc 


cessful 





How He Gets That Way—Continued 


Both the Or vod and poor producer 
find that nests of relatives (not their 
own) and work-group nests are 
more likely to lead to successful sales. 
Che good producer is more likely to 
prospect in work groups 

The good producer does not find 
any greater chance ot success by 
prospecting im organizations to 
which he belongs 

Although the good producer finds 
that younger prospects are easier to 
sell, he tries more frequently than 
his poorer brother to sell to older 
people and is more successful at it. 
He also finds females and lower in- 
come prospects easier to sell but 
again he is more likely to try to sell 
male household heads and higher 1n- 
When he does try, he 


come groups. 


iS again more successful than the 
poorer agent. 

Even though it is easier for both 
high and low producers to sell low 
and both 


higher earn- 


; “ . 
income people females, 
vould probably have 
though 


trying to sell higher in 


ings, fewer successes, by 


ome and male 





prospects. That is, from one anal- 
ysis, it would appear that, in spite of 
the lower ratio of success with high 
income prospects and male household 
heads, the total commission from the 
sales that were made would be 
higher, even for the poor producer, 
than from more frequent sales to low 


income prospects and females. 


Presents Same Picture 

This same picture appears with 
average size policy and amount of in- 
surance owned by the prospects. It is 
easier to sell smaller size policies and 
to prospects who have small amounts 
of insurance. But although the good 
agent sells these “easier” policies, he 
also tries to sell larger average size 


‘ 


policies and to prospects already 
owning larger amounts of insurance. 
The new good agent does not try to 
program as frequently as he attempts 
to close on the first interview. With 
greater experience in the business, he 
tries more frequently to do a pro- 
graming job. 

The good agent more frequently 
collects cash with the application and 


spends more time on a delivery inter 
view. 

Although the good agent does cer- 
tain things more frequently than the 
poor agent, no suggestion is made 
that he should do only these things 
100% of the time. Further, there 
may be certain things which the good 
agent does which the low producer 
is incapable of. 

This picture of the work habits of 
the more successful life insurance 
agent shows that it is not as impor- 
tant that a new agent know a lot of 
people or have a Jot of relatives and 
friends—though these are assets 
as it is that he possess or develop a 
high degree of social mobility—the 
capacity to get acquainted with more 
people—and to find out enough about 
them to be able to identify those that 
are prospects. 

It shows, too, that the old ‘cold 
canvass’ idea of selling life insurance 
is doing it the hard way. As an 
agent, I fit into the category of the 
new agent who, when his manager 
told him that the best way to succeed 
in the business was to work hard, 
promptly asked “What is the second 





Do you know about 


BENT 


WEEKLY NEWS DIGEST? 


Why are so many now selling ALL THREE? 


It’s convenient to sell life insurance as well as fire 
and casualty because Monumental helps you in 
prospecting ... selling . . . servicing. 

It’s profitable to sell life insurance the Monumental 
“Pure Profit’? way which assures maximum com- 
missions ... minimum expense. 

It makes sales sense to satisfy your clients’ need for 
life insurance along with their other insurance 
requirements 


For details concerning a Life Agency Contract write to: 


MONUMENTAL LIFE 
INSURANCE COMPANY 


Chartered 1858 
Home Office—Charles & Chase Sts. 


Assets excee 


Baltimore, Md. 


ding $190,000,000 © Over $940,000,000 of Insurance in Force 


lts two editions bring their readers, every Monday morning, 
fresh, concise authoritative reports on a// current happen- 


ings in the insurance industry! 


Last week's legal decisions, policy changes, production 
figures and stock offerings are just samples of the kind of 
necessary, vital information you get continually from 


BEST'S WEEKLY NEWS DIGEST! 


Published in two separate and distinct editions, the Life 
and the Fire and Casualty, BEST'S WEEKLY NEWS DI- 
GEST is a weekly must for outstanding company executives 
and forward-looking agents. 


A subscription to either edition costs fifteen dollars 


annually. 


ALFRED M. BEST COMPANY, ING. 
75 Fuiton Street, New York 38, New York 














Best’s Fire and Casualty News 





.. made the easy way 
with the help of the 


PEERLESS 


Dwelling Package insurance 
‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 


PEERLESS INSURANCE COMPANY - KEENE, NEW HAMPSHIRE 


best way?" Just plain hard work will = (3) Careful preparation and faithiul this. I belong in th 
get you two things: following of a program of personal and it was at meeting 
(1) It will get vou the pay of an and conscientious hard work Underwriter's Asso 
unskilled laborer, and (4) Progressive exploitation of an that kind of help 
(2) It will get you tired. ever enlarging market of constantly men who, while paving their debt te 


| have always believed in working improving quality the past put the future in debt to 
within the range of established influ. (5) High morale—induced by a themselves 
ences. The study of the work habits sense of duty to perform an indis 
of successful agents strengthens that pensable service to one’s fellow man 
belief—and underscores the impor- [ would not attempt to impro\ 


Performed Effectively 


tance of extending that range. The upon Mr. Cummings’ excellent sum In addition, the Life Underw1 
successful agent makes friends of his mary. He begins with the admoni Training Council has performed 
policvyholders—and he makes policy- tion to acquire a “sound and compre superbly for ten years in supplement 
holders of his friends. But he also hensive knowledge of life insurance.” ing and implementing the basic train 
calls back on his policyholders, and This does not mean that a man has jng for more than sé venty thousand 
he sells them again and again. to know all the answers before he can _ }ife underwriters in search of those 


start selling life insurance. indispensable ingredients of success 


5 Point Plan With a reasonable amount of knowledge and skill. The average 
product knowledge and a willingness annual production of all LUT« 
(), Sam Cummings, a man well to make calls, a man can become an students before enrolling in Part | 


lg in 
equipped to speak on the qualifica- average salesman. When this aver- during the scholastic year 1955 
tions of success for a life under-age man gets tired of depending upon 1956, was $200,400. Dut ing the time 


writer, lists five major points: the law of averages and determines they were enrolled, they averaged 
(1) A sound and comprehensive to rise above the normal level of $282,000 annual production, which 
knowledge of life insurance. achievement, he is well on his way to is a gain of 40.6%. Before enrolling 
(2) Highly developed skill in pre- success. in Part II, the students averaged 


] 


h 
senting the service which life insur- Some men have within themselves $252,000 annual production. During 
ance is designed to perform and in the ability to develop a bigger con- | 


UTC the average increased 41% 
persuading and motivating people cept of the business, and of them- to $355,200. 
to buy. selves. Most need some help to do (Conti 


P { 
onTinuead 
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How He Gets That Way Conti 


iver yone know s the 
without 


value of en- 
thusiasm which nothing 
truly great was eve 
However, | have n 
who 


had enthusiasm, but were 


lazv, mentally, to acquire the neces- 


SaTY 


and | 


their business 


know ledge ot 


seen those 


have 
mediocre 10b. 


Most of the life insurance men | 
} 


KNOW want 


qualified, 


more prestige 


should 


“That’s what 


turer Be rkley 


accomplished. 
let a few men who 


too 


and, if 
That is 


the hallmarks of 
endeavor. 


one ¢ of 


any 


success 


by it? It is hke good public relations 
9O% doing, 


in any line of endeavor 
10% 
you are doing, 


and 


becoming 
ally proficient. 

What 
when 


pediatrician do 
your 


you 


I call support” 


ine Hoten (left), shown here with one of his 


» Bedell, and Orville Lozwwnsherry 


f Prudential’s Sioux City Agency. 


“T like brokering with 


we ll known 


company that’s 
one that 1s well advertised 
and will solid sales 
like about 
. What's 


personal assistance | 


support me with 


material That's what | 
Prudential’s Brokerage Service 
more, the get 
from Prudential representatives often 


marks the difference between my mak- 


You } YOU ARI 


ing or losing a sale. 

“In the past 12 months, I'd say that 
I've been able to up my personal in- 
25 percent— thanks to 
Prudential’s Brokerage Service. Inci- 


come about 


dentally, even with all the assistance 
the fellows give me, I still get the full 


commission!” 


THERE, Sundays, CBS-TV 


BIN 55 


TO: BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know m 


make LIFE sales easier for me 


NAMI 
ADDRESS 
PHONI 


een OPER 


OM P 


iN Y 


In a ° A t * Sickness & A 


re about Prudential’s BROKERAGE SERVICE and how it will 


UDENTIAL 


Of 


‘ € 
“FE insurar® 


AMERICA 


cident Protection * Group Insurance * Group Pensions 


How do you come 


letting people know what 
But, basically and 
fundamentally, prestige comes as a 
direct result of acquiring technical 
; competence 
men do a 


professi¢ n- 


call 
child is sick? What 
lawyer do vou want when you need 
legal advice? I submit that you want 


the man who possesses the greatest 
technical competence in his field and, 
incidentally, he is most likely the 
man who enjoys the greatest pres- 
tige. 

So we come right back to Sam 
Cummings’ first point 
comprehensive 


a sound and 
knowledge of the 
business. As someone else artfully 
put it—‘Don’t learn the tricks of 
the trade—learn the trade.” 

So, in the progress toward success, 
one moves from knowledge and skill, 
to a program of intelligent hard 
work in an expanding and improving 
market. If an agent has followed 
through so far, he undoubtedly now 
has high morale—induced by a sense 
of duty to perform an indispensable 
service to one’s fellow man. 

Rains Wallace once defined ‘high 
morale’ as a condition wherein an 
agent likes his job better than money, 
and his boss better than anybody. 

When think of morale we 
think of that something on the in- 
side of a man that has more to do 
with whether he becomes a tremen- 
dous success or a miserable failure 
than any other one thing. That is his 
attitude—toward life—toward his 
fellow man, his attitude toward his 
business—the company he represents 

and the people with whom he 
works. 

A man’s attitude can make him, 
or it can break him. I believe that a 
man with a positive, dominant atti- 
tude will inevitably acquire the nec- 
essary knowledge and_ skills—the 
technical competence—and develop 
the right work habits. He will or- 
ganize his time and his efforts, be- 
cause he will want to succeed—and 
he can be made to understand that 
these are the ingredients out of which 
success is molded. 


we 


REDUCE WAR RATES 
BRITISH INSURANCE underwriters 
have reduced hull war risk insur- 
ance on war vessels passing through 
the Suez canal, according to John- 
son & Higgins, insurance brokers. 
The new rates will apply to vessels 
of all countries except Israel. No 
war risk rates are quoted on Israeli 
ships passing through the canal, such 
rates being arrived at by 
agreement for each sailing. 


special 
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AUTOMOBILE RATE 
CHANGES 

uU ot Casualty 

their 

ffective March 20 


nereased 


ars in. all 
varying 


and 


mges 
ition terri 
that state and 


\uto 


\ssociation 


] 


National 


but for 
vehicles, 
fire and 
re luce | 
collision 


reduced ap 


damage rates 
\ became ettective 
March 25. 


For 
+t hel . 
tomobiles, com 
iums have been in 

reased about S3 and collision rates 
have been increased approximately 
vith collision rates for unmar- 
und twenty-five in- 


Collision rates 


changes 


commercial vehicles 
10%. 

etfective April 3, the NBCU and 
the NAUA revised 
mobile liability and physical damage 
insurance respectively in Alabama 
North Dakota. Private 
ability rates are 


on local were 


reduced some 


rates on auto 


and pas 
senger increased 


for all classifications in varying 
amounts in both states and commer 
cial vehicle liability rates are in 
creased an average of 17% in Ala 
bama. Physical damage rates for 
private passenger Cars have been in- 
creased in both states with collision 
the under 


classification up 30%. 


‘ates. for twenty-five 


\lso effective April 3, were pri 
vate passenger automobile liability 
rates revised by the Mutual Insur 
ance Rating Bureau in Alabama, 
Georgia and Nebraska. The 
sions varied by classifications and 
territories and included certain re- 
ductions, but resulted in the aver 
age statewide increases of 10% for 


revi 


\labama, 1% in (Georgia and 15% 
4 
in Nebra ska. 


Revised automobile liability rates 








ALBERT WILLCOX & CO., INC. 
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New York 38 
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filed by the NBCU have been ap 
proved in Illinois effective April 17. 
Under the revision, private passen- 
ger rates are increased an average otf 
14% for bodily injury and property 
The rates for 
commercial vehicles are increased an 
average of 15.80 for the two cov- 
erages and rates for Division 1 gar- 


damage combined 


age risks with policies written on a 


pavroll basis are increased 25% 


GENERAL LIABILITY 
REVISIONS 

RULE AND the 
general liability manuals of the Na- 
tional Bureau of Casualty Under- 
the Mutual Insurance 
Rating Bureau became effective in 
all states he 
effective date is April 15) and in 
the District of Columbia, Alaska and 
Puerto Rico on March 27. The rule 
revisions result generally in broad- 
ened coverage without an increase 
in premium and in the elimination of 


RATE revisions in 


writers and 


(except Texas where t 


certain additional premium charges. 


TEXAS GRADUATED RATES 


A TEXAS 
that 


DISTRICT COURT has ruled 
the graduated fire rates filed 
in that state by the Southwest Gen- 
eral Insurance and six 
other plaintiffs are legal. The grad- 
uated rate plan does not affect the 
first $5,000 of coverage but reduces 
rates 40% for coverage 
$5,000 and $10,000: 50% between 
$10,000 and $15,000 and 30% for 
coverage above $15,000. Judge Betts 
in his remarks from the bench con- 
cluded that “a graduated rate is not 
per se illegal.” 


Company 


between 


REVISED E. C. RATES 


RATE INCREASES of 
full extended coverage en- 
dorsement on buildings became effec- 
tive April 1 in Arkansas. Content 
rates for various classifications were 
reduced an average of 10% while 
rates for deductible policies re 
mained substantially the same. 


some 25% for 


cover 
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FIRE—— AUTO——— INDUSTRIAL 


Safety Program 


EVERAL YEARS AGO, a large au- 
S tomotive parts plant in Detroit 
was faced with a continuing plague 
of accidents. Local safety bulletins, 
warnings, special machinery guards, 
among other things, 


being used. 


were already 


Searching for a way to improve 
the situation, the plant officials turned 
to a special consultant in plant safety 
Lawrence C. Howe of Birmingham, 
Michigan, and sought his advice. 

Before a few months had gone by, 
the accident frequency had been re 
duced by two-thirds, and 
efficiency improved and, in the sec 
ond year after his advice had been 
taken, the 


morale 


lost time of employees 


was again reduced considerably. 


Method Brings Results 


Specifically, Mr. Howe’s system 
for achieving these results consists 
of instilling a desire to be safe on 
the part of employees, setting up an 
arresting series of safety reminders 
and creating a philosophy of safety 
in the plant. 

The basic program includes illu 
minated displays and reminders at 
strategic plant locations—-usually at 
employee entrances or in aisles on 
which the largest amount of in-plant 
traffic goes on-—and also outside the 
plant, as far as the exit gate. 

Display material is supplied for 
bulletin board posting and display 
in on-the-job areas. It all adds up 
to the application of modern display 
and advertising techniques to create 
a “safety awareness” on the part of 
every member of the organization. 
But there’s more to it than that. 

“Safety is a way of life,” Howe 
maintains. It with 
your day’s work and it doesn’t end 
there. You don’t merely apply safety 
think 


doesn’t begin 


measures on the job—you 
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wseageeee” 


Safety reminders help to instill constant awareness so vital to program's success. 


safety from the moment you get up 
in the morning till the hour when 
you go to bed—at’home, on the high 
way and elsewhere. Then you are 
sure to bring it to your job because 
it has become second nature to you 

Safety, Mr. Howe believes, is a 
positive thing. It should 
viewed merely as a way to avoid an 
injury. It is the most 


thing in the world to be sate, and 


never be 
important 


keep safe, because of a man’s re 
and to his 
family and because the rewards of 
] 


sponsibility to himself 

safety are 

health. 
After the basic philosophy 


success, happiness ane 
has 
been set forth to top managers and 
plant superintendents, to drive the 
message home, “reminder” displays 


locations in a 
variety of places in the plant. It’s 
hard to be careless when a well-lit 
“Think 
Safety,” or an earned owl advises, 
“Be Safety-wise 


eves 


are shown at key 


reminder cautions you to 


protect your 


Changed Regularly 


Che illuminated displays capable 
of being seen at great distances have 
either single or two-way visibility. 
Messages are changed at regular in- 
tervals the year ‘round. There is 
never any exact duplication of the 
message, but always the basic note of 
thinking safety is stressed. Certain 
seasonal Christmas 


messages 


and 


page 





Safety Program—Continued 6. Protect your job and your future 


by being alert at all times to fire haz 
ards such as oily rags, sparks and 
cigarettes. 


the lourth of July, for example 

lend themselves to personalization, 
with the signature of the plant man 
ager or other executive faithfully re 
produced and ip) nded to the re 


if 


7. Learn to “throw off” your wor- 
ries while you're working. A dis- 
tracted mind can lead to careless- 
ness. Undivided attention keeps you 
safe. 


minder his way, each emplovee is 
made to teel——-rightfully that his 
safety is his bi neern, .\nd it 
works ae ‘ i ‘i 
P . ‘. : SS 2A ve) e ‘ca 
Howe has found that plant man- 8. Think twice a for vourself 
lei ee tase t invariably safety- and once for your buddy. 
minded. In the last analysts, how- 9. Read your company’s safety bul- 
ever, safety is an. individual re : ; ; ; 
sath letins. 
sponsibilitv. What management does 
isn't ] portant as what 
the emp! can do for himself. 
Here are some tips which “Mr. : 
: ” te be . 11. New ways to make your work 
atety, : ow is otten called di - ps : oe 
rects the employee on developing a LAWRENCE C. HOWE safer are constantly being discovered 
NE keep up with the latest safety news 


10. Attend your company’s safety 
meetings. 


in seconds. Don't enter into gab in Rseeand held through on-the-job 
sessions with a friend while you're oe 
working. 
4. Work goes better in neat orderly 


rotective clothing — places. 


: when you lift. 
| will help you lift 
12. Remember safety is around-the 
clock responsibility. It goes bevond 


: a 7 the working day. 
es it. Such as safety 5. Good nutrition and safety go to- 


glasses or goggles and gether. Hlave a substantial break- 13. Think of all the pleasant things 


fast—juice or fruit, cereal, an egg, in the future waiting for you at the 
accidents occur milk or coffee end of each safe day. 


t 








Standard Accident Branch Office— Washington, D. C. 


An office in your area to provide you with: 


A CLEARLY DEFINED CLAIM POLICY 


1. Courteous and helpful attention at all times to our claimants and policyholders, 
agents and the public. 


2. Liberal interpretation of our contracts, fulfilling all our obligations in every case. 
3. Prompt and equitable disposition of losses and claims. 


This is Standard’s claim policy as it is simply and clearly stated in the 
Foreword of our claim manual. Write for a copy of this Foreword. 


STANDARD ACCIDENT INSURANCE COMPANY 
PLANET INSURANCE COMPANY 


Detroit, Michigan 
\ CASUALTY FIRE MARINE « FIDELITY SURETY 
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HOW MANY SALES OPPORTUNITIES FOR 
STATE FARM AGENTS CAN YOU SPOT? 


The car, of course, is one. Auto insurance is usually a State 
Farm agent’s first opportunity to establish a personal relation- 
ship with his clients 


The man himself is a prospect for a State Farm life insurance 
policy. It can be part of a program that he and his State Farm 
agent can establish for the financial security of his family. 

The house and garage can be insured with State Farm, too. 
A Homeowners policy with State Farm Fire and Casualty Com- 
pany not only provides fire insurance protection, but personal 


and residence liability and theft protection, too 

Do State Farm agents make use of these opportunities? 
Indeed they do! Because of their skill and enthusiasm, 
State Farm Mutual not only insures more cars than any 
other company, but has the greatest fire and casualty 
premium volume in America. And State Farm achieved 
a billion dollars of Ordinary life insurance in force— 
without reinsurance, brokerage, merger or employer’s 
group—in less than 28 years...a record matched by 
no other life insurance company. 


For more information about any aspect of State Farm operations, STATE FARM 


SS 


INSURANCE 


simply write to Director of Public Relations, State Farm 
Insurance Companies, Home Office: Bloomington, Illinois 





ELECTRICALLY YOURS 


midertul servant 


ECTRICITY 1s 
It will heat your house, wash yout 
clothes, 


tertainment 


prov ide ell 
the 


cook ul De 
you in 
morning 
| Mu) house down 
ith respect. 
the 


| from 
to teach 


ruies 


the ohm watts 


alps, 


you respect, and to assure you 


masterful control your house full 


t electric servat 
foo] with the nu 
lays and cut-offs 


fur- 


Don't 
‘TOUS 

automatic 
\\ work ng on electrical cir 
row the 
om the line. 


switch or 
remove the fuse f1 
Pull on the plug and not on the 
cord when disconnectit 
\ny wiring that goes through a 
wall, floor or ceiling is out of bounds 
for the 
ment or 
Never 


rugs or carpets. 


wires. 


1g 


amateur—whether replace 
installatio1 
under 


Rather, secure cord 


run wire or cords 
with fasteners along the base of the 
wall and don’t use this for perma 
nent wiring 

When using the bathtub, keep 
heating or other electrical appliances 
out of reach. 


The Circuit 
Employers Mutual 


at a safe distance 


SKIN IRRITANTS 


major manu 
revealed that 
Té exposed 
ts daily. Of 
tually contract 


some sort of skin trouble resulting 


lost man-hou 

\ccording 
ducted by the Association of 
an Soap & Gl 
Inc., the 


industrial dermatiti 


SUrVeY, con 
\meri 
Producers, 
best met of combatting 
sis through edu 
cating emplovees on how to recog- 


94 


the 


e® ¢ 


nize its causes and how to prevent 
it occurs 
the 


employee education 1s the fact that 


skin disease betore 


Pomting up basic value ol 
the high incidence of dermatitis con 
tinues even though almost all of the 
companies provide soaps and skin 
cleaners (96% ) and towels (91% 

\lore than two-thirds provide show 
ers, protective clothing, and protec 
tive creams and ointments (mainly 
larger companies). 939% reported 
that their employees used these fa 
pro 
clean up time 


cilities regularly, while 82% 
vided company-paid 
for employees. 

Che that 
share of the dermatitis problem falls 
on small industry, and the greater 
these plants (84%) 
lid not provide employee educational 


survev shows a large 


percentage ot 


programs for their employees on 
cleanliness. These figures indicate 
that smaller plants are perhaps less 
aware of the dermatitis problem. 

In connection with the industrial 
dermatitis problem, the Association 
has published a booklet on “The 
Occupational Skin 
Louis Schwartz. 


Prevention of 
Diseases,” by Dr. 


FASHION VS SAFETY 


THe NEW YORK TRANSIT Authority 
in a recent report notes that tight 
sheath skirts and mule pumps are a 
hazard. Women, so dressed, fall on 
their faces getting on and off buses. 


Those — slippery, — slinkey dress 
fabrics also cause the ladies to slide 
off The 
to be redesigned step wells and sind 
tor 
Changing the fashion is beyond any 


bus seats. answer seems 


paper covering bus — seats 
safety engineer. 
Safety Information 
Roval-Globe Ins. Group 
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SOUTHERN CALIFORNIA 
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losses 


eo © 68808 0808 8 ¢ 


EXPENSIVE DRINK 


SOME CHILDREN WILL drink any- 
thing. This two-year-old drank 
some unpalatable Roman Cleanser. 
The insurance company paid for 
medical attention under a family 
hospital policy. 

Nat'l. Cas. Co 


MYSTERY SOLVED 


\ COUPLE OF BAFFLING losses under 
fidelity bonds came to light lately in 
the eastern soft coal industry. One 
merchant reported that his coal pile 
seemed to vanish right under his 
nose. Outgoing coal trucks weighed 
accurately but his sales record didn’t 
tally with the diminishing reserve 
pile. Then he noticed an always- 
damp area in a remote section of his 
coal yard. 

Facts tied together and a truck 
driver was discovered to have stolen 
$6,000. 

The culprit drove his truck into 
the yard, supposedly but 
actually containing a_ considerable 
amount of water. He weighed his 
truck in, drained the water and 
hauled away a regular load plus an 
amount of free coal to replace the 
weight of the water. 

In another 


empty 


state, the 
switch was made with ice instead of 
water. One cold day the ice didn't 
melt and the driver was caught. 


Review 
Dargan & Co 


eastern 


Cravens, 


PRICE OF SMOKING 


THE PROPONENTS of the ailments 
resulting from smoking will get a 
blast out of this one. The policy- 
holder was lighting a cigarette when 
his lighter exploded. The insurance 
company smoked out the facts, then 
paid $214 for severe chest burns. 
Nat’l Cas. Co 
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monthly fire 
losses 


IRE LOSSES IN THE UNITED STATES 
pete March amounted to 
$104,565,000, it is estimated by the 
National Board of Fire Under- 
writers. This was an increase of 
17.1% over losses of $89,315,000 
reported for March, 1956 and an 
increase of 9.4% over losses of 
$95,569,000 reported for February, 
1957. 

These estimated insured losses in- 
clude an allowance for uninsured 
and unreported losses. 


1955 1956 
re 78,632,000 84,624,000 
May 71,789,000 87,681,000 
eee 70,828,000 74,770,000 
July 61,614,000 68,752,000 
August .... 71,103,000 74,930,000 
September . 65,970,000 70,118,000 
October .. 58,778,000 81,121,000 
November 68,784,000 80,481,000 
December . 89,212,000 96,485,000 
March .... 89,315,000 104,565,000 
1956 1957 
January ... 96,972,000 115,272,000 
February ... 84,041,000 95,569,000 


Totals ... $907,038,000 $1.034,368,000 





Losses by Years 
1949 $667,536,000 1953 $903,400,000 
1950 688,460,000 1954 870,984,000 
1951 731,405,000 1955 885,218,000 
1952 784,953,000 1956 989,290,000 


motor vehicle 
deaths 


1955 1956 1957 
January 2810 2950 260 
February 2,319 2,730 2,540 


Total Two Months 5,12 5,680 5,400 
ia 602 2,940 
7) ae i; Choe 2920 
May zi 3,160 
June Rtas 982 3.280 
July. : Sao 3,520 
\ugust oe 3,58 3,660 
September ; Ee 3.690 
October .... ; 3,450 
November .... 3,559 = 3,700 
December dew ROOD 4.000 


38,426 40,000 
Kstimates provided by the National 
Safety Council 


accidental 
deaths 


One Month 

1957 1956 Change 
ub tle ee 7,600 7,500 +1% 
Motor Vehicle 2,860 2,950 —3% 
Other Public . 1,100 1,000 +10% 
Home .... 2.600 2.600 0 
Work .. ‘ 1.200 ~=1,100 19% 
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ideas 
that 


pay off 


rr 


in 


loss prevention! 


FOR YOUR CLIENTS .. .a subscription to SAFETY MAIN- 
TENANCE is a monthly reminder of 
your constant interest . . . a source 
of tested safety methods and pro- 
cedures which will speed production 
and cut costs. 


FOR YOURSELF... SM is a channel of proven aids to 
loss prevention . . . a means of estab- 
lishing sound safety programs in 
plants where you have a stake. Your 
own imprint and safety message can 
reach your clients each month. 


Write for special discount rates. 


Single subscriptions: 
$4.00 a year 
$6.00 for two years 


SAFETY MAINTENANCE 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


another publication of 


ALFR 


PANY, INC. 


75 FULTON STREET, NEW YORK 38, AZ ¥. 











GET YOUR SHARE OF THIS JUICY 


ooo, 000 


$100,000, 


BONDING 


There’s good money to be made in bonds, plenty of 
it, for the next ten years or more. The government has 
set in motion a $100 billion roadbuilding program 
which will trigger extensive construction of all kinds 

. commercial buildings, schools, churches, public 
° and every job has to be bonded, 


buildings, etc 


one way or another. 


That’s where you come in— with the help of 


Employers’ Group complete, nationwide bonding 


with E.G. bonding service 


service. E.G. has years of experience, plus extensive 
facilities and highly trained personnel to support you 
in producing bond business in any of these categories 
—contract, fidelity, surety or probate. The record of 
success of Employers’ Group agents who have gone 
after this kind of business is very impressive. It’s a 
truly great opportunity—if you’re interested, contact 
your nearest Employers’ Group branch office 


—or write us here at the home office. 


rue Employers Group 
OF INSURANCE G9) COMPANIES 


Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD THE EMPLOYERS’ FIRE INSURANCE CO. AMERICAN EMPLOY®®S’ INSURANCE CO THE HALIFAX INSURANCE CO. OF MASS, 








AUTOMOBILE MARKETING TRENDS 


B. J. DAENZER 
Vice President of Operations 
Security-Connecticut Companies 


URING THE LAST FEW YEARS, 
} basic pattern of marketing 
automobile insurance in the United 
States has changed radically. Just 
consider that right now the three 
top non-American Agency com- 
panies are writing one out of five of 
all of the private passenger auto- 
mobiles registered countrywide, the 
total potential market whether cur- 
rently insured or not. Allstate alone 
had a $30,000,000 increase in pre- 
mium volume last year. In Califor- 
nia for instance, five non-American 
Agency companies—Allstate, Farm- 
ers Exchange, State Farm, and two 
write over 40% of the 
liability business. In 


auto clubs- 
automobile 
1942, their share of market was only 
22%. Growing at such an alarming 
rate, these five companies, if un- 
impeded, would soon have over half 
of the market in this one state. Na- 
tionwide, with a 1956 volume of 
about $125,000,000 in fourteen 
states, has still not entered Califor- 
nia. 


Must Adapt 


active 
these 


number of 
recognized 


A growing 
agents have 
changed conditions and in turn have 
adapted themselves to some new 
direct writer 
They are recapturing 
the business they once lost to the 
non-American Agency companies 


techniques to meet 
competition. 


and they are getting their fair share 
of the new business. They realize 
that automobile insurance constitutes 
well over 40% of the total fire and 
casualty business available to them 
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They also realize, as confirmed by 
surveys, that the person who handles 
the automobile insurance of a client 
will eventually control the rest of 
his account. “Their viewpoint has 
heen that you can take the important 
techniques, the successful 
methods of the direct writer 


adapt them to the American 


selling 
and 
\gency 
System for an unbeatable combina 


tion. 


He Also Buys on Price 


The buyer of insurance in the 
mass automobile market looks for 
quality and service and wants an 
independent, unprejudiced, local ad- 
visor but he also buys on price. In 


two surveys so tar, 


two out of three 
persons indicated that price was the 
motivating force in the 
company from which to buy their 
automobile insurance. In addition 


choosing 


to the right price range, there is 
the need of a streamlined system 
which will release sufficient 
for the producer to reach the 


time 
mass 
market with aggressive selling. Sur 
vevs have also indicated how agent 
after agent complains that he has 
reached the “saturation” point, that 
he is bogged down with detail on 
his personal lines, that he cannot 
spend adequate time to do the right 
kind of a job for his commercial 
clients. 
factors 


Thus, there are two big 
the right price and more 
selling time. Let’s take a quick look 
at the principal features of a stream- 
lined automobile plan which _ has 
been enthusiastically adopted by a 
great number of agents. 

Cash with the application and 
cash o:. renewal not only reduces 
the cost but gives the agent a lot 


This 


more time to sell insurance 











eliminates the evil of 
and the extra 


unnecessary 


free insurance 


expense Ol issullg 


g 
policies It does not 
make sense that the man who buys 
an automobile must pay for it im 
mediately or borrow money to pay 
for it, but he can get his insurance 
which may 10% of the 


cost of credit without 


amount to 
the car on 
interest for sixty days or even more 
If he has no loss, he can return the 
policy without charge and have ab 
solutely free insurance. This affects 
both the loss ratio and the 


doing business. 


cost of 
The same is true of 
the credit granted for the renewal 
Studies show that 20% of the poli 
cies issued ordinarily are cancelled, 
“not taken.” In our plan, 70% of 
the agents have asked that we send 
the bills direct to the customer on 
renewal. Whether the bill goes di- 
rect or through the agent, in any 
event it is very similar to a life in- 


> next page 


Unprejudiced Advisor Sought 
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surance notice and just as effective. 
There is a lapse ratio of only 2% 
in these plans compared to the 20% 
or higher under the old method. 


\gents spend 


a disproportionate 
umou time trying to col- 

be it 1s because 
insureds too well. 
ntage of the agent 
1 to carry them. The 


Ot an insurance 
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corporation has a this 


The proof is 


magic in 
“collection business.” 
in the results. There is a mistaken 
idea that collecting the premium is 
a “service” Actually, 
it is the worst time in the world to 


go to 


to the client. 


a customer with an offer of 
service in one hand and a bill in the 
other. Any other time than that 
particular time would appear to be 
With no 
ulterior motive of bill collecting, the 
agent should be free to make a visit 
specifically for complete account sell- 
ing—fire, life and casualty. The 
agent’s highest skill is being a pro- 
fessional 


best for offering service. 


salesman; most records 
would indicate that he is a pretty 
poor bill collector and bookkeeper. 
The company can do a much more 
effective and less costly job of col- 
lection and bookkeeping. They can 
thereby release the independent 
agent to his highest skill. 


Policy Preparation and Renewal 


From time to time the NATA has 
made cost studies and procedure 
studies of the agency handling of 
new business and renewals. There 
are some with 
as many as thirty-six specific steps 


countless systems 


but on the average it goes something 
like this: 


A. New 


Sells the coverage 


Jusiness 


Takes the order 
Rates and sets up forms 
Writes the policy 
Prepares the bill 
Sets up account receivable 
Delivers policy or mails it 
Delivers bill or mails it 
Sets up an expiration file 
Files daily in account file 
Posts account card for insured 
Mails daily to company 
Collects premium or extends 
credit 
Posts account receivable 
Prepares account current 

\nalvzes past due accounts 

B. Renewal 

Pulls expiration file 

Matches it with daily 

Rerates the renewal 

Sets up daily for policy writer 

Writes policy 

Prepares the bill 

Posts the account receivable 

Delivers policy or mails it 
Q. Delivers bill or mals it 


Resets the expiration file 

Files daily in account file 
Brings account card up-to-date 
Mails daily to company 
Collects 
credit 


15. Posts account 


premium or. extet 
receivable 

16. Prepares the account current 
17. Analyzes past due accounts 


Under our streamlined plan, after 
the agent the 
merely does five things—he 
the application, rates and set 


sells coverage, he 


fills out 


collects the premium, mails thi 
plication to the company and 
his agency copy. In the compan 
there is the tremendous economy of 
the photocopy process. In a simple 
operation, the money is deposited to 
the bank, policy number assigned 
and a new quick coding method ap 
plied. The application then goes on 
to an underwriter. One copy of the 
application goes through the photo 
machine for whatever copies are 
needed for the policy jacket, the 
mortgagee, if any, the agency copy. 
On renewal there is a really big 
saving. A person not in the insur 
ance business just cannot understand 
why the renewal is currently pre 
pared the way it is. If vou tried to 
invent a system would you ever come 
up with one like this where the agent 
would pull his expiration file, match 
with his daily report, re-rate the 
renewal, etc., etc., as shown above? 
Our company is hundred and 
sixteen vears old. We have agents 
who have represented us for over 
seventy-five Why should 
policies in the 
lifetime of an insured? The waste is 
terrific. If the the 
least expensive method under the 
streamlined the 
send the renewal notice 
direct to the insured, all he has to 
do is to note that payment has been 
made—only 


seventcen. 


one 


vears. 
there be so many 
agent adopts 
system of having 
company 


one step instead of 
\t the end of the month 
he gets his full commission for all of 
those lines which have been paid 
during the month. Agents who have 
gone through this process of chang 
ing from the old system to the new 
have learned that there is a savings 
of at least 75% of their normal cost 

In the company on renewal, no 
tices are prepared on IBM machin 
ery. Whenever there is sufficient 
volume in one state all of the rating 
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and processing can be done auto 
matically from the machines. 
Originally, when this technique 
was adapted to the American Agency 
System, there was a lot of concern 


expressed about the ownership of SOUTHWESTERN 


expirations. Actually, in the agency 


contract such ownership is spelled Fire and Casualty reports 


out in the legal language recom 

mended by Mr. George Hansen, another year of 

Counsel for the National -\ssocia 

tion of Insurance Agents, and there 

is no difference between this type 

of extension and that which has been 

used for years in life insurance, acci J 
dent & health insurance, bonding, reo redsd 

and certain marine lines. The IBM ° 
machine sets up the agent’s name 

in a spot where it is clearly stated 

“for service in connection with this : : li h ld 4 
policy or for additional insurance = INCTEASE in po icy OLGETS 


contact your agent.”” With a system 


of billing such as this, an agent does surplus to $2,367,226 


not have to spend much time handl- 
ing renewals and can devote more aT f 
* 
of his time in selling new insurance. cash dividends O $50,000 
This has been a very important 
factor in the success of the non- e total assets of $4,669,626 
\merican Agency companies. 
The application form is really the s . f b = 8 ‘ f ae 
bes years O usiness...6 years O progress 
key to the whole system. In addi- / ees 
tion to being used so conveniently as 8 years ot stability 
the declaration page of the policy, it 
provides in the second half of the 


form a wealth of rating and under- Boare of Directors 


writing information. For years, we 


have tried to get the proper informa- J.S. Bridwell DeWitt T. Ray 
: a — yt - i . Oil and Cattleman Sen 
tion tor precise rating 1n Our more 


Harold F. Volk 
ior Vice-President President, Volk Broth 
Wichita Falls Republic National Bank 


C. P. Burton Harlan R 
l g arla ay 

tems. For years, we have depended Oil and Ranching __ flarlan Ray 

’ Dallas craft and Lumbe 


. - *.* Dallas 
upon credit reports for underwriting eet Dallas 
re poke tee lerwriting W.H. Francis, Jr 
data. I think we have lost a bet in Oil and Lau Ciel nak ieceaaas 
; ; ae Houstor cody Ee ai 
not using the signed application. oe San Antonio 
"Ftc Pe piiartena! ‘ Charles P. McGaha C. Thompson : 
The non-American \ge ncy System Oil and President, City President S. Foster Yancey 
has not only used this method for National Bank uthland Corporation nsurar 
- . Wichita Falls - Dallas 

correct rating and more careful 
underwriting but they have turned 
it into an advantage saleswise. The Details in Annual Report... copied on request 
customer actually feels more certain 


é 


Dallas 
| } yond roe ai Dallas 
and more refined classification sys pmbapriarae 
Properties Developer 
Arthur A. Seeligson, Sr Charles S. Yancey 


I 
Valia 


that the coverage is bound and that 
he is protected after he has carefully 
provided all of the information in 
a signed application. His psycho 
logical reaction is good. He must 
do the same thing to secure life 
insurance. He knows he cannot go 


> 


to the bank and get a $10,000 loan FIRE AND CASUALTY COMPANY 


without filling out a tremendous 
amount of detail on a form. The ee ; ; 
procedure is reassuring, not a handi a million dollar multiple line Texas stock company 


cap as some thought originally. 3906 LEMMON AVE. - DALLAS 


Of course, the direct writers have 
made mistakes in underwriting just 


(Continued on the next page) 
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under 
must have 
The 


" Food job ot 


detail. 
the agency 
questions, 
under 

r stops 

the 

five 

our own 
rejection 


group 


Savings 1n 


expense with credit reports ordered 
on only one out of ten risks. 
On this unde1 
writing. there was an immediate cry, 


“You are 
tually, the 


point ot strict 


taking the cream!” Ac 

underwriting require- 
would 
only 15% of the business 
the 85% ot 


} 


must be 


ments, although so rigorous, 
weed out 
It is the mass market, 
the drivers who reached. 
You cannot compete with the direct 
and. still take the 


the drunks, the speedsters, 


write! wild teen 
agers, 
the constant repeaters. If you look 
the last 


when the agency companies 


over the records for five 
vears, 
made money, the direct writers made 
more; when the agency companies 
lost money, the direct writers lost 
less or even made a profit. The an 

is being made in the market 
The 85% do not want to be 


hrown in with the substandard risks. 

















Over-the-Counter 


Securities 


We maintain 
trading markets in 


selected issttes of 


The 


New York 


PHILADELPHIA 


Boston 


FIRST BOSTON 
CORPORATION 


CLEVELAND 


Bank and Insurance 
Company Stocks 


Public Utility 
Securities 


Industrial Securities 
Railroad Securities 


Canadian Bonds 


PITTSBURGH CHICAGO 


San FRANCISCO 














Kor 
others, the assigned risk plan is the 
only answer so that everyone shares 


Some should not have licenses. 


equitably in such questionable risks. 
Finally, the answer will be in the 
marketplace for the 
chent with a truly 

through a specialty carrier for high 


substandard 
adequate rate 


hazard business. 

Keep in mind that two-thirds of 
the people buy on price. Keep in 
mind that we are competing in their 
budgets against the purchase of very 
attractive TV sets, freezers, washing 
machines, power 
whole host of luxuries now deemed 


lawn mowers—a 
necessities. Easy payment plans are 
essential. The public likes the idea 
of a six months policy. Pricewise, 
the company had to face the 
reality of severe reduction in opera- 


has 
ting costs; the agent has had to face 
the reality of necessary commission 
reduction. Without going into all 
of the details, when you reduce a 
$100 premium to $80 you only allow 
A 15% 
commission immediately takes $12 
and only $8 1s available for com 


$20 for expenses and profit. 


pany processing, collecting, general 
administration, inspection and rating 
and under- 
writing profit, and contingencies. 

You 
This 
American Agency System of ours 
is a partnership arrangement. The 
selling partner is still getting the 
lion’s share of $12 out of $20. At the 
same time, the streamlined method is 
cutting the agency costs to such an 
extent that his take home pay is 
actually improved. There is no col- 
lection expense for the agent. There 


taxes 


costs, licenses, 
Here again there was a cry, “ 


are cutting commissions!” 


is no new policy every year with its 
attendant expenses. The agent has 
a higher renewal ratio. The NAIA 
studies in the past have shown the 
very high cost of doing business for 
the agent under the old method of 
handling automobile business. There 
is reduced commission in the stream- 
lined method but there is also this 
tremendous reduction in detail. Even 
on the same volume of business, if 
the maximum efficiencies of the plan 
are adopted, approximately the same 
take home pay will result. Actually, 
however, aggressive use of the plan 
produces so much additional busi- 
ness, that the take home pay will 
begin to spiral from year to year. 
Consider that it is true, as some 
have declared, that there has been a 
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savings of 75% in their cost of hand 


ven in the smallest agency, 








ling. 


OF A series] 


this will release part of a girl’s time 
so that instead of being tied down 
with detail she will be able to organ 
ize the agent’s sales activities and 
take over duties which she can do 
so much more cheaply than he can. 
In recent 


rvice does Pay 


Says a Pearl-Monarch Agent on Long 
Island, N. Y. “One 


thing 


Homeowner campaigns, 
many successful agents realized the This is his story: 


value of an organized program, of which we pride ourselves on is 


having the girl in the office make 


, keeping our customers and other folks in 
out the comparison charts in ad- - the 


what is 
field 


thoroughly on the 


community up-to-date on 


‘new’ in insurance. Recently your 


vance from information in the files, 
set up appointments, plan each day’s 
activities. This has always been a 


man briefed us very 
Homeowners Policy and shortly after we conducted a newspaper, mail, 
phone and personal call campaign on the policy. One 


called had all the 


policies. Naturally we could show him quite a saving and as a con- 


ef ‘ wae prospect”: we 
So rd lite agent technique. lhe “re upon Homeowners coverages but under separate 


leased” time in an office may be used 
to set up life insurance prospecting sequence a sale was quickly made. While I was securing the details for 
which may not have been done be- writing the policy he mentioned that his father should have a policy of 
fore in a property insurance agency. this kind too and before I left he had made an appointment for me to 


lo make 


owners Poliey and in addition | am now making for him a complete 


In other words, when you get down see his father. a long story short, | sold the father a Home- 
to it, the agent may not be able to 
reduce his staff but from a methods 
and procedures standpoint he can 
allocate the time according to what 
the actual work is. He can certainly 
use that time to better advantage. 
Certainly the new procedure is going 
to give him and his staff the oppor 
tunity to go after that business which 
he should rightfully have—the busi 
ness which has been lost to the non- 
agency That 

down to a plan of action. 


insurance survey. Among other interests the father has a factory em- 


ploying approximately 150 people, so not only has our service paid off 


in immediate sales but in inereased opportunity as well.” 


Every Pearl-Monarch Agent has at his command the facilities 


of one of the world’s greatest companies. We invite your inquiry. 


WE BELIEVE 

the properly qualified “Independent” local agent can best SERVE the 
insuring public. Unlike the “Captive” agent he is free to utilize the in- 
surance facilities of the world. In the present and continuing struggle 
between ‘‘Independent” and ‘‘Captive’’ agents it is important that this 
capacity of THE “‘Independent Local Agent” to SERVE be emphasized 
@gain and again. This series of twelve actual stories of everyday service 
rendered by ‘‘Independent”’ agents is published in that spirit. Reprints 
are available without cost or obligation. 


companies. gets us 

There is a tremendous number of 
sales tools which may be used by the 
agressive agent in the production of 
automobile business under this kind 
of a plan. Take for example such a 
simple thing as the policy contract 
itself. Some of the direct writers 
have led the way in making the phys 
ical product more attractive and 
wisely so. More people read their 
policies or try to read their policies 
than we have assumed in the past. 
There is surely no need to make it 
look like a deed to a cemetery lot. 
An attractively designed policy can 
be made a real selling point. There 
are all sorts of window posters, radio 


INSURANCE 
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announcements, TV flip cards, etc. 
but let’s get down to fundamentals. 


Hit Hard 


First of all, the agent must have 
confidence and enthusiasm in the 
plan, a determination to follow 
through with a hard hitting sales 
attack. The price alone will not do 
the trick. He must have a renewed 
knowledge of his product. The new 
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family automobile policy has some 
wonderful sales points, not at all 
known to the public. The FC&S 
Bulletins provide a wonderful re- 
view. Company bulletins give all 
the important changes in detail. 
Before going 


is strongly 


after prospects, it 
recommended that an 
agent notify all of his existing clients 
about the plan. There is a big dif- 
ference ot opinion on 


this in agen- 


cies—some would like to hedge and 


use a separate desk or a 


department for the 


separate 
plan. <A 
notice, however, can go over very 
broadly this pattern of 
operation in automobile insurance. 
indicate that the 
studying 
period of time, st 


new 
changing 


agency has been 
various plans for some 


ress the fact that 
the reduced price will bring the same 
independent agency service, the same 


claims service and the same good 


ntinued n the 


next page) 
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that on 

be around 

lf information 

he chent mav get 
IPeTIC\ Phis puts 
that the agent 
une plan 

an e@NX1st 

Ja ic | 

and someone 
automobile 

Now 


Pensively 


agents have tried this and found 


that people do understand once they 
are put on notice, they are amazingly 
patient in waiting for 
which are 


expirations 
eleven months or twelve 
months otf. Some agents have been 
surprised to discover how close the 

losing a lot r business 
will say, “Jack, 
to get vour letter. Each time this 
renewal come up recently, | 


were [to 


Clients say, l was glad 
has 
checked on other 


frankly | about 


have prices and 
to make the 


change this coming renewal.” 


Was 





.-nervous about 


claim service? 


ELAX' 


Yes, relax! You can with 
the Hawkeye-Security-Industrial 


Group on the job. Our adjusters ~—" 


are paid to aid. They're on the 
job to give you fast, efficient 

nationwide claims service. 
cause of their authority and years 
of experience, they do it RIGHT— 
RIGHT NOW! 
fervent servants is an insurance 
group famous for it: 


minded leadership and up-to-date 


contracts and policies 


owkeye- Secwrity 


ano INDUSTRIAL 


INSURANCE COMPANIES 


DES MOINES. IOWA 


BRANCH OFFICES: 
Chicago, Illinois 
Denver, Colorado 
Des Moines, Iowa 
Grand Rapids, Mic 
Indianapolis, I 
Kansas Cit 
New York 


Omaha, 


New York 
Nebraska 
Sioux Falls, South Dakota 
Springtield, Illinois 
Washington, D.C 


And be- 


; branch offices 
with home office authority, agency- 


Standing back of these 


There are, of course, very attrac 
tive “prospect” cards which can be 
sent in a direct mail campaign. The 
tendency on the part of the agent 
is to want to send out a huge num- 
ber. Of course, studies in prospec- 
ting prove that the soundest way is 
solicitation on a 

Send out a limited 
then 


to organize 

controlled basis. 
and follow 
systematically. 
readily ) 


number them up 
Some agencies can 
go over their records and 
make up a list of those accounts 
which were lost to the direct writers 
during the last five vears. Another 
method is to make up a list of those 
for whom the 


are insured but 


“house” 
no automobile. 


coverages 


The best technique is to send a 
notice which will arrive on Tuesday, 
Follow it 
up immediately the following week. 


\Vednesday or Thursday. 
Use a form to check off the status 
of each prospect: so that you elimi 
nate the ones with no possibility. 


If newspaper advertising is used, 
it is wise to start it off with a very 
large announcement ad and include 
pictures of the personnel in_ the 
agency. A consistent follow up in a 
smaller ad gets attention by repeti- 
tion. If radio is used, it is wise to 
pick a time when the cars are being 
used in the morning for best results. 
One agent in Fairfield County, Con 
necticut, has been successful 
with radio time for the people just 


very 


going down to the station. It is in- 
teresting parenthetically that this is 
one of the highest income areas 1n the 
country ; the part of the mass market 
which has been attacked in this coun- 
try isa “prestige” market. This very 
successful has proven. that 
hankers and utility company officials 


agent 


also buy on price. 


In just looking over the last three 
hundred policies written under our 
plan where the prior carrier was 
noted, forty-one came from Allstate, 
thirty-six Nationwide and twelve 
State Farm. In larger samplings, 
some 40% were shown to came from 
a variety of direct More 
and more agents are getting their 
fair 


writers. 
share of the market. The num 
ber of automobiles doubled in the last 
The rates have doubled 


nm most areas. 


ten vears. 
leach agent must ask 
himself these questions, ““Am I now 
vetting four times. the 
premiums that 1 


automobile 


wrote in 1947? 


Best's Fire and Casualty News 











REINSURANCE 











All CASUALTY LINES and 
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requirements. Staff at our 
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is always at your service. 
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The Impact of the F-T.C. 


HONORABLE 
JOSEPH A. NAVARRE 


Michigan Commissioner of Insurance 


rt being what it is, 


to cling tenact- 
ously to the old ways and to tradi 
tion. Sometimes, unfortunately, we 


stubbornly refuse to 


clned 


recognize that 
nhiol > lf tey t 1 wre h; 
enlightened self-interest requires that 
ve adapt out 
to new 


selves and our business 
circumstances and changing 
We at times fail, neglect, 

t ygnize our plight 
until we are threatened 
tion. The 
sion can be the cause of our taking 
. fresh, look at ourselves. It 
instrumentality through 
which we review and re-appraise the 
institution of insurance and the agen- 
cies through which it 


concepts 
and reluse to rect 
with destruc- 
Federal Trade Commis 
new 


can be the 


luncuions, 


A Threat and a Promise 


sword of Federal 
threat and 
The action of the Federal 
Commission in connection 


lhe Damoclean 
regulation 


symbolizes a 
a promise. 
Trade 
with false and misleading advertis- 
shot “‘heard 


ing of insurance is the 
‘round the insurance world 
The 


ey ery 


and 
and instrumentality 
irshal their forces. 
We must be prepared to wage relent- 
But the war we wage must 


business of insurance, 
agency 


thereof, must m 


less war. 
statesmen. It 
due and proper 
and effect. 
ibered that in es- 


be waged by us as 
must be fought with 
consideration 
It must be 


cause 
remen 
sence this is a war to preserve and 
established to 


foster institutions 


serve the public interest through 
regulation of the business of in- 
surance. It must not be a struggle 
for power for its own sake. It must 
all-out secure and 


be an effort to 
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preserve a system and philosophy ot 
government and regulation which 


best meets the public needs. 


The Congress of the United 
States has declared: 

‘. that the continued regula 
and taxation by 


states of the 


tion the several 
niniiien at Saunninis 
is in the 

It is not enough that we recognize 
and enunciate the principle by way 
of endorsement. It is imperative that 
the business of insurance, and every 
and instrumentality thereof 
accept the responsibility it imposes 
“Continued regulation” connotes 
more than the empty fiction of in- 
operative law. It means the transla- 
tion, the implementation of the prin- 
ciple of “regulation” in such fashion 


public interest.” 


agenc\ 


as to benefit every citizen affected 
thereby. 

Justice and equity in a democracy 
can be attained only to the extent 
that the law is made vital to the 
society it serves. The impact of the 
the Federal Trade Com- 
mission on state regulation of insur 
should be beneficial to state 
regulation. An analysis of “regula- 
tion and taxation by the several 
states of the business of insurance” 


action of 


ance 


will amply justify the declaration of 
the Congress that it “is in the public 
interest.” 


A Basic Consideration 


The impact of the Federal Trade 
Commission action raises a basic con- 
sideration in relation to state regula- 
tion. Its force holds within its com- 
pass the future and the fate of state 
regulation. Assuming that the juris- 
dictional questions relative to the 
authority of the Federal Trade Com- 
mission are ultimately decided in 
favor of the several states under the 
McCarran Act, in the final analysis 


the controlling 
essarily be 


question must nec- 
ls the “continued regulation and tax- 
ition by the several states of the 
husiness of insurance in the public 
interest?” 

\t that point, where we stand will 
be relatively unimportant. It is the 
direction in which we are facing that 
will count. 


Probable Determination 


The issues now pending before 
United States 
will, | am confident, be ultimately 
the 


the various Courts 


determined against Federal 
Trade Commission. The decision in 
the case of James I’. Crafts vs. Fed- 
eral Trade Commission, decided by 
the United States Court of Appeals 
for the Ninth Circuit on February 
27, 1957, is indicative of the course 
which will be taken by other United 
States Courts. 

If the insurance and 
every and instrumentality 
connected therewith fail to exploit 
the advantage afforded by these legal 
skirmishes to help implement the 
principle of state regulation, we will 
find we have won some battles but 
will eventually lose the war. 

The McCarran Act has raised the 
sword of Damocles over the head of 
state regulation. It will remain sus- 
pended there by virtue of the Su- 
preme Court decision in the South- 
eastern 


business 


agency 


Underwriters case. 

Who will provide the answer to 

the one question which cannot be 
evaded : 
“Ts the continued regulation and tax- 
ation by the several states of the 
business of insurance in the public 
interest?” 

The answer to that question, yes- 
terday, today, and tomorrow can be 


{Continued on paae !06) 
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over ‘142,000.00 in 10 years of fascinating selling! 


Yes, there’s a good-sized fortune wrapped up 
in this package, plus all the merchandising 
materials and assistance necessary to help you 
get it. 


Let’s open it up and see what’s in it for qualified 
agents. Based on our minimum production figures, 
there’s a potential of over $142,000.00 in commis- 
sions on sales and renewals over a 10 year period. 
Under Combined’s vested renewal program this 
could mean a retirement income for you of about 
$12,000.00 a year. How’s that for 10 years of 
fascinating specialized selling? 


With the personalized sales training you will 
receive using our proven merchandising formula, 
you can’t miss with Combined’s Chiropractic 
Health Plan. 


DID YOU KNOW? That in 1956, among the Combined Group 
of Companies, Combined Insurance Company of America, alone, 
paid its policyholders over $4,557,000.00 in claims. Since the 
company was organized, Combined has paid over $49,000,000.00 
in claims. The efficiency of Combined’s Claim Dept. provides 
representatives with valuable assistance in obtaining renewals, 
conversions and increased sales. 


That, briefly, is what’s in this package for you. 
And Combined has other interesting package 
plans of comparable potential, for your inspection 
and consideration. 


Find out how Combined can help you to out- 
standing success in the health-and-accident field. 
Mail the coupon, below—now! 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American 
Insurance Co., Dallas; Hearthstone Insurance 
Co. of Massachusetts, Boston; First National 
Casualty Co., Wisconsin. 


<a ama aa 


Combined Insurance Co. of America, Dept. 52 | 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: I am interested in the details | 
about Combined’s profitable package plans. I 
Name 


Address_____ 





City re State___ 








Impact of F.T.C. 104 


provided only by the several 


and the business ot 


states 
insurance. 

The impact of the Federal Trade 
Commission activity has brought into 
sharp focus the character « 
tion and 


states. 


if “regula 
taxation by the several 
The Congressional view in 
1945, the year in which the McCar 
ran Act was passed, is a view subject 
to change. The obligation of the 
Congress is to protect and preserve 
the public interest 
t10n 


lf state regula- 


does not “continue” to effec- 


tively serve the “public interest,” the 
Congress will have no alternative 
but to provide other means of doing 

Under the McCarran Act the bur- 
den is put upon the “several states” 
to “regulate the business of insurance 
in the public interest.” It is sig- 
nificant that the duty of providing 
regulation of the business of insur- 


ance in the public interest was recog- 


nized by the Congress as being that 


‘of the several states.” 
of the 


The impact 
Federal Trade Commission 
activity is to bring into question the 
law underlying the ‘“‘regulation” not 
only of individual states but of “the 
several states.” 

Does the “regulation of the sev- 
eral states” provide a system of reg- 
ulation of such quality and character 
as to meet the tests which qualify it 
legally as the proper guardian and 
trustee of “‘the public interest”’? 


Provides Test Basis 


The basis of the test provided by 
the Federal Trade Commission 
activity is comparatively narrow. It 
is directed at the advertising prac- 
tices of a segment of the business of 
insurance. It highlights the inter- 
state aspect of the business. It tests 
the character of the legal base for 
“regulation” in the several states as 
related to advertising. 
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this should 
stimulate a review and analysis of 
“regulation by the several states’’ on 
a base broad enough to include 
“regulation” within the broad con- 


The impact of test 


cept of its meaning as used in the 
McCarran Act. There can be no 
doubt in the minds of those con- 
cerned with the “regulation of the 
business of insurance” that the suc- 
cessful defense of the Federal Trade 
Commission cases will be only the 
beginning. If the lesson it holds is 
to “herald prosperity,” there is work 
to be done. 

The task before the business of 
insurance and every agency and in- 
strumentality thereof will require 
statesmanship and cooperation. It 
will require dedication and determin- 
ation. It will require a submergence 
of temporary advantage and selfish 
interest. It will require a constant, 
concerted effort by all concerned to 
strive for perfection of the system of 
“regulation by the several states in 
the public interest.”” Anything less 
exposes the system of state regula- 
tion to inevitable destruction by 
ederal control. 

Taking into account the basic laws 
of the several states upon which is 
predicated the “regulation of the 
business of insurance,” a review of 
the present legal structure must be 
made to determine its adequacy to 
support a system of regulation by 
the several states. The business of 
insurance is a growing, changing, 
dynamic institution. It has devel- 
oped to provide security for a con- 
stantly expanding economy and to 
meet changing social needs. The 
principle of regulation by the several 
states contemplates the development 
of law governing the conduct of the 
business of insurance wherever and 
whenever the need for it arises. 


Brought About Review 


Traditional concepts of constitu- 
tional government in the United 
States recognize the rights of the 
several states to determine the public 
policy which is the basis of law and 
regulation applicable to their citizens, 
The impact of the Federal Trade 
Commission citations against insur- 
ance companies domiciled in various 
states and doing business in inter- 
state commerce has brought about 
a review and analysis of the laws of 
the several states. It has directed 
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attention to the scope of authority 
of the 
powers. 


states under their police 
It has put to the test the 
Full Faith and Credit Clause (Arti 
cle IV) of the Constitution of the 
United States. It has emphasized 
the importance of providing at the 
state level such laws as will provide 
a system of state regulation enforce 
the Courts of the 
States, if necessary. 


able in United 


A Continuing Development 


The development of the body of 
law which forms the foundation of 
legal proceedings calculated to reach 
beyond the borders of the several 
states is a continuing development. 
The Unauthorized Insurance Serv- 
ice of Process Acts have provided 
legal media through which the reg 
ulatory the 
can effectively enforce the public 
policy under their police power. The 
impact of the Federal Trade Com- 
mission citations has given added 
significance to The American Law 
Institute—Restatement of the Law 
Second—Conflict of Laws—Tenta 
tive Draft No. 3—Jurisdiction of the 
Courts. 

The 
our citizens are governed are of the 
essence of our rights. Only so long 


laws of several states 


legal bases through which 


as they reflect our constitutional 
guarantees will our freedom be pre- 
served. If the impact of the action 
of the Federal Trade Commission 
has been such as to force upon us 
a review of the fundamental law by 
which we are governed as citizens of 
the several states and as citizens of 
the United States, it will have served 
a useful purpose. If it drives us to 
a reconsideration of our place and 
position as an instrumentality for the 
public good, it will have been bene- 
ficial. If it proves again, what has 
heen proven so often in the past, 
that eternal vigilance is the price ot 
liberty, we should be vrateful. 

The an 
institution essential to the social and 
economic welfare of Its 
“regulation by the several states is 
in the public interest,” as the United 
States Congress has declared. 


business of insurance is 


the nation. 


The challenge to “regulation by 
the 
action of 


states,” 
the 


several implicit in the 


Federal Trade Com 

mission, is a blessing in disguise. 
Without hatred or malice and with 

confident dedication to the principle 
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33rd Annual Statement 
DECEMBER 31, 1956 


As filed with The New York State Insurance Department 





ASSETS 
Cash in Office & Banks ae mene . § 
Bonds (Value N. Y. Ins. Dept. Basis) ° 
Mortgage Loans sit on adh cites eee is 
Premiums in Course of Collection Less Comm 
(Under 90 days old 
Other Admitted Assets 


983,478.24 
18,741,493.14 
74 


565,029 


2,062,484.55 
1.126,733.20 


$23,479,218.87 


LIABILITIES 

Reserve. for: 

Unpaid Losses . p Seca es $ 9,139,639.03 
Unearned Premiums ..... 64 . ; 5,738,567.93 
Taxes, Expenses, etc 1.862.009.70 
Dividends Declared & Unpaid . 660,970.77 
General Voluntary Reserve 
Surplus: Special Contingent 
Unassigned Funds 


$50,000.00 
5,328,031.44 6,078,031.44 
$23,479,218.87 


N ol Associ 


ire leposited 


ition of Tnsur 


with The 


nee Commissioners 


Superintendent of Insurance of 


COLISEUM TOWER OFFICE BUILDING 
10 Columbus Circle New York 19 
Tel. JUdson 6-6800 
CASUALTY 
INLAND MARINE 
DIVIDEND PARTICIPATING 


FIRE AUTOMOBILE 





NON-ASSESSABLE 


\ 





of regulation by the several states, 
the insurance and 
instrumentalities should raise a 
monument to the F.T.C. “in 


ber one public healt! 
Is estimated 


problem 
business of its there are at least 
million Americans suff 
pro mental or 
found appreciation for what it has 


done to herald prosperity.” 


emotional disorder, 


hospital some time during 
and _ that 


his 
mental illness 
taxpavers over a_ billion 
Vear. 
hegin a nationwide pul 
MENTAL HEALTH 


program on the problen 
using 9 
WITH THE PROGRESS MADE in the a free booklet written by [D 
prevention of polio through the use S. 
of the Salk 


is now considered the nation’s num 


vaccine, mental illness the National 


Health. 


life 


costs U 





7 


lt 


nine 
ring from a 
that 
one out of every twelve children bort 


each vear will need to go to a mental 


w 


dollars a 
The Advertising Council will 
lic education 


1 
this spring 


extensive advertising to offer 
(r,eorge 
Stevenson, medical consultant of 


Assoc lation for Mental 
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Viewed from any angle, the new San Francisco Home Office building 
of Fireman’s Fund Insurance Company and its affiliates, typifies the 
progressive spirit that has marked the company’s almost century-long 
history of outstanding service to producers. 

When completed, the modern split-level aluminum and glass struc- 
ture...equivalent to a 20-story building on a typical downtown site... 
will be the focal point for The Fund’s continuing nationwide efforts 
to further the aims and aspirations of the American Agency System. 


/ Cy . 
¢ Ins nrance Ocmpantes 





FIREMAN’S FUND INSURANCE COMPANY 
FIREMAN’S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
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Broker; 


E. D. SPEER 

Vice President 

Great American Reserve 
Company 


Insurance 


1956, our 
looked upon brokerage business 
distinct This was 
because we had very little of it and 
what we did have was purely acci- 
dental. Our agents’ contract did not 
fit brokerage 


RIOR ro company 


as° 2 nuisance. 


requirements—our 
sales material was prepared for full- 
time men, trained in its use—and 
no one, either at the branch offices 
or the home office, cared to take the 
time to answer the inquiries and 
prepare the necessary instructions 
for the occasional stray bit of brok- 
erage business that came our way. 
If it happened to be convenient 
fine, otherwise, no. 


Close Knit Force 


Our entire machinery for the ac- 
quisition of new business was a close 
knit, well-trained, highly motivated 
and more highly financed career-man 
sales force, operating through a 
managerial agency set-up. Our home 
office procedures, from communica- 
tions to claims payments, were predi 
cated upon the assumption that our 
field force knew those procedures 
as well as the home office depart- 
ment heads did. The company’s re- 
ward has been an intensely loyal 
and highly productive organization, 
which would the 
to death, and which in turn assumed 
exclusive rights to all sales ideas, 


defend company 


policy forms, rate advantages and 
whatever other “bounties” the com- 
pany had to offer. 
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oe AXH Business 


The natural question then is 
Why jeopardize 
profitable 


bre )kerage ig 


such a mutually 
arrangement by 
To this, 

several answers, each of 


y “going 
there are 
which is 
compelling and, (when totaled, they 
We felt that: 
furnish addi- 
tional premium income at consider- 
this 
era of steadily increasing high financ- 


become irrefutable 
1. Brokerage would 
ably less acquisition cost. In 
ing, housing and training costs on 
full-time career men, this is of 
prime importance. The career man 
is indispensable to us 
substitute for him—but 
there a_ substitute for 
agency operations ; 

? 


new 


there is no 
neither is 
profitable 
furnish sub 
income to 


Brokerage would 


stantially increased our 


managers ; 

3. Brokerage would make the com- 
pany better and favorably 
known in all which we 
operate and this would inevitably 


more 
areas in 


work to the advantage of the man- 
agers and career men; 

4. Brokerage as a 
petitive 


and com 
ct yMpany 


new 
the 
would generate a fresh appraisal, 
critical and 


activity of 
continual, of policy 
forms, rates, underwriting practices, 
and other areas of sales and service ; 
5. Brokerage activity with its stress 
on service and competitive sales ma- 
terial would give birth to by-prod- 
ucts in all which would be 
highly beneficial to our career men. 


areas, 


These are the principal reasons we 
decided to enter the brokerage field, 
and we are exceedingly gratified that 
in each of the five areas, the results 
have been far beyond our most opti- 
mistic expectations. The picture has 
been almost 100% pleasing, but it 


must be readily admitted that there 
been 
not 
there are some which may 
entirely solved. 

Whatever 
have attained have not been through 
trial and error methods 


have some 


problems which 
were and 


never be 


too easily overcome 


favorable results we 
The smart- 
est thing we have done in establish- 
ing a full brokerage department was 
to ask for advice, based on the ex 
perience of 
already 


companies who were 


operating successfully in 
brokerage. This advice was collected 
by visiting the home offices of a 
selected number of companies—a 
representative selection of successful 
agencies whose brokerage operations 
were based on differing patterns 

and the Life Insurance 
\gency Management Association. 


offices of 


The advice which we received and 
which has proved to be 100% re 
liable : 

1. There must be a definite company 
philosophy that the acquisition of 
new business through brokers is 
good for the company, the managers, 
and the company career men 

2. Full responsibility for brokerage 
planning and the execution of those 
plans must be assu 
office level ; 
expected in ¢ 
attitude of 

ment. 


med at the home 


and, results must be 


] 


lirect proportion to the 


top company manage- 


3. Business from fire and casualty 


agents would be relatively slow in 
the beginning but with proper solici 
tation and cultivation 


S¢ lid 


could be the 


backbone of the brokerage 
operation. Results in this area should 
be especially good in the A and S 
lines as they closely parallel casualty 


(Continued on the next page) 
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Wills 
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r ort 
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vy the slide 
ng hard fight 
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PENSION CONSULTANTS 
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gain their lost 20% 


own del 
and 11 


assume that 
broker is an insurance man who 
principal company connection — is 


other than ours but who can profit 
ably and ethically place business with 
of certain policy, rate, 
8 or service advantages 
metropolitan 
are also the 


SOn1¢ areas, there 


independent Lrokers 
who admit to no actual parent com 
pany. When companies contine their 
brokerage solicitation to these two 
areas and = use judgment in 


good 

making their brokerage agreements, 
they face an absolute minimum dan 
ver of conflict between their full-time 
men and thei When con 
usually be 
adjudicated in complete harmony. 


brokers 
flict does arise, it can 

In our company, we rely almost 
exclusively on managerial judgment 
in brokerage appointments. We feel 
that the local manager can and will 
do oa good job of selection as, by 
doing so, he will keep his agency 
clean, save himself unnecessary 
trouble and maintain the respect of 
his full-time agents. A rule, which 
we give him, ts that we will accept 
no “part-time” insurance sellers. It 
is in this last category that the defi- 
nition of the word “broker” some- 
times gets a bit fuzzy in the minds 
of agency people. The manager 
completes a questionnaire on_ his 
bre kerage appointees and one of the 
most important items in it concerns 
the market the man has. If it is such 
that it appears we can anticipate 
trouble because of occupational or 
geographical peculiarities or because 
of fixed company policy, we consult 
with the manager and, if it 
the appointment 
office in order to re- 


is ad 
visable, decline 
from the home 
lieve the manager of possible em 
barrassment. 

(ne other rule worth mentioning 
is that no brokerage contract will be 
considered on a full-time man who 
leaves our company until six months 
have elapsed and then only with the 


personal approval of the CNC 


ag 
superintendent. This can be a pat 
ularly touchy situation for the 

ager. It the agent's new connec 
\ & S held, the man 


ager is sorely tempted to 


tion is in the 
“broker” 
his ex-agent in an effort to conserve 
business already on the books and, 
little 
lorms not 


at the same ume, pick up a 
new business on policy 
available from. the 


new Company. 


If his new attihation does not write 


\ & S, 


he even 


the brokerage contract: can 

more disturbing in_ the 
agency. Problems in agency, under 
writing, claims and administration 
will be in direct relation to the de 
exercised in the 
XS 


premium 


selection 
appointment of .\ 
the urgency for 


oree of 
brokers It 
without 
regard to source over-balances good 
judgment, there is trouble ahead. 
Sales another 
where careful planning can eliminate 


a great 


material is area 


difficulty in the 
agencies and in the underwriting of 


deal of 


\ & S coverage through brokers. 
Examination of from 


many companies gives me the im 


sales pieces 


pression that the sales) promotion 
men, who prepare them, assume that 
the broker needs and wants a pam 
phlet or brochure which extolls the 
virtues of a policy with superlatives 
and then leaves him to guess at com- 
pany underwriting regulations and 
other information vital to him in the 
closing of a clean sale. The broker 
has a right to know what to expect 
from the underwriting department 
and the claims department, and, if 
he does know, then those depart 
ments can have the right to expect 
intelligent performance from him 
In preparing our sales brochures, 
we took that was, 
“Make it simple and make it com- 
plete.” Following this line, we have 
prepared our that it 
could be easily understood by the 
new 


some advice 


material so 


greenest salesman. ‘Technical 


words and phrases are omitted or 
fully explained and rate charts are 
simplified to the understanding of 
a layman. There mis- 
givings about this at first by some 
who felt that the experienced brokers 
would feel that 
“talked down to”; but the reaction 
has been just the opposite. The old 
heads take 


were some 


they were being 


confidence in this ap- 
proach and the newcomers feel con 
fhdent in their ability to use it. 
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It has been our experience, too, 
that a clean-cut accident and sickness 
income plan, which proposes to pay 
“X” dollars per month for “Y” 
number of years after “Z”’ number 
of days is more attractive to brokers 
than the more complicated plans 
which are “juiced up” with frills and 
extra benefits. Most brokers are 


buying from the company for a client r e 1 a 
rather than selling for the company = 
They are not impressed personally | 
| 1 | 

. ; | ~~ 
with a lot of extras, which make < Be ps, > 
gaudy demonstration, but add littl BY pieears \ 
to basic coverage. They wi nas) wouenin } J 

| ; 


p 
-« 


pa 
e 
td 
a 
a 





vy want no 
misunderstandings as to the cover- 





age, and because of this they sell the 
simple plan with much more enthu 
siasm. In hospitalization plans, the | TO THE NATION’S CHANGING ECONOMY 
emphasis on this point is even more | 

emphatic. The broker is afraid of 

the complicated plan—he wants 

something that, because of its very 


Sc OoON OM FT 


simplicity, breeds confidence in him 
and his client, 

Simplified brokerage material is a | 
tremendous aid to brokerage man 


I ouston FIRE 1x0 CASUALTY INSURANCE CO. 
(3 ice) ENERAL INSURANCE CORPORATION 


MAIN OFFICE 7 FORT WORTH, TEXAS 


PHILADELPHIA PACIFIC COAST DEPARTMENT — PASADENA CALIF 





agers. If the material supplied them 
is complete and self-explanatory, the 
time spent in the training and sales | 
service with brokers is greatly re 
duced. The manager can spread 
himself thinner with increased re- 
sults. 
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| he practices tollowed in under- | F Top Commissions... 
writing A & S applications on bro Join The March 
kerage business in various compa- | Level A & H Renewals... 
nies seem to tall into we general | a Life and Accident & Health 
classifications, which are determined lo N-A-A-]-C* Plan for Every Prospect 
by the general attitude of the com- | ” 
panies as to the degree of trust ' 


hemades that it’ 


they can place in the brokerage ness—to work 
sources. Some companies have had | Insurance Company 
, | ur agents are satishied 
unpleasant experience in the greater | sce patensliaa 
. «8 ei years Of service CO persor 
metropolitan cities because of fraud | ep 
and collusion on A & S business. In 


some instances, these metropolitan 


‘ | all : Unbeatable wt. Contract—(Ask 
areas have been the major source | aliiiias Miia aas be hits ot 


of their broker: ige business but, be- A A he Siac Cia 
cause ot their experience, they do not | - ‘ t aa Ammesican pean System 
feel too favorably inclined toward J, F&F a“ 
i Concrete Assistance to 
a liberal approach to the problem of 4 ; Fae 
underwriting. | am not qualified to 
discuss this specific localized prob 
lem because we do not operate in the 
cities involved. The “independent” 
brokers concerned in these instances 
are in a special category, and rules | 
of underwriting and service, which 
applv to them, are not necessarily | \/ A ’ A | { | ) (; 
elope tclemaenan sf merican Accident Insurance Company 
We have patterned our under- | Licensed to operate in the 48 states and she District of Columbia 
writing processes after the majority saenilaikeiiatn niall 
. 209 SOUTH LASALLE STREET + CHICAGO 4, ILLINOIS 
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A & H Business—Continued 


tl ss the country 


e companle 


in that we treat a broke 


rage appli 
a full-time 
al safely do 


cation exacth 
\\ 
riginal selec 
ker himself, 
the material 
he geographical 
Le 
concession 
lerwriting 
lly designated 
not be ause of 
the actual 
but because 
commu 
ccounts. 
& S sales divi- 


jor companies 


he faced a 
uation in his 
» underwrit 
they were re 
ll applications 
vhile he had 
timated that 
yf policies 
ind endorse 
for. His 
was that 
that 
ake would 
and that 


1 
uld cost 


afraid 


ourse, has 
ules and is a 
that particular 


e to cope 
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recently 


isked the underwriter 
in charge of our brokerage section 
to give me a frank appraisal of our 
situation with brokers as compared 
to full-time 
report: 

“Tl feel the 
broker wall probably follow his appli 


men. Quoting from his 


that on an average 


cations tl than 
their 


commission is not paid until the busi 


1rough to issue better 


regular men. In most cases, 


ness is issued. In case of a regu 
lar man, he very likely is on a draw 
and will probably get paid whether 
his business is issued promptly or 
not 

Most brokers seem to have a “home 
\nd like most home 
the competition can get pretty 
The sooner they get the policy 


town market.” 
towns, 
keen 
issued, the better chance they have 
at beating that other guy in town to 
the business 


These brokers usually are very 
thorough in completing applications 
and furnishing ail information avail- 
My only 
regarding this would be 
that a great portion of the pertinent 
information on an applicant may 
show up on 


able regarding the risk. 
comment 


an attached letter from 
the broker rather than over the ap 
plicant’s signature. Of 
tickled to get this additional 
information, but the brokers need to 
understand that the application does 
become a legal part of the contract 


course we 
are 


and all pertinent information about 
the applicant must appear over his 
signature. | to them that 
this placed on the 


suggest 
information he 
application where possible; if not, 
it should be typed up on an attached 
sheet, and both should be witnessed 
and signed. Only in this way can it 
be considered a part of the original 
application. 

Another thing I notice about com 
pleting the application is that 
“check-ups,” “examinations,” “phys- 
icals,” “routine check-ups,” — et 
cetera, seem to be pretty predomi 
nant. We seem to have more of this 
with the they are 
relatively new and have not had an 


brokers since 
opportunity to learn exactly what 
is needed to classify a risk properly 
Of course, despite regular and per- 
sistent training, our regular men 
still use these vague terms, and we 
have no alternative but to go back 
and get more details. In these cases, 
where additional information is 


needed, | must say that our brokers 


have been very cooperative. 

[ hope for big things from our 
business, Already, in 
handling their applications, we have 
made some changes that have not 
thought of Under- 


writers can get stale just like any- 


brokerage 


been before. 
one else. 

I.ooks like the brokers are just the 
sparks we need to start learning this 
business all over again.” 

This seems to sum up the feeling 
of our underwriting department on 
brokerage. 

It is my feeling that we are on the 
eve of new and intense development 
in this field and while it may not be 
revolution it is certain to be a very 
rapid and far-reaching 
There is a mounting restlessness in 


evolution. 


the insurance world which is already 
crystalizing into planned or forced 

old and life 
companies taking off 
gaiters and wading into the 
direct 
cutting a big gash into the long es- 


insur- 
their 
A&S 


companies 


action sedate 


ance 

waters writing 
tablished fire and automobile agen- 
cies—casualty companies branching 
ut into life life and 
and 
looking for new sources of premium 


insurance 
accident sickness companies 
income to support growing and ex 
pensive families of career men. 

It seems logical to me that the 
time is ripe for brokerage to move 
which 

The 
cities of half-a-million and overpop- 
ulation are being rapidly saturated 
But the 
great mass of our population lives 


into the undeveloped areas 
for just such a move. 


are Five 


by brokerage solicitors. 
outside these metropolitan and semi 
metropolitan areas, and this can but 
that the 
potential brokerage outlets will be 
the 
of people are. 


mean greatest number of 
number 
not as 


found where greatest 
They 
thickly congregated to be sure, they 
may be a little harder to get to and 
service may be more of a problem, 
but the life insurance salesman with 
no A & S connections in a town of 
thirty thousand, and the fire and 
casualty agents in the same kind of 
town now furnish the great unde- 
veloped frontier in the brokerage 
field. Our meager experience has 
proved to us that we must find a way 
into this untapped market with a 
workable plan of personal service 
and_ solicitation. 


are 
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Automobile Liability —Insurance— 

Omnibus Coverage Clause—Exclu- 

sion of Obligation of Insured Under 
Workmen's Compensation Law. 


Maryland Casualty Co. v. New 
Jersey Manufacturers Casualty In 
surance Co. (Superior Court of New 
Jersey, 1957) 128 A. 2d 514. 

Kelly, a truck driver for an in 
sured of New Jersey Manufacturers 
Casualty Insurance Company, was 
injured on the premises of Mary- 
land Casualty Company’s insured. 

Maryland Casualty Company set 
tled with Kelly and then sued Kelly’s 
employer and the employer's insurer. 

The question raised in the case 
was whether the insurance policy 
held by Kelly’s employer also cov- 
ered the Maryland Casualty Com- 
pany’s insured and the employee who 
actually caused Kelly’s injury. 

The argument was that the word 
“insured,” in the exclusion of liabil 
ity under any workmen’s compen 
sation law, is not intended to include 
the “named insured,” but only such 
other insureds as may be covered 
by operation of the omnibus clause. 
This would mean_ that, the 
named insured employed Kelly but 
the other insureds did not, then the 
exclusion would not apply. 

The Court pointed out this was a 


since 


novel question, “Research of counsel 
for all concerned has revealed no 
decision in New Jersey construing 
the exclusion provisions as applicable 
to the facts at hand.” 

However, after analyzing the rel 
evant decisions from other jurisdic 
tions, the New Jersey Court held 
there was no basis for holding that 
the policy provisions in question in 
tended to omit “named insured” 
from the definition of “insured.” 

Since Kelly’s employer, the named 
insured, could have been held liable 
under the workmen’s compensation 
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law, for the injuries caused by 
held that the other 
insureds had no right of contributior 


from the insurer of Kelly’s employer. 


others, it was 


Automobile Liability Policy—Exclu- 
sion of Use of Automobile Belonging 
to Member of Housenold—Word 
'Household"’ Construed. 

Rathbun v. Aetna Casualty and 
Surety Co. (Supreme Court of Er- 
rors of Connecticut, 1956) 128 A. 2d 
327 

When husband into 
military service she moved from her 
husband’s home in West Hartford to 
an apartment in Hartford where her 
two brothers and her mother resided. 

Ina was employed and paid her 
mother for 


Ina’s went 


board and room, 
but she intended to resume her resi 


her 


dence with her husband as soon as 
the husband’s military service was 
over. 

About six weeks after Ina moved 
into the apartment, her brother, 
Joseph, the insured, borrowed Ina’s 
car, and drove it into a tree, result 
ing in his death and injuries to his 
passengers, 

The 
against the insured’s administratrix 
and recovered judgments against the 


passengers brought — suit 


estate of the deceased 
Joseph. 
The brought — suit 


against Joseph’s automobile liability 


insured, 
passengers 


insurer to enforce the payment of 
the judgment they had obtained 


against the insured’s estate. 
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The trial court referred to Con 
necticut’s highest court the question 
whether or not coverage was 
cluded by application of the policy 
provision excepting from coverage 


€x- 


the operation of any automobile reg- 
istered in the name of “any member 
of the household” of the 
sured. 


named in- 


The question for the court was 
whether Ina was a member of the 
household of the named insured, her 
brother Joseph. 

It is interesting to note that the 
court did not discuss the question 
of whose household it -the 
mother’s or Joseph's 

The Court considered only the 
question whether Ina and Joseph 
were members of the 
hold. It was decided that “Persons 
who live under the same roof and 
share identical living accommoda- 
tions can be said to be 
of the same household.” 

The Court found it persua- 
sive that Ina related to the 
others in the group, and was con- 
tributing to the support of the fam- 
ily group. 

Therefore, it was held 
was a member of 


was 


same house- 


. members 


man 
also 


Was 


that Ina 
the same house 
hold as the insured, and that no cov- 
erage was extended to the insured 
while using Ina’s car 


Indemnity Insurance—Coverage for 
Fraud or Dishonesty of. Employee— 
Manager's Mistakes in Amount of 
Salary Legally Authorized by a 
Public Corporation. 


Jamestown Bridge Commtssion v. 
~!merican Employers’ Insurance Co. 
(Supreme Court of Rhode Island, 
1957) 128 A. 2d 550. 

The which 
operated a toll bridge across an arm 


Bridge Commission, 


{co 
{Continued n the 


next page 
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The Judge Says 


of Narragansett Bay, hired one Vi- 


¢ira as general manager under an 
oral contract for 
March 1, 1949. Ho 


Mssion 


from 
the Com 


one year 
VOCVerT, 
a formal resolution 
on its re ira + it \ ieira Was to 
receive “a f inimum salary of 
S4800 subject creased by the 
percentage as any other James 
| | plovees may from 


is a general pay 


ras general 
e Commis 

make out 
amount 


the LIT 1¢ 


the tormer gen 
unount 


~ ti) De 


Was 


month 


‘amount 


general 





eign 
f 


+ 


requirement 


The Bridge Commission sued the 


insurance ¢ Mpany to 


aggregate i 


reg amount ot 
salary payments. A 


these 
verdict 


excess 


and 


judgment were entered in favor of 


the trial court. 
The trial court had refused to rule 
that, as a matter of law, there was 


the Commission in 


no liability under the facts of the 
Case 

Qn appeal to Rhode Island’s Su 
preme Court, the 


in some detail and the deci 


facts were re 
viewed 
sion of the trial court was reversed. 
that 
prove fraud o1 
dishonesty bevond a reasonable doubt 


as required in criminal cases. 


The Court first pointed out 
tT 


an insured need ne 


(on the contrary, the insured needs 
to prove by a fair preponderance ot 
the evidence “that the employee 
acted with an intent to wrongfully 
deprive his emplover ot Its prop 
erty.” 

Then the Court pointed out the 
facts about how the excessive salary 
payments were made, and empha- 


sized the fact: “This was all done 


recover the 


openly and without any attempt at 
secrecy or concealment.” 

The Court concluded that there 
was no justification for a decision 
that the general manager took the 
excessive salary with the intent to 
wrongtully deprive the Bridge Com- 
mission of the difference between 
the fixed minimum salary and the 
salary actually paid to him. On that 
decided that 
from the insurer was not warranted. 


basis 1t was recover\ 


UNUSUAL DECISION 


DECIDING A CASE arising out of an 
automobile the 
Supreme Court held that a husband 
May 


collision, Arkansas 
sue his wife for damages due 
to her neghgence. This view 1s op 
posite to that of a majority of Amer 
ican courts which do not allow a 
recovery. In the case in question, 
the husband was driving a pick-up 
truck wife the 
when they collided. 


and his family cat 
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A Cordial Collection 
Campaign 


W. R. VAN DUSEN 
Sherman Oaks, Calif. 


HE ONLY REASON for a collect 
tion agency is the laziness of 


businessmen in setting up their a 


honest 


counts. People are basically 
95% of chents pay their premiums 
‘The will be 
troublesome. 1% of these trouble 


some accounts are dead beats. 4 


promptly. other 5% 


are either poor money managers or 
hardship cases. 


Company's Fault 


ne cant entirely blame the 


agents for poor collection habits be 
cause in many the 
panies have encouraged such habits 
by long extension of credit. Credit 
and collections go hand in hand. The 
agent must know what credit is an 
know 


Instances com- 


should extend it 
probably extends more 
other 


when he 
since he 
credit than any businessman 
in the world. 

Credit is the power or ability to 
secure gor «ls Or services in exchange 
for a promise to pay later. It has 
two basic characteristics. The first 
is futurity—that is, the assured is 
going to pay at some later date. 
Second—there is an element of risk, 
this is the risk that the agent will 
not collect his money. Credit is a 
phase of marketing that can be used 
to sustain and promote distribution 
and consumption of our product 
“insurance.” Without it, circum 
stances may preclude the manufac 
turer, contractor, merchant, tarmer 
or the emploved or pensioned from 
buying the desired, ves, 


vitally 


1 
even ti 


needed pre ‘tection ottered 
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(One of the ditheul 
ior me to unde rstand 


philosophy of credit 


most 


as something that 

lavor that we extend 

It is no longe1 

by the assured 

ice sold and not a aske 
In business it 

that the 

Is In 


favor 
has often been 
vreatest profit opportul 
using other people’s 
merchandise and credit 

Huences the bu pur 

lurable good ne in preference 


to small put 


durables 

which usually 
ep vo34 

\pphance dealers, 


will sell a 


are mad 
on hand. 
ample, stove and will 
collect $5 or S10 a week or 


thus 


account‘ 


i 
he beats the liquor dealer out 


Ol » weekly bottle of bourbon 


Life 


Insurance Companies | 


] | 1.1 
hack that month 


premiums cou 


foun 
some years 
ment of 
their business considerably, 
nessed by the growth of 
system employed by many 
major companies 


Functions 


Credit is mediums of 
then 

\gain, the 
the world’s 


It is estimated that 


one ot the 
lirst was barter, 


money, and now credit 


exchange. 


insurance 


biggest creditors 


agents 


are 


done on 


cle pends 


that 


99% of our business 1s 


credit. Success or failure 
upon the credit 


is employed 


management 


Credit 1s as las the 


to pay. 


SOUT 


promise 
Both creditors and debtors 
are vulnerable to misjudgmet 

credit management or 


management are invariably 


of agency 


IMmiportant Ce 


make 

account that was ove 
One, certainly, 
Many 


one 


to pay 


. , 
TALC 


I 


compames 1n 


( 


; “9 , .% 
result he extended Oonsiderabie 
credit 
those twenwtles, 


he had a great deal of difficulty 


among the movie colony In 

1 
Gays, mm the roaring 
7 witl 


top 


some ot the 


Just Common Sense 
What 
the popularity that the person 1s 


enjoving at the n 


Im trving to poll is that 


adoes not 


necessarily mean that he ts going to 
} 


his bills, or that his character 


is good. It isn't hard to 


the honest from dishonest, the 


pay 
separate 
frugal 
from the extravagant, the abstainers 
from the drinkers and yvamblers, 
It’s 
minutes 


the moral from the immoral. 


common sense—a few 


spent with the assured will usually 
bring out either the good or the bad 
as his character 1s concerned 
} 


as far 


If an agent has a large account it 
might be advisable to have a credit 
report run to determine its ability to 


pay. 


Second of the three C’s is ( 


\ debtor must hay noug 
capital to fi 


rhitey 


: 
h quick 
expectec 


volume of intends 





Collection Campaign ntinued 


Che 
especially important 


third is ¢ This 1s 
case oO} 


emploved — clients employed 


purchaser in mat nees 1s buy 
nearly everything he has on 


job and 


ing 
time. He must have a good 
the capacity to pay his bills 

Now with the aid ot 


let’s set up 


“y 


three C’s 
that | 
Kirst, 


l credit quations 


think are very hel good 
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TULSA, OKLAHOMA 


\ multiple line company 
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character plus good capacity plus 
good capital Is a top credit risk. 
Second in order | would place a man 
of good character plus capacity, 
account 
will almost always pay his bills. It 
little but he 
Third: good char 


minus capital. This type of 


take him a 
will always do it. 


may time, 


acter, with good capital, but with 
very little capacity. In this category 
one could probably place a_ retired 
risk. This type of credit risk must 
be watched because 
over the years the capital tends to 


dwindle away. 


very carefully 
Fourth: good capac 
ity, good capital but of doubtful 
character. In this category I might 
place a former client who unbeknown 
to me was an ex-convict. I had him 
on the books for a couple ot years 
and he paid his bills. The third year 
we had considerable difficulty get 
ting our premium. He made life 
miserable for us. When we found 
out about his background, we de 
cided it would probably be best to 
cancel him 
appeared he 


Particularly when it 
was reverting to his 
activities 


shady past 


Difficult Problem 


Sometimes we have people of good 
character, who in years gone by have 
had good capital and good capacity, 
but due to illness or financial re- 
verses we find their character still 
good, but both their capital and their 
capacity on the short side and this 
presents a very difficult problem for 
us to work out. One of my friends 
and clients got into me for about 
$1,200 over a period of two years; 
he kept getting further and further 
behind in his account. Finally, when 
the hand writing was on the wall, we 
conierred and decided that we should 
cancel and 


coverage 


rewrite on a minimum 
He gave me his 
word that he would do the verv best 
that I wasn’t hurt 
he has done this. Re 
cently I went to see him 


basis. 


he could to see 
Believe me, 
He was in 
such sad physical and financial con 
dition that I couldn't help but dig 
down into my pocket and come up 
with another $50 to tide the family 
over for a few days. These are the 
kind of problems that from a cold 
blooded standpoint 
should readily be able to meet, but 
sometimes the human element enters 


business one 


into our lives and we have to go 
along and try to help some of our 


old 
cases where extension of credit has 
to be considered as a form of charity. 

Now let's get down to the prob 
\When an agent 
extends credit he must realize that 


he is in 


friends. This is one of those 


. ; 
lem of collections. 


other 
creditors when it comes to collecting. 


competition with 
In other words, a collection program 
must be a good sales program. Col 
lections are dependent on two tac 
tors l‘irst the personal economic 
condition of the This is 
something that one can determine 
by the application of the three C’s of 


assured. 


credit. Second the general economic 
conditions of the country, 

The problem to be concerned with 
in collections is the credit squeeze 
[here is real doubt that the money 
managers in the financial capitals of 
the world can control credit. For 
the first time in history, a major 
power, Russia, is not interested in 
the least in helping the rest of the 
world control inflation. The credit 
squeeze is not solely a question of in 
terest rates, which have been going 
up, but also the actual availability of 
credit. When I took economics in 
college | was told that banks should 
never loan more than 55% of their 
Today, ten of the largest 
banks in the United States are 60% 
loaned up. It is wonder that 
lending institutions are being more 


assets. 
any 


selective in making their loans. 

Another factor that disturbs me is 
that capital expenditures are run- 
ning considerably in excess of capital 
formations, and I mean by that, sav- 
ings. In the long run these two fac- 
tors must balance out. 


Increasing Casualties 


Increasing business casualties are 
apparent, particularly among small 
businesses. This is because of tough 
competition, rising labor, and mate 
rial costs. It takes capable, com- 
petent business management to sur- 
vive in this day and age. That goes 
not only for clientele, it goes for 
the agent’s company too. Another 
factor that is somewhat alarming is 
the matter of inventory accumulation 
and plant expansion. These two 
have helped keep the “bloom on the 
boom,” but the trend may reverse 
on short notice and if it does there 
may be a temporary business slow- 
down. This may come as a surprise 
to some assureds and companies with 
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the “bloom off the boom.” 


problems will increase 


Collection 
sharply. It’s 
time now to get started on a collec 
tion program. 


Probably the 


bringing “slow 


for 


into 


method 


accounts 


best 
pay” 
line is the budget payment plan 
Notice, I say budget payment plan, 
not premium finance plan. Assureds’ 
preter to premium 
rather than finance \hen- 
ever possible, let else 
as creditor, 
or the 
like company 
I have 


budget their 
them. 
someone act 
Afco 
don't 
programs 
them 


such as the banks, 


companies. I, for one, 
collection 
resisted and | 
to resist them and | 


them 


always 
will continue 
will not 
solutely 
feel this way Is, 
any of the 
should decide 
ers and they 
premiums, the 


use unless it is 
The 
I think, 
insurance 
to become 


ab 
necessary. reason | 
obvious. If 
companies 
direct writ- 
are already 


conversion 


collecting 
would be 
a relatively simple matter. Direct 
collection by the along 
with continuous are 
the which force 
the Agency Svstem com 
panies into the direct writer class. 


companies, 
form policies, 


two factors could 


American 


Additional Cost 
Whenever 


premium 


does 
his own 
funds, there things to 
think about: increased clerical cost. 
hookkeeping, 


the agent 
financing with 


any 


are a few 
statements, phone 
calls, and oftentimes personal calls 
are necessary in order to keep the 
account current. One of the most 
popular budget plans used by agents 
is one-third down, one-third in thirty 
days and the balance in 
This is the method 
when | finance an 
all my 
day 


davs. 
that I prefer 
account. It gets 
within the 
I’m alwavs 
assured. However, 
instances where I vary 
this tvpe of program and_ possibly 
get one-fourth down and a fourth 
in thirty davs and until the 
premium is paid. agents even 
go so far as to postpone the first 
payment until thirty davs after the 
inception date of the policy. 

Sooner or later the economic tide 
is bound to turn. When it does, the 
client may not be able to make his 
first pavment and that’s when the 
agent is going to find himself having 
to make Shall | 
or shall I stav on the risk? After he 
has the for 


n the next paae 


sixtv 


money in Sixty 
and 


my 


period well 
ahead of 


there are 


so-on 


Some 


decision, cancel 


stayed on risk 


(Continued ¢ 


more 
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To help you profit 


THIS MODERN 
i HOMEOWNER 


which half 
of 

your home 
is 


insured? 


in the drive to 


YOUR HOME 


is the 
INSURANCE = 
on your 
Youp 5 a ed 
its up has 


"Ale 


“insure to full value” 


Homeowners coast to coast are being told of the need to bring their insurance 
in line with the increased present value of their homes. The 
of Fire Underwriters is giving the insure-to-full-value theme a big push on 


National Board 


TV and radio. A trend to bigger policies and premiums is shaping up. 
How much of the new business being generated will you secure? 

It depends on how well you tie in! Already you have the names of many 
homeowners who are under-insured today —right in your expiration files. But 
you must keep telling these prospects that you're alert to their needs, and pre- 
pared to serve them with the finest insurance protection that money can buy. 
The Home Insurance Company gives you the selling aids you need—brand 
new material that forcefully states the case for increased protection. Window 
posters, mailers, counter leaflets, newspaper mats, 


radio commercials are 
yours for the asking from your Home field man. 


Ask him for them today—and put them to work right away. 


THE HOME 


ORGANIZED 1853 
(Sausurence Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE -+- MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 





Collection Campaign—Continued 

than sixty days he realizes that he 
probably should have cancelled long 
before. I well remember a manufac- 


turer who had some $4,000 in premi- 


ums due. | along with him, 
[ still hadn’t 
told him I 


once so he 


went 
and after ninety days 

received any money. | 
had to have a check at 
sent me $150 and told me he would 
have some more in two weeks. Three 
weeks later I called him to tell him 


we hadn't received the promised 
payment, 


“Well, I’m 
for you next 
I got another $150 the fol- 
week. About sixty days 
got off the risk, after his 
repeated promises to send checks 
were never fulfilled. Another agent 
picked up the account. Six months 
later the assured went bankrupt. I 
wonder how 


agent lost ? 


said, 
I'l] have some 


and he 
SsOrry, 

week,” 
lowing 
later, | 


much my_ successor 


If an agent asks a client to sign a 
note when he finances his premium, 
should be that the 


the agent sure 


note includes the right to cancel the 
policy and retain the unearned pre- 
mium to pay the balance due him. 
[ have heard of several instances 
where agents have found themselves 
involved in malpractice actions when 
losses have occurred after policies 
have been cancelled. The agent has 
no right to cancel the policy; a note 
for an indebtedness does not give the 
agent the right to cancel the policy 
unless his note gives him that right. 

When an agent finances premi- 
ums through a bank or other lending 
institution he should make certain 
the loan is made on a non-recourse 
basis. In other words, he shouldn't 
guarantee his client’s note. If the 
agent carries the account himself he 
must make sure that his charges are 
within the legal limit. 

Following are the composite col- 
lection recommendations of ninety- 
six insurance agencies: 

1. When the sale is made, get a pay- 
ment commitment. Ot course, try 
to collect full premium; if impos- 
sible, get a payment commitment ; 
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this holds true for new or renewed 
business. Follow through with the 
three C’s credit extension I have 
suggested, make sure that the risk 
is of good character, find out about 
the capital and, of the 
capacity. 

2. Invoice and mail the policy. If 
the assured has already paid the 
premium, receipt the invoice. If he 
hasn't, let it be known that the pre- 
mium is due the date the policy is 
effective. Try to put over the point 
to him that it is C.O.D. and he 
should send a check by return mail 
unless other payment arrangements 
have been made. If the check is not 
received, send out a month-end state- 
ment. In our office, if the policy is 
written on or before the twenty- 
fourth of the month, our client gets 
a bill on the first of the following 
month. 


course, 


If the premium isn’t paid 
within fifteen days a follow-up notice 
is mailed. 


Dog System 


In my office I use what we call 

the dog system; however, the form 
is relatively unimportant as long as 
it is a cordial one. The first “dog” 
reads as follows: 
DOG-GONE—if it ain't gettin 
urgent URGENT: Insurance pre- 
miums are due when the insurance 
begins, and must be collected prior 
to end of grace period to avoid 
disturbing your protection. There- 
fore, Please send us $.... at once 
(which is probably what you were 
just about to do, anyway). Many 
Thanks. 

I use a colored form for this and 
it does get pretty good results. If 
the payment isn’t received within 
seven days I send the next “dog” 
and it reads: 

DOG-GONE—if it ain’t Time to 
remind you again, that we need a 
check for $..... 


Five days later if I have no reply 


I call the assured. When I make 
my call I am faced with a decision 

[ either have to get off the risk or 
get something on account or else 
be charitable minded and extend 
credit, and expect some credit losses. 

It is hard to procure new busi- 
ness, so as a result we all hate to 
lose commissions that we might 
make on the difficult-to-collect ac- 
count, but believe me, it is the 
“difficult-to-collect account” that is 
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costing money. I’m beginning to be- 
lieve that the “‘difficult-to-collect” 
is one that some other agent should 
write. 

If the system that I’ve outlined 
is followed, an agent will be 
below the United States 
credit loss of 14 of 1%. 
it is less than 49 of iG. One agent 
told me that he lost a 
dime on collections and I might add 
that he has one of the largest agen- 
the West. Another agent 
told me that his collections averaged 
about ten days. 


well 
average 
In my office 


has never 


cies in 


Premium Volume 


Premium volume collection is 
actually selling the client that the 
insurance agent needs his money 
worse than other creditors because 
this product is more important to 
him. In talking to an assured over 
the telephone use a_ positive ap 
proach, let the client know that pay- 
ment of his 
portant to 
never 
hasn't 


im- 
must 


account is 
him. An 
that the reason he 
received his money is the 
client’s inability to pay. Most peo- 
ple are proud and don’t like to admit 
that they are short of money. Some- 


most 
agent 


assume 


times they will tell why they cannot 

pay or are slow in remitting. 
Other times when they are short 

of money they'll pull the gag that 


one of my _ substantial accounts 
pulled on me_ sometime ago, 
“Straighten out my statement and | 
will pay you.” When I returned to 
the office | asked my bookkeeper to 
straighten out Mr. X’s statement. 
She said, “Gee, I have straightened 
it out with him several times.” | 
then called my client’s office and was 
told that he had just left town on 
a business trip and wouldn’t be back 
for a week. The following week | 
talked to him again and was again 
told, “By gosh, you've got to 
straighten out that statement or I’m 
not going to pay it’ and I asked 
him what was wrong with it and he 
said, “Well, you talk to my book- 
keeper” and I said, “Put her on the 
line,” and he said, “I can’t, she just 
left for a two week vacation and 
you're going to have to wait till she 
gets back and let her straighten it 
out with you.” 

When two weeks had gone by 
had been 
straightened out so he sent us his 


his money _ shortage 
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check—later at a baseball game he 
told me that things had been real 
rough the past month and he had had 
considerable difficulty with his collec- 
tions. | kidded him and asked if that 
was the reason he hadn't paid me 
and he laughed and said, “You 
guessed it Bill.” 

Another effective method of get- 
ting money in is the personally hand- 
written note. Most of the agents 
I have talked to feel that the hand- 
written note attached to the monthly 
statement is the best. Some of them 
thought the note should go on the 
second statement, that is, after the 
policy was thirty days old. Make it 
something cordial like please, or 
thank you. “Thank you” is one of 
the phrases that seems to bring the 
best results. 
irritated 


It is difficult to become 
with someone who says 
“Thank you.” 

Uncollectable receivables mask the 
true condition of an agent’s business. 
When he has a lot of delinquent ac- 
that and 


still carries them on the books as 


counts are uncollectable 


accounts receivable, he is only kid- 


ding himself because neither he nor 
his accountant the true 
Uncol- 
gotten 
off the books no matter how much 
it hurts 


will know 
condition of the 


lectable receivables should be 


business. 





THIRTY-FIVE JOIN 
THE NATIONAL COMMITTEE for In- 
surance Taxation has added thirty- 
five more insurance companies to 
its membership roles since the start 
of 1957, increasing its total member- 
ship to three hundred five, according 
to Harry B. Madsen, executive sec- 
retary. 

“The increasing number of com- 
panies joining this movement tndi- 
cates a growing recognition of the 
need for an equitable basis for fed 
eral taxation of stock companies as 
compared with mutuals in the fire 
and casualty insurance fields,” Mad- 
sen said. 
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ALES 


GLANTS 


from other Fields 


Attic Adventure 


M. B. Massol 
Publisher, Oral Hygiene 
Publications 


IGURATIVELY — SPI 
been up in the attic, 
ager told his crew wl 


at the home office tot 


meeting 


a salesman- 
» had gathered 


a veneral sales 


Rediscovering 


Phen he 
rummage in the attic when you were 
a kid? Of course vor 


likely 


went on to ¢ xplain “Ever 


1 did! 


\nd you 
loved it. You find things you 


had completely forgotten—and were 
mighty glad to see again 


~s 


\nd you 


found things entirely new to you 


things you had never seen before, 


because your folks | stowed them 


awav when vou were too voung to 


be CONSCIOUS ot t] €11) 


ot these treasures never 


ack in the attic, did 





‘After you've been with us a while longer 
what odds you're 
make a = sporting 
sharpies in the actuary 


learn—no matter 
given—never 
wager with 
department 


you'll 
never to 
those 
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they? After all the vears they had 
acquired new value. Years ago, your 
folks hadn't appreciated them. The 
same was true of things you yourself 
had stored away. Your folks and 
you yourself wondered why you had 
ever even dreamed of discarding 
them.” 

The sales manager stopped talk- 
ing, reached for a glass of water, 
drank it wit! deliberation, 
waited a minute or two, prolonging 


sk WwW 


the suspense. Then he started to talk 
again. 


Old Files 


“Wondering what I'm getting at? 
Well, let's get on with it. The truth 
is, of course, | haven't been up in 
attic. You 
said [ had been up there only ‘fig- 
uratively speaking.’ 


any may remember | 
But I have been 
exploring our old files—files of our 
old manuals, bulletins, 


magazine advertisements, direct-mail 


sales sales 
pieces, anything and everything hav- 
ing to do with your work and my 
work 

“The experience was almost as 
thrilling as an attic adventure. 
Thrilling or not, | am confidently 
hoping it will turn out to have been 
a profitable expedition into the past 

into what is an unknown land to 
some of you younger men.” 

Phen he asked someone to darken 
the room so he could project slides 
he had made of 
treasures. 


Shine Up the Old 


some of his attic 


“Perhaps you have 
that the 
talking about are old 


guessed by 


now ‘treasures’ I've been 
sales points 
tired of 


got itchy for new 


we had discarded—we 
them, that’s all, 


got 


spiels. Now let’s discuss each one 
in detail and see if there is any rea 
son why we shouldn't resurrect it 

and 


shine it up a bit perhaps put 


it to work once more. Remember, 
not one of these sales points was 
discarded because it didn’t help sell 
eoods ! 

“Sometimes we get tired of our 
own sales points quite a while before 
they have really penetrated our cus- 
tomers’ minds.” 

Condensed from ‘Dental 


giene Publications, Inc 
burgh 22, Pa 


Business,” Oral Hy 
, 1005 Liberty Ave., Pitts 


Sales Training Booklets 


A cartoon-illustrated booklet series 


is being issued as a new sales 
Intended as a continuous and 
painless adjunct to the sales training 
program, the booklets 


each specific techniques on 


aid. 


include in 
issue 
such subjects as how to plan a sale 
in advance, getting more information 
about prospects, dealing with price 
objections, finding 


new customers, 


servicing accounts, building a pres- 
entation and handling complaints. 
Entitled Selling Knacks, the booklets 
are published by The National Sales 
Development Institute, 100 Garfield 
Avenue, New London, Connecticut. 


New York Life Reports 
On Magnetic Tapes 


For the first time in life insurance 
history individual policy records on 
magnetic tapes have been used by 
New York Life to determine the 
company’s legal reserve liabilities, 
which amounted to more than $4,- 
500,000,000 as of December 31, 1956. 
The the magnetic tapes 
covered 4,500,000 individual 
life insurance policies in force with 
the company. The data-filled tapes 
were processed by the IBM 705 


electronic equipment installed last 


data on 
some 


vear. 


Centennial Year For 
Northwestern Mutual 


A year long program of activities has 
been planned by Northwestern Mu- 
tual Life company to 
celebrate its centennial year which 
started March 2. As the 
features, a history of the company 
will be published late in 1957, 


Insurance 


one ot 
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OWEN E. BARKER 
President American Institute of 
Marine Underwriters 


HE AMERICAN HULL Insurance 
‘aaa, owes Its existence to 
governmental inspiration flowing 
directly from a study of the capacity 
and scope of the American Marine 
Insurance Market made in 1919 and 
1920 by a committee of the House 
of Representatives, and is an out 
standing execption to the laws that 
We take 


this responsibility of group under- 


affect operating as a group. 


writing very seriously, but the out- 
additional 
provides 


side market and 


international competition 
quite an effective check and balance 
system——which is just as it should 


be. 
Tremendous Growth 


The syndicate, which commenced 
1920, with an 


underwriting capacity of $2,500,000 


operations on July 1, 


has grown so that today there are 


eighty-five subscribing companies 
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the american 


marme 


marke 


with an underwriting 
$7 000 000 per 


Capacity otf 
vessel. For the first 
twenty-five vears of its existence, 
\meri 
1945 its opera 
tions were expanded to include hulls 


the Syndicate insured only 
can-flag vessels. In 


of other flags 


The affairs of the Syndicate are 


in the hands of the manager, who 1s 


g 
a full-time executive deriving his 


powers from the board. The mana 


ger is the senior underwriter and 


also Chairman of the board 


The combined capital and policy 
holders’ surplus of the subscribers 
approximates = $2,700,000,000, and 
the capital 


more than $6,500,000 000 


combined total 


assets 


gv of the 


In the actual underwritin 
Svndicate, the meets with 
offer 


He 


determines 


manage 
the broker and entertains all 
new business or renewals 
the 

terms he 


ing’s 


discusses risks and 


what will recommend to 


the rate which meets 


the situa- 


committee, 
weekly. If the urgency of 


tion requires it, the manager will 


convene a meeting of the underwrit 


ing committee in the interim be- 


tween meetings of the rate committee 


his committee is composed of nine 


members of the board of Manager®rs, 
thoroughly experienced underwrit- 


who because they are also mem 


bers of the 


ers, 
rate committee can 
exercise the power of that committee 


] 


to assure quick a by the Svndi 


cate. 
\ll losses are settled by the Syndi 
behalf of its 


There is a competently staffed loss 


cate on subscribers. 


department headed by an expert- 
enced manager who ts also a fully 
In the 


manager ot 


qualified average adjuste1 
that the 
the Syndicate may call upon his un 
derwriting the 
loss manager call on his loss commit 


same manner 


committee, So may 
tee. 

Since the inception of the Syndi 
the 7 
management 


cate, continuing aim of its 
has been to provide a 
competitive, stable and continuous 


n+ j n +he xt paage 





Marine Market 


market for vessel owners. For the 


first quarter century, this aim was 
directed at the 


since the expansion 


\merican owner and, 
ot its operations 
to insure interested owners of other 


countries, this aim has been broad- 
ened 


The 


writing 


Syndicate’s basis of under- 
gives appropriate recogni- 


tion, by way of reduction in rates, 
to fleets with good records and, con- 
versely, increases in rates to those 
with poor records. The Syndicate’s 
method of undet not 
involve the use of a formula because 
account is rated on its indi- 
characteristics 


writing does 
each 
vidual merits and the 
of that particular management and 
msid 


y 
| 


operating personnel are duly 
ered and welghe 

\merican 
United States 


| his Associa- 


Closely allied to the 
Hull Syndicate is the 


\ssociation 


eanization owned 


Salvage 
tion 1s a separate o1 
and operated subscribers to 
the Syndicate. Its personnel includes 
men with the highest technical qual- 
ifications—botl 
tical 
idvice are 


theoretical and prac- 
and 
always available for the 
benefit of the 


when and as requested 


1 


and their knowledge 
Syndicate’s assureds 
To date, 
this aspect of its operations has been 
mostly used by American assureds 
but, in course of time, it is hoped its 
influence will expand. It currently 
has its own offices in all the principal 


seaports in the United States, Van- 
(British Columbia), and 
London; with representatives else- 
where in Canada, Europe, the West 
Indies, South America, the Far East, 
South Africa, India and Australia. 

The relationship between the 
Syndicate and the United States 
Salvage Association has an- 
other effect for both 
assured and Syndicate. It enables 
the Syndicate to keep “on top” of 
losses and to carry realistic reserves, 
thus eliminating to the greatest de- 
gree possible the presence of uncer- 
tain loss potentials for many years. 
This policy also puts the underwriter 
and broker in a position to regard 


couver 


also 


beneficial 


the account under consideration with 


more certainty and results in a 
smoothing of the “‘peaks and valleys” 


in the rate pattern of the fleet. 


Testing of Rates 


Although the Syndicate is the 
principal underwriter of the United 
States’ fleets, a portion of the hull 
insurances on such fleets customarily 
is insured in a competing market. 
United States owners and brokers 
have made it a practice not to place 
their entire coverages with the Syn- 
dicate even though, with one or two 
exceptions, it provides capacity more 
than adequate for amounts required. 
This provides a continuing competi- 
tive testing of rates and a knowledge 
gained of more than one market, 


thereby assuring both the owner and 
broker a full measure of competitive 
protection. 

These same considerations un- 
doubtedly have prompted the placing 
of lines with the Syndicate on many 
fleets of other than United States 
ownership, thus affording the advan- 
tages of market diversification. 

Facing the current facts of our 
market, we find that the famous 
cvcle has been operating with the 
result that we found ourselves on 
the down side in 1956. The change 
was all the more severe since we 
have become accustomed to rather 
satisfactory results over a period of 
vears. Several total losses were ex- 
perienced as well as an unusual num- 
ber of other severe claims, and too, 
there was the ever-present problem 
of increased ship repair costs. 

The principles and aims of the 
Syndicate have been, and shall con- 
tinue to be, to provide the ship- 
owners of the world with protection 
based on financial integrity and un- 
derwriting stability ; to grow and to 
increase its book of hulls of all flags: 
to consider each fleet on its own 
merits; to quote rates, terms and 
conditions, equitable both to assured 
and to itself; and to underwrite its 
fair share of business commensurate 
with its position in the United States 
marine insurance market and in the 
international marine market as a 


whole. 





how fast is PROMPT? 


“In our case it’s fast enough for many insurance agents 
to choose Norfolk and Dedham first as the company 
that pays claims promptly and fairly ... a mighty 
important consideration in selecting any 

company. This important “promptness,” 

plus a complete range of modern coverages 

makes Norfolk and Dedham a wise 





Attractive contracts ovail 


able to qualified agents 


Phone or 


write today 





FIRE and Allied Lines 





"A MULTIPLE LINE COMPANY" 


. ” 
recommendation to your customers, 


says HOMER 


Comprehensive AUTO FIRE, THEFT, COLLISION 
HOMEOWNERS POLICIES where permitted by law 
INLAND MARINE and Miscellaneous Casualty 


AUTO LIABILITY 


NORFOLK AND DEDHAM Mutual Fire Insurance Company, DEDHAM, MASSACHUSETTS 
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EXCESS 
LIMITS 


WILLIAM T. FEE, 
Res. vice president 
Employers Reinsurance Corporation 


NE OF OUR main problems is 
te bnt It has become such a 
habit that we sometimes forget how 
serious it is. 

According to the First National 
City Bank letter of February, 1957, 
“the dollar has lost nearly one-third 
of its purchasing power in the past 
ten years.” It has been calculated 
that for a person to have conserved 
the purchasing power of a one dollar 
bill from the period immediately fol- 
lowing World War II until now, he 
would have had to invest at 3.62% 
compound interest. Remember, this 
rate of compound interest was nec- 
essary just to stay even in purchas- 
ing power. 

In 1944, factory workers wages 
reached one dollar per hour for the 
first time. In September, 1956 they 
equalled two dollars an hour for the 
first time. The AF of L-CIO both 
hailed the attainment of the two 
dollar level but now look forward 
to the three dollar level—not the 
ultimate goal but “the next most 
convenient spot on the road ahead.” 

The U. S. Bureau of Labor Sta- 
tistics reports that in the current 
year, five million workers will get 
automatic wage under 
contracts signed in 1956. 
In addition, roughly 3.8 million 
workers will automatically receive 
raises geared to the increases in con- 
sumer prices. Consumer prices go 
up whenever “productivity”—the 
efficiency of men and machines- 
does not keep pace with wage in- 


increases 
1955 or 
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creases. Between the years ‘47 and 
55 productivity rose on an average 
of 3% per year. Last year it rose 
14%4% and the over-all 
stability of prices which had pre- 
vailed 1952 upset. We 
are in a new inflationary cycle and 
| believe it will continue for some 
time. 


by only 


since was 


It is quite evident from the terrific 
increase in the frequency and sever- 
itv of excess losses reported to my 
corporation during the past year that 
the juries, by awarding extremely 
high verdicts have given much more 
than due consideration to the infla- 
tionary trend. 

This trend hits the reinsurance 
companies disproportionately. For 
example, let us assume that a given 
case a few years ago would have been 
settled for $11,000. The reinsurer’s 
loss over a $10,000 retention would 
have been $1,000. The same case 
today would cost $16,500, an in- 
crease of 50%. The reinsurer’s loss 
is increased not 50% but 550% from 
$1,000 to $6,500. 
limits under financial 
responsibility laws combined with 
high jury awards have caused an 
ever increasing trend toward higher 
limits writings by all companies in 
the business. High limits have a 
direct bearing on the average cost 
of claim settlements. This is a natu- 
ral result as companies hesitate to 
throw themselves on the mercy of a 


Increased 


jury when their policy limits are 
high. They, therefore, are willing to 
settle claims for larger amounts than 
they would under lower limit poli- 
cies. 


The full effect of the lastest infla- 
tionary spiral has not been felt by 
the primary companies or their re- 
insurers because of the fact that the 
more serious cases take so long to 
settle. My company’s records show 
that such claims take from three to 
five years to mature so that we will 
be paying for many 1956 accidents 
during the years 1959 through 196] 
and we will be paying on the basis of 
the price level in 1959 and 1961 
rather than the current price level. 

Many insurance men are saying 
publicly that 1956 the most 
disastrous year underwriting-wise in 
the casualty Certainly 
when combined with the unfavorable 
results in the fire field 
largely to inflation-——this 
be true. The Alfred M. Best Com- 
pany reports that hundred 
twenty stock fire and casualty com- 
panies suffered an underwriting loss 
in 1956 of $80,478,000 compared 
with an underwriting profit in 1955 
of $136,542,000. 
write over 50% 


Was 


business. 


due 
seems to 


also 


one 


These companies 
of the total business 
underwritten by all stock carriers 
and are reasonably representative of 
the industry as a whole. The loss 
ratio increased 4.9 points to bring 
the combined loss and expense ratio 
to 100.8%—the first time since 1932 
that it has exceeded 100%. 
Insurance companies 
charitable organizations. Under- 
writers hired to select risks 
which will earn profits for their 
company. We know of an under- 
writer who by allowing just one 
policy to be issued with $100,000 
200,000 limits covering a jalopy 
(Continued on page 130) 


are not 


are 
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PARAMOUNT 


SAN FRANCISCO, CALIFORNIA 
PHILADELPHIA, PENNSYLVANIA 
SKOKIE, ILLINOIS 
ATLANTA, GEORGIA 





COMPANY 
MANAGERS 


INSURANCE 
AND 
REINSURANCE 


Burglary Insurance—from page 31 


against damage, one by vandalism or 
malicious mischief and the other by 
robbery, burglary, safe burglary or 
robbery of a watchman. This new 
broad form storekeepers policy can 
be considered a junior 3-D and it 
should have considerable sales appeal 
to the small merchants for whom it 
is intended. 

In May of 1956 the broad form 
personal theft and the personal theft 
policies were introduced to replace 
and supersede the prior residence 
and outside theft and householders 
limited theft policies. These new 
contracts were developed primarily 
to assist producers in fully exploiting 
the sales possibilities of an expanding 
market. It was felt that despite the 
trend toward “package” policies that 
the market for individual policies 
would continue to flourish and grow. 
The new broad form personal theft 
policy, which replaced the residence 
and outside theft, is broader in a 
number of ways. The most impor- 
tant change is the inclusion of “mys- 
terious disappearance” as an insured 
peril. The residence and outside 
theft policy stated that “mysterious 
disappearance was presumed to be 
due to theft,” but courts had held 


this to be a rebuttable presumption. 
\n article is now covered if the cir- 


cumstances of the Joss are mysterious 
and cannot be explained. ¢ ff prem- 
1Ses coverage is now world-wide 
where previously it had been limited 
to the Western Hemisphere. The 
on premises coverage has been made 
to apply automatically when the 
named insured moves to new prem- 
ises whereas the prior contract  re- 
quired due notification to the com- 
pany. Off premises coverage on 
property unattended in automobiles 
is automatically included where the 
former contract required endorse- 
ment for an additional premium. The 
other major change was to afford 
coverage for property in charge of 
a carrier for hire, 

The new personal theft policy re- 
places the householders limited theft 
and it too 1s broadened in a number 
of ways. Off premises coverage has 
heen made world-wide; coverage 
now applies automatically when the 
named insured moves to new prem- 
Ises ; Coverage on property in charge 
of a carrier for hire is included: the 


Best’s Fire and Casualty News 





sub-limit of $250 on jewelry, sterling 
silver and furs has been eliminated 
and the insured may now select the 


amount of insurance applicable to 


these items and another amount to | 


apply to all other property ; 
premises limit of $250 is eliminated 
and the same amount of insurance 
now applies both en and off prem 
ises; the sub-limit for money is in- 
creased from $50 to $100 and _ for 


securities from $250 to $500. 


Blanket Crime Policy 


This brings us up to the present 
moment in our examination of 
changes and modifications of policy 

finished 
there will 


contracts, but we are not 
Effective May 29, 1957, 

be introduced a blanket crime policy. 
This new contract is similar in form 
to a financial institution blanket 
bond, and it will be available to com- 


mercial and industrial firms. It 1s 


a package policy that has been 
adopted by the National Bureau o! 
Casualty Underwriters and th 
Surety Association of America anc 
it affords coverage for emplovee dis 


honesty, loss inside premises, loss | 


outside premises, money orders and 


counterfeit paper currency, «and 


depositors forgery. There will be a | 


single limit of insurance applying 
across the board to all coverages. Al- 
though none of these separate cover 
ages may be increased, decreased or 
eliminated from the package, addi- 
tional protection of the type covered 
under any of the insuring agreements 
will remain available under a sepa 
rate bond or policy. 
dishonesty 


coverage 


The emplovee 

agreement will afford 
similar to that available 
under a primary commercial blanket 
bond. The loss inside and loss out 
side premises agreements will corres 
pond to a broad form money and 


securities policy, the money orders, 


counterfeit paper currency coverage | 


will be similar to that available by 


endorsement to a 3-D; and the de- 


positors forgery coverage will be 


similar to that of a depositors forgery 


bond. Concurrent with the introdue- | 


tion of the new blanket crime policy, 
the primary commercial — blanket 
bond ; the blanket position bond ; the 
money and securities broad form pol- 
icv ; the money orders and counter- 


feit paper currency coverage ; the de- 


the off | 


American 
who was 
ON THE SPOT! 


When an American salesman smashed 
his car in Bordeaux, he was desperate. 
He needed another car, in a hurry — 
and he wanted an American one. 

He heard he could get an American 
car in Geneva — if he could pay $3000 
in U. S. currency. He mentioned this 
to the insurance agent when he re- 
ported his crack-up. 

The next day he flew to Geneva, 
went to a bank — and walked out with 
3000 U. S. dollars! 

How come? His car was insured in 
America through his regular broker, 
by American International Underwrit- 


ers. AIU’s Bordeaux agents serviced 
the claim on the spot and their Paris 
office cabled AIU in New York. AIU 
deposited $3000 in Geneva the same 
day, to be released upon policyholder’s 
identification. 

On-the-spot service is simple—when 
you have a network as vast as AIU. 

For the producer, handling foreign 
risks through AIU is equally simple. 
Specialists will tailor policies to your 
client’s needs, and to the laws of the 
foreign country concerned. Terms and 
language are American. Claims are 
paid in the same currency as the 
premium. This includes U. S. dollars 
where local laws permit. 

Only 262 of American brokers in- 
clude such coverage in their portfolios. 
Yet this alert handful is harvesting 
millions annually in commissions. For 
American private investments abroad 
now top the 20 billion dollar mark, 
and this is still going up. 

Remember, you don’t have to be an 
expert to handle foreign risks. Take 
them to Al1U—and AIU is your expert. 
For full information and literature, 
write to Dept C of the AIU office 


nearest you. 


AMERICAN INTERNATIONAL 


UNDERWRITERS 


New York 
Dallas 


(Continued 


on the next page) 


Boston 
Houston Tulsa 


Detroit 
Seattle 


New Orleans 
Los Angeles 


Miami 
San Francisco 


Washington 
Denver 


Chicago 
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MORE A&H 
SALES POWER 


FOR YOU 
with improved 


Check these new features on Major Medical: 


e Three deductible/maximum benefit combinations 
($300/$5,000, $500/$7,500, $1,000/$10,000) 

e No hospitalization requirement 

e Renewal premiums on level basis 


Read this in the MM Contract —“The Company will 
not terminate this Policy, by refusal to renew or by cancellation, 
solely on the basis of a change in the physical condition of any 
person after he became a Covered Person.” 


Also see the new hospital policies — new rates — improved benefits. 


Get the full story. Call your nearest Connecticut General office 
or write Connecticut General Life Insurance Company, Hartford. 


@eS> CONNECTICUT GENERAL 


MM 2369-90: FH 2365-67: IH 2376-78 








as expressed through American craftsmanship 


CADILLAC Motor Cars enjoy pre-eminence through outstanding craftsmanship, 
styling and performance. Recognition is immediate .. . significant ... 
well earned. Well earned, too, is the recognition of the local, independent Agent 
by virtue of the important role he plays in his own home town. 
His professional competence, his interest in his community and its people 
make him ideally suited to render a highly valuable, 
personalized insurance service to his “neighbors”. 


MUTUAL FIRE INSURANCE CO. 
Pittsfield, Massachusetts 
SERVING THROUGH LOCAL AGENTS SINCE 1835 


Burglary Insurance—Continued 


positors forgery bond ; and the com- 
prehensive 3-D forms A and B will 
be revised. 

The minimum amount of insur- 
ance permissible under the blanket 
crime policy will be $1,000 with 
larger amounts available in $500 
multiples up to $2,500, in multiples 
of $2,500 up to $25,000, and in mul- 
tiples of $5,000 in excess of $25,000. 
Rates are not yet available but they 
will be promulgated in the near fu- 
ture. This new policy will not re- 
place either form of the comprehen- 
sive dishonesty, disappearance, 
destruction policy. The 3-D provides 
optional coverages permitting the 
insured to select the amounts of 
insurance desired while the blanket 
crime policy is sold as a package with 
a single amount of insurance apply- 
ing the policy in its entirety. 


New Contract 


The new contract is designed for 
those who prefer to buy insurance 
coverages in a single amount rather 
than to select varying amounts and 
as its name indicates it is a blanket 
policy and covers all employees, lo- 
cations, and messengers of an in- 
sured. The fidelity coverage is 
similar to that available under a 
primary commercial blanket bond. 
That is, the amount of coverage 
available is a loss limit rather than 
an employee limit. In this way it 
differs from the blanket position 
bond or the comprehensive 3-D 
form B. The new policy is available 
to practically all commercial or in- 
dustrial enterprises. Federal or pub- 
lic officials or persons eligible for a 
financial institution blanket bond or 
armored motor vehicle companies 
are not eligible for the new form. 
Under the loss inside the premises 
insuring agreement, coverage is 
newly afforded for loss of money 
and securities, including securities 
in safe deposit boxes, by actual de- 
struction, disappearance or wrongful 
abstraction from within any banking 
premises or similar recognized place 
of safe-deposit. 

Under the loss outside premises 
insuring agreement, coverage is 
newly afforded for loss of money and 
securities by actual destruction, dis- 
appearance or wrongful abstraction 
while within the living quarters in 


Best’s Fire and Casualty News 





the home of any messenger and also 
while being conveyed by any armored 
motor vehicle company. For pro- 
perty other than money and securi- 
ties the coverage afforded under this 
new outside insuring agreement in- 
cludes loss by theft while within the 
living quarters of the home of any 
messenger and loss by robbery of 
property while being “conveyed by 
any armored motor vehicle company, 


Extended Broadly 


[ previously mentioned that the 
broad form money and_ securities 
policy was due for revision effective 
May 29 of this year. The loss inside 
premises agreement will be extended 
to apply in any banking premises 
or similar recognized places of safe 
deposit. Coverage will also extend 
to include loss of a locked cash 
drawer, cash box or cash register by 
felonious abstraction of such con- 
tainer from within the premises. The 
loss outside premises agreement will 
be extended to include loss of in- 
sured property while being conveved 
by any armored motor vehicle com- 
pany or while within the living quar- 
ters in the home of any messenger. 
Previously, an employee of an 
armored motor vehicle company was 
not included within the definition 
of messenger, he being not an em- 
ployee of the insured, and property 
in his custody was covered only if the 
policy was extended by endorsement. 
Home of messenger coverage was 
available by endorsement only, and 
for an additional premium charge. 
The exclusion of damage to plate 
glass, or lettering or ornamentation 
is being deleted as it is now the intent 
to cover such losses when the proxi- 
mate cause is one of the perils 
covered by the policy. The exclusion 
to loss by fire except to money and 
securities appearing in the present 
contract is being removed as unnec- 
essary as it is intended to provide 
coverage for loss by fire when the 
proximate cause is one of the perils 
covered. The other changes that will 
appear are mainly editorial in nature. 

The only major policy contract in 
the burglary field that has not been 
revised and put on a standard pro- 
visions basis is the mercantile rob 
bery safe burglary policy. I will not 

(Continued on the next page) 
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OYAL-GLOBE 


First with the “Multiple-Line” fieldman, 





Ow 








Announcing a truly-integrated 
“Multiple-Line” department. 


Royal-Globe announces a brand new addi- 
tion — the MULTIPLE-LINE DEPARTMENT — 
designed to help you keep up to date with all the 
new trends in the field of commercial multiple-line 
insurance. 


This is a new department but Royal-Globe 
loaded it with experienced personnel: fieldmen, 
inland-marine men, fire underwriters, general cover 
men; men who have been in on commercial multiple- 
line operations since the idea was first conceived. 


The sole responsibility of this new service 
will be the promotion and underwriting of the 
Commercial Property Form, the Office Contents 
Special Form and other commercial package cover- 
ages as they may be approved in your state. 


The new MULTIPLE-LINE DEPART- 
MENT is ready to go. And eager! Your Royal- 
Globe fieldman can now offer you the services of 
a single specialized department that can handle all 
of your commercial multiple-line needs. 


Ja CASUALTY:* FIRE:* MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY * QUEEN INSURANCE COMPANY OF AMERICA 
h"WARK INSURANCE COMPANY + STAR INSURANCE COMPANY OF AMERICA > AMERICAN AND FOREIGN 
INSURANCE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. + THAMES 
& MERSEY MARINE INSURANCE COMPANY, LTD. * VIRGINIA FIRE & MARINE INSURANCE COMPANY 
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Here, in step 
with the times, are two excellent ex 
| technique 
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and the bl: ime policy, at long 
last, makes available a truly package 
a risk of 


contract for any conceivable 
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Potential Market 


he broad 


With 


storekeepers policy there 


respect to t form 
appears to 
potential market 
retall 


] 


he < very real ane 


the small establishments 

services that 
the 
Phe broad form 


andise of 


lw mercl 


are situated away trom large 
metropolitan are 


coverages on securities 


Te money and 
available in it have been popularized 


on an extensive scale and a large 


number of smaller merchants will be 


interested in the coverage at a price 


The fact that 
there is some dishonesty coverage 


within their budget. 


in it precludes the possibility or argu- 
ment as to whether an “insider” or 
an “outsider” caused a disappearance 
loss. 

Phe blanket crime policy should 
have broad appeal. The single pen- 
alty package has proven very attrac 
tive to financial institutions and in 
other 


utilized. 


situations where it has been 


Three Conditions Present 


field 
three conditions to 


In examining the burglary 
we have found 
be present. First, there is the expo- 
second, there is lack of 
proper insurance; and third, attrac 
tive policies are available to fill this 
void 


all the 


burglary insurance to build profits. 


sure to le SS: 


In these three things we find 
ingredients necessary to use 


As the inflationary spiral continues, 
the total 
curities 


and se- 
the 
channels of industry, trade and com- 
This 
increase is reflected all the way up 
and down the line. It 1s the duty of 
company representatives to continu- 


volume of money 


circulating through 


merce continues to increase. 


ally stress to producers the need that 
their clients have for crime coverages 
and the advantages that will accrue 
to the producer who sells them. 
Two motives should stimulate pro- 
ducers to sell dishonesty protection, 
First, as professional men they have 
a responsibility to their clients of 
advising and counselling a sound and 
rounded insurance program. Crime 
coverages certainly form a part of 


such a plan. Second, the producer 


will find that sale to his own clients 
increase his earnings and preclude 
the possibility that some competitor 
use this line as an opening 
wedge into one of his accounts. He 
should statis- 
clip pertinent articles concern- 


May 


examine local crime 
tics: 
ing robberies and burglaries from 
his and utilize 


devices such as these to make the 


local) newspapers, 
public cognizant of the very real 
hazard that they are faced with with 
He 
can help condition the public to 
properly appreciate the reality of this 
hazard and the need 


respect to a dishonesty ioss. 


for insurance 
to protect against it. By doing this, 
he will be serving his clent and in- 
cidentally helping himself. 

It should be remembered that the 
chance of a person suffering a dis- 
honesty loss is almost three times as 
great as there is of a fire destroying 
his property. Insurance, and in an 
adequate amount, is the only sure 
way to prevent a possibly severe 
monetary loss. 


1 Survey Reveals Large Unsold Market for 
Casualty Surety Coverages’’ The Beacon Vol. 7 
No. 6, Nov-Dec 1950 

2 Continental Casualty Company, ‘‘Crime Loss 
Prevention,” Revised Fdition, Page 36 

$ Bureau of Criminal Statistics, State of 
California, “Crime in California—-1954,"" Page 80 


TORNADOES HIT 
SOUTHWEST 


HIT the south- 
west in the early part of April in- 
jured a large number of persons, 
killed at and 

widespread property damage. 


TORNADOES WHICH 


caused 
Par- 
ticularly heavy losses were caused 


least twelve 


by a twister which cut a twenty-one- 
mile path across Dallas. 





promptly. 


CHerry 38-8649 
Imsurance Exchange Bldg. 





DES MOINES 9, IOWA, Home Office 


AUDITS FOR CASUALTY & INLAND MARINE CARRIERS 


Payroll Audit Service—has the ability and 
get-up to get the job done adequately and 


IOWA, MINNESOTA, DAKOTAS, NEBRASKA, MISSOURI, 
ILLINOIS, MICHIG. 
KANSAS, OKLAHOMA, COLORADO, NEW MEXICO 


1956 Record—47,000 Audits 


Better Service for your agencies and assureds. 


K.. L. PEARCE COMPANY raves. acc ewes 


CHerry 3-8640 


Audits Since 1920 


WISCONSIN, INDIANA AN, 


Underwriting Reports 
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Has it happened to you on compensation risks? 
Losses have been high — the carrier cancels. You’re 
boxed in. You need Bituminous. With its receptive 
underwriting viewpoint and with a safety engineer- 
For big premium ing department of proved effectiveness, chances are 


writings, sell safety. 


eee Cane Per ane Bituminous can write the coverage, keep the rate 
Bituminous booklet, 


"Safety Is Good Business,” low, make renewals easier. Get set with Bituminous 
and use it to sell 


important risks. and see. Write today for the Bituminous story. 


BITUMINOUS 
fiz] CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 
ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation and Liability Lines 


For May, 1957 





Are your chances 
against cancer 
any better today? 


The answer’s yes... IF! 
could cure one 
out of every 4 cancer patients. 
Today, it’s one out of 3. So.. 
why the big IF? Because the odds 


against 


Formerly, we 


cancer depend on you! 
Only you can keep alert for any of 
the 7 danger signals, and see your 
doctor about even the tiniest 
Only you can give us 
the money we need to keep ree 


maybe. 


search going full speed. Remem- 
ber, time is everything with 
cancer. So don’t wait! See 
your doctor for a_ health 
checkup. And send a check 

to the American Cancer 
Society—today ! Send your gift 
to “Cancer” in care of your 
local Post Office. 
American Cancer Society 











Excess Limits—from page 1!23 


car owned by a nineteen year old oil 
field worker caused a loss to his 
company which spoiled what would 
have been a favorable loss ratio for 
the year. Liability insurance is sold 
to protect the insured against loss 
of what he has. It shoule ~ot be sold 
to create false wealth in ca. individual 
for the benefit of a third party. Our 
claim department advises that there 
are very, very few cases which can- 
not be settled within policy limits 
even though the insured is solvent. 

Getting down to practical under- 
writing and recognizing the trend 
towards high limits writings, what 
can companies do to protect them- 
selves ? 

One middlewestern company has 
had a happy solution to the excess 
problem for many years. They have 
their own schedule of auto excess 
premiums which is considerably 
higher than bureau on limits up to 
$25,000/50,000 and a great deal 
higher than bureau on limits over 
$25,000/50,000. This system accom- 
plishes two things: 

1. The company has the lowest base 
rate in the state which is a fine 
competitive advantage. 

2. The excess premiums are a prac- 
When the 
insured finds out that the charge for 
$100,000 /300,000 limits now is ap- 
proximately three times the $10,- 
000/20,000 base premium, he very 
often decides that he really didn’t 
need that much coverage after all. 


tical underwriting guide. 


Those who need it. of course, can 
afford to pay for it. 

The net result is that 35% of this 
company’s business is written for 
limits of $25,000/50,000 or Jess. 

With respect to general liability, 
there are similar problems—even 
more serious at times. Ifa company 
has filed the national bureau general 
liability guide (a) factors for limits 
above those in the normal tables, 
and uses such tables as guides, it 
would be well for them to remember 
that the tables are all designated as 
“minimum”? factors. 
seems that the 


Therefore, it 
company has an 
“opening” to charge more when the 
base rate is so low that they get a 
ridiculously small excess premium 
for a very high limit combination. 
No matter what factor is applied to 
a $10 minimum premium risk, the 
charge will not justify the exposure. 
If the rule of thumb used by most 


excess underwriters is kept in mind 
—one dollar minimum per thousand, 
one will not go far wrong in most 
cases. 

When there are requests 
small contractors for high limits re- 
quired by the owner of a building 


from 


project, it is always advisable to 
restrict the excess limits to that par- 
ticular project and for a certain 
limited period of time if possible. 

Because of the adverse loss situa- 
tion in the automobile liability field, 
relief in some sections of the country 
has been granted and more is to 
follow in the form of increased basic 
rates. However, competition today 
makes most companies hesitate to 
ask for rate increases even though 
they know full well that such in- 
creases are justified. At the same 
time it’s possible for insureds to buy 
high limits for a pittance. This situ- 
ation has two adverse effects : 

The resulting losses 
must be paid for out of the primary 
premium and 

Two, The basic premiums are higher 
than they need to be. 

In February, 1952 the national 
Bureau granted an emergency in- 
crease in the auto excess tables aver- 
aging about 35%. 


One, excess 


But subsequent 
inflation and jury verdicts since 1952 
have more than discounted the in- 
crease in the tables. 

It is now discouraging to learn 
that little attention to excess losses 
and excess premiums is being given 
by the larger rating bureaus and 
statistical organizations. This, I 
think, is a mistake. It is my belief 
that every company should code not 
only its premium but its losses by 
policy limits, Only in this way can 
it determine what it is doing with 
respect to excess limits. 

Although I must agree that certain 
individuals and corporations, because 
of their financial position, are en- 
titled to high liability limits, I be- 
lieve that all managers of insurance 
companies certainly ought to fight 
the propaganda put out by the 
NACCA organization to a much 
greater extent than has been done 
in the past. When this organization 
that brokers and 
companies are dilatory and negligent 
if they do not strongly urge insureds 
to carry from $200,000 to $300,000 
limits, they are not as public spirited 
as they would have people believe. 
They merely want a broader base 
from which to operate. Such cover- 


suggests agents, 








age on a risk not qualified for high 
limits is very much like insuring a 
man’s $50 watch for $300 under a 
PPE policy and his $10,000 house 
for $60,000 under a fire policy. 

The plaintiff lawyers association 
also suggests that insurance compan- 
ies could put them out of business if 
the companies would pay “an ade- 
quate award” to the claimant as soon 
as the accident happens. I submit 
that many companies try hard to 
settle cases at the earliest date but 
it is often exceedingly difficult to 
beat the plaintiff's lawyer to the 
scene of the accident and sign up the 
injured party. 

An interesting development relat- 
ing to plaintiff attorneys is the ruling 
effective January 1, 1957 by the New 
York Supreme Court—Appellate 
Division—setting forth a schedule 
of maximum that 
can be charged by lawyers in per- 
sonal injury and death 
actions. 

The court said that it had long 
been concerned about the prevalent 
practice of attorneys accepting re- 


contingent fees 


wrongful 


tainers in such cases equal to 50% 
of any amount recovered by judg- 
ment or settlement. 

Naturally, the New York State 
Association of Trial Lawyers, Inc. 
filed a vigorous brief in opposition to 
the ruling which is as follows: 
30% on the first $1,000. 

on the next $2,000. 
% on the next $22,000. 


on any amount over $25,000. 


As an alternative, the attorney 
may take a flat 334%4% of all sums 
recovered. To my knowledge this 
is the first such limitation on attor- 
neys’ tees and certainly is a step in 
the right direction for the benefit of 
the public. 

It will be recalled that the Ameri- 
can Auto Insurance Company won 
the law suits brought against it for 
using national advertising picturing 
the closed door of a jury room with 
a caption, ‘The jury is out determin- 
ing your auto hiabilitv insurance 
rates.’ This, in my opinion, was one 
of the most effective means of telling 
the insurance company’s side of the 
story to the general public and it is 
surprising to me that other compa- 
nies and organizations have not 
adopted and continued similar ad- 
vertising. Certainly companies can 
justifiably spend a good deal of 
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money on advertising to convince 
John Q. Public that he and his fellow 
men are paying the freight for the 
excessive jury verdicts—not the 
“rich insurance companies’’—which 
after all are merely custodians of the 
public’s money. 

On February 27th there was a 
$300,000 verdict in Chicago in favor 
of a sixty-four year old commuter 
who lost both legs and an arm when 
he fell under the wheels of a north- 
western railroad train. The man was 
a garment cutter. This was a judg- 
ment obtained by a well known 
NACCA attorney. There was some 
evidence to show that the injured 
man had been dozing when the train 
the and had been 
tardy in starting to get off the train. 
This claimant with only one year 
to live before reaching the normal 
retirement age has 


reached station 


been awarded 
more money tax free than he ever 
dreamed of having. Isn’t it time for 
the insurance industry to get behind 
a nationwide public education pro- 
gram which will combat the propa- 
ganda making such verdicts possible ? 





FEDERAL FLOOD 
INSURANCE 


ADDRESSING THE ANNUAL MEETING 
of the Fire Underwriters Associa- 
tion of the Pacific, Frank J. Meis- 
trell, Commissioner of the Federal 
Flood Indemnity Administration, 
stated that flood losses are increas- 
ing year by year, despite a fairly 
rapid extension of flood protective 
works, and that people and _ their 
properties should be “kept away 
from water” if the appalling losses 
caused by flood are to be avoided. 
The increase, he said, is not the re- 
sult of more frequent flooding ; 
rather of the steady encroachment, 
due to rapid urban expansion, upon 
the natural flood ways of rivers and 
coastal waters. Reduction of flood 
damage, Mr. Meistrell declared, can 
be substantially accomplished by 
adequate flood plain zoning. He 
suggested that state and local gov- 
ernments and should employ 
such zoning within their respective 
jurisdictions. The Federal Flood 
Insurance Act prohibits issuance of 
flood insurance after June 1958, in 


can 


any geographical area unless an ap- 
propriate public body shall adopt 


and keep in effect flood zoning re- 
strictions, so as to 
practicable limits, 


within 
damage from 
such location. Mr. Meis- 
trell praised the insurance industry 


reduce 
flood in 
for being willing to sell and service 
the indemnity contracts. 

Speaking before the Senate Bank- 
ing and Currency subcommittee, he 
said that insurance producers serv- 
icing Federal flood indemnity pol- 
icies will receive a commission av- 
eraging 9% of that portion of the 
premium paid by the insured. The 
portion paid by the policyholder is 
set by the statute at at least 60% of 
the premium, with the remainder 
subsidized by the government. Mr. 
Meistrell mini- 
mum and maximum commissions in 
the range of $5 to $500. He stated 
his administration will be ready to 
issue policies as 


also recommended 


soon as the neces- 
sary funds are voted by Congress 
which should be in about thirty 
days. 

Senator Kennedy, Massachusetts 
Democrat, has offered an amend- 
ment to the Federal flood insurance 
program which he feels will expe- 
dite the writing of such coverage. 
The Senator’s change would elimi- 
nate the state’s contribution (after 
June 30, 1959) of half of the 40% 
subsidy paid by the Government. 

senjamin F. 
erly was 


Weaver, who form- 
assistant United States 


Manager of the Royal-Globe Group, 
has been appointed assistant commis- 


sioner of the Federal Flood Indem- 
nity Administration. He will be re- 


sponsible for indemnity operations 
of the agency. 


SAN FRANCISCO 
QUAKES 


WHILE THE RECENT San Francisco 
earthquakes caused million 
dollars loss and damaged some fifty 


thousand residences, 


several 


the insured loss 
will be relatively small. Even plate 
glass claims are expected to be mod- 
erate since the area of most severity 
was 


outside the 


earthquake 


business district. 
insurance has been 
available in the city for a number of 
years but the premiums are rela- 
tively high thus holding down the 
volume sold. A moratorium on such 
coverage was declared until seventy- 
two hours after the last recordable 
shake. 





SCHOOL LIABILITY 
MANUAL 


\ MANUAL for us¢ public schools 


1 


in developing their hability insurance 


programs now is in the process ot 
preparation under the jomt sponsor- 
ship of the Calit \ssociation 
and the National Bureau of Casualty 


Underwriters 


OTrnla 


\ special committee composed of 
bureau and = non-bureau 
as held initial meet 


ngs tiie roject and 


( Ompany 


representa 


its findings 
are expr cted to be ready for publica 
fall 


tion by late summer or early 


of this vear. The work was under- 


answer to requests by 


taken in 


S( hool oftic 1 ils 
[he 


similar to Lia ty Insurance 


booklet expected to be 
Van 
val, a Guide Political Subdizi 
issued three years ago by the 
California Association in cooperation 
with NBCU. The new school man- 


ual also will be published by CATA. 


SIONS, 


FEDERAL LEGISLATION 


\ BILL under consideration recently 
which would have allowed a national 
bank to engage in business as an in- 
surance agent in towns with a popu- 
than 5,000 the limit 
present statute, was 


lation 
contained in the 
killed by the 


Banking and Currency 


greater 
Senate Committee on 
The 
sure was vigorously opposed by the 
National Association of 

\gents which pointed out 
surance 
able in 
established 
purpose ot 


mea- 


Insurance 
that in- 
coverages are readily avaul- 
these communities through 
The 


Was to 


insurance 
the original bill 


national banks to 


agents. 
enable procure 
their 


Insurance 


insurance needed to protect 


loans in those areas where 


lac king 


facilities were 
hill 


provide 


introduced in Congress 
hospitalization bene- 
fits as 


part of the Social Security 


System Under it. applicants en- 
and survi- 


would also be eligible 


titled to receive old age 
vors’ benetits 
for up to sixty days hospitalization 

any calendar year. The measure 
\dministration 


compulsory 


opposed by 
a possible wed to 
‘alth insuranc 

Federal legislation affirming Fed- 
jurisdiction 


over insurance company advertising, 


eral Trade Commission 
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if the courts rule it does not presently 
such favored by 
Kepresentative Wolverton of New 
Jersey, the ranking minority mem- 
the House Interstate Com- 
Committee. At the annual 
review of the operations and admin- 
istration of the F.T.C. by 
mittee, Mr. Wolverton recognized 
the general principle of state regula- 
tions but expressed the opinion that 
Public Law 15 was not intended by 
the F.T.C.’s 
policing of advertising. 
Chairman Gwynne of the F.T.C. 
favors a change in the law as the real 


have power, 1s 


ber ( rf 


merce 


his com- 


Congress to restrict 


insurance 


answer if Congress feels the states 
either cannot or are not adequately 
regulating the insurance industry. 


PSYCHOLOGICAL PATTERN 
TH turns 
up in traffie court 1s generally more 
impulsive, less reflective, and less 
discrinunating in his social relation- 


DRIVER who repeatedly 


ships than the driver whose record 
shows no violations or accidents. 
The 


to be young, unmarried, 


“repeater” also is more likely 


1 
an 
and 


a job 
changer. 

These observations are made in a 
recently completed doctoral dlisserta- 
tion by Earl D. Heath, member of 
the staff of New York University’s 
Center for Safety Education. The 
dissertation is based on his two-year 
that the 
characteristics and 
personal backgrounds of nearly one 
thousand = drivers hundred 
and sixty-three repeated offenders 


statistical study covered 


psychological 
seven 


and one hundred and_ ninety-five 
non-offenders. 


HEEDLESS HORSEPOWER 


“HrEEDLESS HorsEPOWER,” called 
the fundamental cause of our ever- 
mounting toll of disaster on the 
highwav by The Insur- 
ance Companies, is the name of their 


Travelers 


twenty-third annual highway safety 
booklet. Highlighted in the booklet 
is the fact that excessive speed again 
last vear topped the list of driver ac- 
tions resulting in death. A total of 
13,830 died and 798,920 were in- 
jured in crashes blamed on speed. 
It is also reported that 8,080 pedes- 
trians were killed and 225,000 in- 
jured last year, an increase of nearly 


3,000 casualties over the 1955 fig- 
ures and the first time in six years 
that this type of accident has not 
decreased from the previous year. 
More than 2,600,000 copies of the 
booklet will be distributed to per- 
position to influence 
drivers. Last year 2,150 newspapers 
throughout the country reprinted 
the safety cartoons used to illustrate 
that vear’s edition. 

A four-year survey of speed laws 
reported by the accident prevention 
department of the Association of 
Casualty and Surety Companies 
that states with no speed 
limits, or limits MPH, 
have an average traffic fatality rate 
50% higher than those with a 50 
MPH The 
is reached that physical limitations 
of the human body preclude the 
probability of “safe speeds” in ex- 
cess of 60 MPH. It is pointed out 
that the distance travelled in slowing 
a car from 70 MPH to 50 MPH is 
greater than the distance travelled 
in coming to a full stop from an 
initial speed of 55 MPH. National 
Council show that 
thirty-one out of every one hundred 
involved in fatal 
were exceeding either the posted 
limit or the safe speed limit where 
there was no stated limit. 


sons mia 


shows 


above 50 


maximum. conclusion 


‘ 


Safety figures 


drivers accidents 


WEATHER BULLETIN 


WEATHER RESEARCH BULLETIN, a 
quarterly study of weather occur- 
rences and probabilities in the 
United States, will be published and 
distributed by Stewart, Smith & Co., 
Inc., New York, as a public service 
to the insurance industry. It will be 
prepared under the guidance of one 
of the leading meteorologists in the 
country. 

The first issue, the Spring num- 
ber, contains valuable scientific data, 
past and present, on tornadoes, hail 
hazards, national weather conditions 
to be expected at this season, and 
other information valuable — to 
brokers, agents and company execu- 
tives. 

The Bulletin will be mailed free 
of charge quarterly to executives in 
any branch of the insurance industry 
who write to the company at 116 
John Street, New York 38, N. Y, 
and request their names to be placed 
on the mailing list. 
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incidental operations 


J. C. RICE 


lowa National Mutual 
Insurance Company 


HE STANDARD auto garage pol- 

icy is one of the most complex 
and in all probability least under- 
] 


stood liability policy in use 


| today. 


largely at- 


Its complexity can be 
tributed to the multiplicity of haz- 
ards that it covers which generally 
are written under separate liability 
as well as automobile policies. 


The policy allows a rather wide 
choice or selection of both coverages 
of hazards, which as 


and divisions 


a result means complicated language, 
particularly in some — situations 
wherein coverage is applied to a risk 
that may have operations in addition 
to those normally associated with the 
business that qualifies for the cover- 


age 


A Garage or Service Station 


It wasn’t too many years ago when 


either a ga 
for the 
field 


those, 


the operations ot 


f 
a service station were, 


rage or 
most 
and 
and 


would normally 


part, restrictive to that 
their operations were 


those, lat one 


ut of such a business 


lecessarily true today. 
ic conditions, par- 
communities, 


proverbial energetic 


Sina eC] 


entrepreneur have created a business 


that at times has as much similarity 
with the previously known situation 
Model T Ford has with the late 


asa 
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model automobile of today. And 
possibly the future will change it 
even more. These changes, when 
related to the garage liability policy 
have created problems for the under 
writer as well as the claim men. 
Because of certain language con 
tained in the policy and due to the 
changes that have taken place in 
some auto garage business, there is 
at times an ambiguity existing in the 
intent of the policy, as to coverage, 
compared with the operations of the 
business. Under both Division 1 and 
Division 2 
ards, 


of the definition of haz- 
the policy reads in part as 
follows: “The ownership, mainte- 
nance or use of the premises for the 
purpose of an automobile sales 
agency, repair shop, service station, 
storage garage or public parking 
place and all operations necessary or 
incidental thereto.” 

After trying to familiarize myself 
thoroughly with a legal definition of 
the word “incidental” and likewise 
with the word “or,” pouring over 
“Words and Phrases,’ (a judicial 
definition of “words and phrases” 
established by state and federal 
courts) and finding the many and 
varied meanings either one of these 
that 


have have been 
established by the courts under vari- 


the only 


two words 


ous circumstances, thing 
T can definitely feel is that the present 
language of “necessary or incidental”’ 
is broader than the old language of 
necessary and incidental.” 


If that 1s true, and with the ex 


panding of the garage and service 


station business into fields not neces- 
allied, then insurance com- 
panies are affording broader cover- 
age under the policy today than they 


sarily 


were in the past. It is questionable 
to many as to whether that was the 
intent. But, regardless of intent, 
there exists the many practical prob- 
lems that such operations present 
and it appears that it will be up to 
the insurance industry to solve them 
and provide the needed coverage. 
In the interest of sound under- 
writing and to be able to secure ade- 
quate premium for the exposures 
presented, the companies first should 
be aware of the problems, in general, 
and as to whether or not they prevail 
in the individual risk that has been 
submitted for acceptance. 


Various Ways 


There are various ways to secure 
information as to the exact opera- 
tions of the individual risk; what 
to do about them when disclosed is 
the problem. There isn’t any one 
cut and dried method that can be 
employed to every risk that has an 
incidental operation. Each risk, re- 
gardless of similarity, is different 
in some respects, hence, the handling 
will vary depending upon that par- 
ticular risk, the 
CC ympany involved. 

Some may feel that the incidental 
operations are just that and the pre 
mium developed by the established 
rating procedure will he adequate 
for that particular exposure. On the 
same risk, others may not feel that 


underwriter and 
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way and either find the business un 


acceptable at the regular premium 
basis or insist on restrictive endorse 
addi- 
tional policies of insurance to cover 


alleged incidental operations. 


ments limiting coverage or 


side 
and selling of 


Just what are some of these “ 
lines”? The handling 
household appliances are 
to the point that it 
at times, that they 
but rather that they 
are usual to the business, particularly 
in the addition, 


various 
common almost 
is no longer felt, 
are “incidental,” 
smaller towns. In 
such merchandise as bicycles, radios, 
CV, and toys of 
sold and at tim 
need be. 


various nature are 
es serviced, if they 
Incidental operations that are apt 
lore concern to the under 


writer are restaurants or 


to cause n 
those of 
lunch counters on the same premises 
and at times the operator has several 
small cabins or cottages available for 
adjacent to his service 


rent station. 


In certain parts of the country a 
risk will sell and 
boats and motors of various sizes 
along with sporting equipment of a 
general 

hardware 


garage service 


nature. 


stores, Or 


(srocery 
just the old 
fashioned general store can be 
in connection with 


stores, 


found 
service stations 
Then there is the 
that has the 
equipment for 
making his set 


rather frequently. 
station operator neces- 
sary snow plowing, 
vice available to those 
side- 
even 


who want their driveway or 
walks cleared. My company 
had a risk in 
up a tank on a pickup 


Missouri that rigged 
a 


and 
hauled water into a neighboring town 
that had an acute shortage. This 
resulted in the question as to whether 
it was a “tank truck,” 


truck 


hence ex 


cluded under the terms of the policy. 


e concern is the risk 
that handles liquefied petroleum gas 
or anhydrous ammonia. 


is apt to be more 


Of even mot 


\ company 
concerned when it 
realizes that the products liability 
manual provides for a minimum pre 

mium of $50 for bodily injury ha 
bility and $35 for property damage 
liability for a retail dealer and ap 
proximately twice that amount if he 
is a wholesale dealer of liquefied 
petroleum gas. The company 
not be so concerned about the 
handling this product for use 
automobiles but rather where it is 
a so-called incidental operation for 


may 
risk 
with 
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‘hold or 
‘There 
that the auto garage 
revised, should 

hazardous service and installation 
operations and likewise exclude the 
installation, servicing or re 
appliances using 


hous non-vehicular 


appli- 


ances. has been some thought 
policy, when 


exclude the more 


pair of 
liquefied pre um 
gas for heat or power. I feel that auto 
garage rates do not contemplate such 
idental or otl 
about the garage risk 


erwise 
that 
It is be 
prevalent throughout 


operations, inc 
How 
owns the stock car racer ? 


coming more 


the country for garages to either own 


or operate l fo1 sucl 
purposes. In addition to the actual 
operation of the 


automobiles usec 
car in the race there 
additions 


cars to 


is the val exposure of towin 


such and from races, often 
location 
Yes. 
without 


writers 


times many miles from the 
ot the garage [ncidental ? 
Covered? In my 
question. Many unde 
that there should be a specific exclu 
sion in the policy to protect the com 


Opimion, 


teel 


against such an abnormal ex 
(Continued +} xt Dade 


pany 





Incidental Operations—Continued 
posure. Iam one of them. Likewise, 
such operations cause the workmen’s 
compensation underwriter headaches 
because, more times than not, the 
automobiles are being driven, in the 
races, by employees of the garage. 
Incidental operations may increase 
exposure under Coverage D 
“property of others in charge of the 
named insured.” As an example, 
what if the garage or station, in ad- 
dition to selling various types of 
appliances, also repairs them. While 
delivering repaired appliances he has 
and as a 


substantial 


an automobile accident 


result there is damage 
ls that prop- 
left in 
It could well 


circumstances. 


done to the appliance Ss 
erty of a “kind customarily 
charge of garages?” 
be, under those 

Going back to the policy, under 
the definition ot 
that 


only tor the 


hazards, it will be 
found 


refers 


coverage for premises 
purpose of an 
automobile sales agency, repair shop, 
service station, garage or public 
parking plac e. The premises cover- 
age is limited to those used for 
garage purposes. It would not then 
apply to any portion of the building 
if such other portion is held for rental 
or used for other business operations. 
In view of such language, 1t would 
appear that separate liability insur- 
ance for the rented portion of the 
building or separate buildings of the 
same premises, would be necessary 
to provide the proper coverage. 
However, as far as “operations” 
are concerned, all they have to do is 
to be “incidental” for the coverage of 
the policy to apply. It is then, I feel, 
reasonable to presume that any 
operations conducted in conjunction 
with a garage 
under the policy 


would be covered 
At least, that is 


the manner in which the underwriter 
should look at his exposure and then 
govern his underwriting accordingly. 

If he is aware of such operations, 
but does not feel that they are in- 
cidental to the garage and depends 
on the language of the policy to pro- 
tect him in the event of claim, he is 
treading on thin ice more times than 
not. future 
determined by a jury, which all too 
otten 1s 


Rather than have his 


not about 
loss ratios, why should he not be re- 
alistic and proceed to handle the gen- 
eral problem on an individual risk 


basis. 


too concerned 


As previously stated, one might 
feel, and justifiably so, that such in- 
cidental operations do not measur- 
If that is 
the case, | suggest that intent of 
coverage be clarified, for the benefit 
of all concerned, and the inclusion 
of such “incidental operations or 


ably increase exposure. 


premises” be recognized by endorse- 
ment. 

If it is felt that such incidental 
Operations measurably increase ex- 
posure compared to the premium 
developed, such operations or 
premises can be excluded by en- 
dorsement. This, likewise, should 
be the handling if such incidental 
operations are of a nature that one 
does not want to cover, regardless of 
premium. 

It is realized that it is difficult, if 
not impossible at times, to exclude 
a portion of a risk exposure with or 
without a consideration. 
Particularly if competition, either 
knowingly or unknowingly finds the 
business acceptable without any 
special treatment. Then, too, an 
underwriter may find himself at odds 
with his own production department 
if he is calling them too close, at 
least too close by their standards. 


premium 


There are various methods that 
can be used in the writing of the 
business and in securing an adequate 
premium for the various exposures 
presented. The business may be 
found acceptable under Division 2 
coverage only, if there is an abnor- 


mal owned automobile 


exposure, 
when such exposure is compared 
with the rating plans of garage li- 
ability business. A specified auto- 
mobile policy could then be written 
to provide the needed coverage and 
the total premium would then be 
commensurate with the exposures of 
the risk. 


Combined Coverage 

On certain risks, it will be advan- 
tageous to combine the garage lia- 
bility coverage, either Division 1 or 
Division 2, with either a comprehen- 
sive automobile policy or a compre- 
hensive general liability form, or a 
combination of both. In that man- 
ner, a premium can be secured for 
the various exposures that the risk 
presents, which are beyond those 
normally associated with the busi- 
ness. Such handling is particularly 
adaptable for the risk which engages 
in activities completely foreign in 
any respect to those of a garage or 
service station. The classic example 
of such a risk is a hotel that operates 
a storage garage in connection there- 
with. 

Another example would be the 
small that operates 
several trucks hauling for hire and 
in addition may have a grain eleva- 


town garage 


tor with trucks operating in connec- 
tion with the elevator. There are 
many kinds of combinations and they 
all will require special treatment 
from a coverage standpoint as well 
as premium. 
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G AHEAD 


Get up in front, leap ahead, with National 
Casualty's sound protection—the finest in 
Disability Income, Hospitalization and Sur- 
gical coverages for the Individual, Family, 
Franchise or True Group case. 


Remember —It's Easiest to Sell 


Generally speaking, my company 
does not find anything wrong with 
such combinations of business ven- 
tures that results in undesirable 
business. It is merely a question of 
proper coverage with a premium in 
line with the exposures assumed. It 
certainly behooves the industry to 
develop certain packages of insur- 
ance or combinations of coverages 
that adequately provide the needed 
protection. | am inclined to feel 
that just that is being done and it 
results into a healthy situation for 
everyone. 

In analyzing the rate trends that 
developed in 1956, most states that 
| have knowledge of had rate in- 
creases for garage liability coverage. 
In thirty states, | found that twenty- 
six states had substantial increases, 
four of the states having slight re- 
ductions. To what degree incidental 
operations were responsible for such 
increases, I wouldn’t have the least 
idea; however, | feel that the in- 
dustry should be cognizant of the 
added exposure that incidental 
operations may create. 
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The garage liability policy is to a 
large degree a package product to 
begin with. On many risks, if each 
portion of the package was rated 
out in various 
manuals of insurance affected, the 
total premium developed, 


accordance with the 
such 
a basis, as compared with the garage 
hability premium would be, in many 


on 


cases, substantially increased. 


Other Operations 


There are other operations or busi- 
ness practices that exist in garage 
business that are either 
or incidental but because of them 
result in developing exposures that 
may be excessive when compared 
with the premium of the individual 
risk. 


necessary 


As an example, “tire recapping.” 
Many garages, as well as service 
stations, will do some recapping. 
However, there are some which may 
have an excessive amount of recap 
work in comparison with the other 
operations of the business. Here 


tod 
Accident " 
Company 


build your 
‘ve Nation 
Select 


Own Di 
$s 


rect Agenc 
tY agency 


I 
Now avail. 


terrj 


i. pen iculars— 
» Detroit 26, Michigan’ . 


again the products liability manual 
has a rather substantial minimum 
premium for tire recapping of $100 
for bodily injury liability and $25 
This 
will raise the question whether the 
garage rates contemplate the expo- 
sure that a risk of that nature pre- 
sents. Most underwriters would be 


for property damage liability. 


reluctant to provide garage liability 
coverage to a tire recapping business 
and I do not believe that the policy 
is intended to be made available to 
such a business. 

Many cities have a “Welcome 
Wagon” or “Newcomers” organiza- 
tion of some kind and there are risks 
that furnish an automobile to them 
as an advertising medium for full 
time use. Other garages will loan 
automobiles to public schools for 
driver training purposes. The latter 
is a minimum contribution that can 
be made to a program that all insur- 
ance men endorse. However, they 
may not feel so charitable toward 
providing coverage for other organ- 
izations. 

(Continued on the next page} 





Incidental Operations 


\n occasional garage will have a 


1 1 1 1,] 
ieaiership, im ad 


biles, for automobile home 


ition to automo- 
trailers. 
nature confined 
area are not So bad 
lealer that will 
most any place 
ement with 


Operations of that 


to the local trade 


} 


but how about the 


‘liver thie 


in the country as an agre 
customer when the sale is made? 


nderwriters have been asked to 
i ibility coverage on 


“automobil holstering shops,” 


‘brake repai rvice shops,” as well 


as shops exclusively 


| engaged in 


pall 


NORTH 


L GN 


It is difficult to determine whether 
such risks develop sufficient pre- 
mium under a garage policy for the 
exposure that they present. It re- 
sults in individual risk underwriting 
and the general attitude of the com 
pany towards garage business. 

it is, of true that many 
garages will do most, if not all, of 


course, 


such types of repair work. However, 
considering the 
amount of payroll that they are apt 
to have, a sufficient premium is gen- 


on those risks, 


erated for the various exposures. 
The primary exposure under a 

garage policy is in the automobile 

coverage. I have heard that approx 
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LIABILITY 


imately 80% of losses resulted from 
from 
products claims. If that is true, one 
should be well aware of the automo- 
bile exposure that incidental opera- 
tions may create. 


automobile claims and 20% 


Obviously the problem can not be 
eliminated, because to do so would 
mean a reorganization of the garage 
business, to the point that the prob- 
wouldn't exist. The under- 
writers’ responsibility is to provide 
the maximum of coverage that sound 
underwriting will permit at rate 
levels which are adequate for the 
exposures presented. If those re- 
quirements can be kept in balance, 
the problems will solve themselves. 


lems 


SAFETY CAMPAIGNS 


Texas a. & M. College won the 
$500 first prize for its safety cam- 
paign in the field of daily publica- 
tions in the ninth annual college 
newspaper contest sponsored by 
LLumbermens Mutual Casualty Com 
pany. The Miami University, Ox- 
ford, Ohio, won the $500 first prize 
in the non-daily field in the competi- 
tion designed to promote safe driv 
ing among college students. 

Second prize of $250 in the field 
of daily publications was won by the 
Brigham Young University, and 
the University of New Mexico won 
the $100 third prize. In the non- 
daily field, the $250 second prize was 
won by the University of Arkansas 
entry, and the $100 third prize was 
divided by San Diego State College 
and the Northern State Teachers 
College, Aberdeen, South Dakota. 

Four students will receive $100 
each for winning in the individual 
editorial, feature, cartoon and photo- 
graph classifications. The winning 
editorial was submitted by Curtis 
B. Mathis of the University of Ten 
the top feature by Dick 
Anderson of the San Diego State 
College, the outstanding cartoon by 
Robert Smogor of the College of 
Steubenville, and the best photo by 
Paul Henry of the University of 
Buffalo. 

Colleges and universities from 
twenty-eight states submitted 278 
entries in the competition. 


nessee, 
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LOSS LOGIC 


Role of a Testing Laboratory 


LEONARD TAUSSIG, 
Taussig Associates 
ALAN GOLDBLATT, 
Chicago Spectro Service 
Laboratory, Inc. 
T IS that a claims 
whois 
scientific 


SELF-EVIDENT 

investigator 
of the 
a metal 


cognizant 
involved in 
more surely 
serve the best interests of his com- 
pany. If the facts point to negligence 
of the insured, he can work towards 
a quick settlement without unneces 
litigation. the 
facts show no general negligence on 
the part of the insured, the company 
can aim towards relief from liability. 
It must that the 
pendulum can swing both ways 
and both ways can lead to the insur- 
ance company’s eventual benefit. 


facts 


failure, can 


sary However, if 


be emphasized 


A Broad Field 


The field of investigation of metal 
failures is broad and requires know]- 
edge of metallurgy, chemistry, spec- 
trography, design and many other 
sciences. An able testing labora- 
tory must be comprised, not only 
of the most modern equipment and 
techniques, but must include a team 
of specialists whose talents touch all 
fields of metal science. 

A testing laboratory involved in 
a metal 
metal 


failure investigation or 
malfunction investigation 
must arm itself with sound, proven 
facts—tfacts that can stand the tests 
ofa possible court trial. These facts 
must be based on tests and scientific 
truths and the tests must be accepted 
and proven methods of examination. 
The general methods and test equip 
ment will well as 
actual case histories showing specific 
applications and correlations of test 
results. 


be described as 


3efore we delve into some actual 
case histories, it might he best to 


For May, 1957 


A MODERN SPECTOGRAPHIC LABORATORY 


acquaint the reader with the test 
equipment and techniques commonly 
used in failure investigations. There 
are five general categories of tests 
that can be used—we shall try to 
describe their associated 


them and 


equipment in as general terms as 


possible 


A METALLOGRAPH 


Types of Tests 
1. Non-destructiv tests 


destructive 


Non 
tests and test methods 
are literally non-destructive in na- 
and detect 
flaws in the metal parts without any 
destruction of the 
this 


ture designed to 


are 
part. A good ex 


unple of type of test would 
be X-Ray examination Ray ex 
metal 


monly accepted and 


amination of arts iS com 
is done in the 
same 
X-Ray 
higher ] cre > TT ) } 
ugher voltage equipmen 


Many othe 


methods are 


general manner medical 


examination with 
non-destructive test 
such as: 
a method of 
locating defects in metal 


fields : 


available 
Magnatlux inspection 


magnetic 


Sonic inspection 
a method of locating defects in parts 
by high frequency sound waves sim- 
ilar to that used in detecting sub 
marines during World War II. 
2. Chemical Analysis—One_ of 
the required tests in almost all fail- 
ure investigations is that of chemi- 
cal analysis of the metal elements 
The chemistry of a metal can play 
itll 


+ n + 
the ex 


page) 
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Testing Laboratory—Continued 


a very important part in its prop- 
erties and There are two 
general methods of metal analysis 
for chemical constituents; they are 


and wet 


actions. 


spectrographic analysis 


chemical analysis. 


Spectrographic Analysis 


Spectrographic analysis is per- 
formed by firing a specimen and 
photographing the spectrum of the 
vapor that is given off. This analy- 
sis is specific for seventy-two of the 
one hundred elements that exist. It 
records these simultan- 
eously so that, when required, very 


elements 
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minute samples can be used. As a 
chemical tool, spectrographic analy- 
sis will provide more simultaneous 
information than any other single 
method available to a modern lab- 
oratory. In many cases, it can also 
be adjusted to provide a non-de- 
structive analysis. 

Spectrographic analysis is com- 
monly used by all types of industry 
for the analysis of metals, alloys and 
ores. It is also used widely by the 
police crime laboratories to identify 
such items as paint samples found 
on the clothing of hit and run vic- 
tims. It also identifies poisons and 
can even be used to identify chemical 
elements in grass as evidenced by a 
recent case in New York state. In 
an assault where the suspect 
had grass on the cuff of his trou- 
sers, the spectrograph proved that 
the grass could only have come from 
the place of assault. The spectro- 
graph has also been used to identify 
wires used in bombings to establish 
their origin and place of purchase. 

Recently spectrographic analysis 
was used in a case for expert advise 
and examination. In a murder case, 
spectrograph examination of micro- 
scopic particles taken from the hand 
of a woman showed that in her ex- 
citement at being confronted with 
a gun, she had hit and triggered the 
gun to fire. This she could not re- 
member, yet it was sufficient evi- 
dence to change the jury’s verdict 
from a first degree murder charge 
to homicide for the holder of the 
gun. 


case 


The spectrograph, as an analytical 
tool, has been used in agriculture, 
archeology, astronomy, biology, cer- 
amics, geochemistry, metallurgy and 
medicine. Today its uses are so 
universal that “electronic brains”’ 
called direct reading spectrographs 
have been built for industry. These 
units cut the time of analysis from 
approximately fifteen minutes by 
photographic means to under one 
minute. Also the results are 
likely to include human error. 

Wet chemical analysis is applied 
to those elements that do not re- 
spond to spectrographic analysis. 
This type of analysis requires the 
dissolving of the metals in acids or 
other liquids and then the metal con- 
tent is analysed via standard preci- 
pitation, titration or color detecting 
methods. 


less 


A direct reading quantometer. 


3. Metallographic Examination 
This method of examination is to 
a metallurgist as a finger print 1s 
to the FBI. Metallographic exami- 
nation entails the use of a special 
microscope and special metal prep- 
aration techniques which enable a 
metallurgist to look at the structure 
of the metal at high magnifications. 
A metallograph is a special micro- 
scope for viewing the structures of 
metal and taking photographs of the 
structures, 

From a metallographic examina- 
tion, almost the complete history of 
the fabrication, forming and treating 
of the metal can be determined. If 
a defect can be observed, it is not 
unlikely that a good metallurgist 
can pinpoint the origin and nature 
of the defect. 

4. Physical Testing—lf it is pos- 
sible, the testing laboratory would 
prefer to supplement their investiga- 
tion with actual destructive, physical 
tests of the part in question. These 
tests are performed on portions of 
the failed part which have been re- 
moved and machined to fit the test 
apparatus. The one disadvantage of 


A part being pulled to destruction. 
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these tests is that they require a 
large portion of the failed part for 
accurate results, there ‘ore unless the 
exainination is made on a part such 
as a truck axle, physical tests are 
usually impossible. 
5. Stress An lysis 
sis is possibly the most complicated 
of the methods available to the fail- 
ure investigator. Stress analysis in 
essence, is a test of the design of the 
part. If areas of weakness are pres- 
faults, 
analysis methods can pick up these 


ent, due to design 


stress 


areas. The common experimental 


stress analysis techniques available |: 


to the laboratory are those of Stress- 
coat analysis and strain gage analy 


S1sS, 


: . | 2 
Stresscoat analysis employs the |# 


use of a brittle lacquer which is | # 


sprayed on the part to be tested. 


The lacquer is specially compounded | 
so that it will crack at a known 


stress when the part is loaded. The 
analysis of the formation and distri- 


bution of cracks in the special lac 


quer gives the experienced stress 


analyst a clue as to the validity of 
design. 

Strain gages are an even more 
complicated tool of stress analysis 
and essentially give the laboratory 
the ability to measure moving or 
dynamic loads on a part. 


May Have to be Removed 

In order to direct a failure inves- 
tigation which will stand a court 
test, it is necessary in most cases, al- 
though not in all, that parts from the 
areas of failure be removed. The 
amount of metal removed is usually 
very small, however the more metal 
available for examination, the more 
positive the results will be. The fact 
that metal may have to be removed 
from a fractured part should be 
brought to the attention of all sub- 
jects concerned and mutually agreed 
upon. 

Possibly the best method of show- 
ing what the laboratory and_ its 
specialists will do in their efforts to 
solve a failure, can be shown by 
discussing specific case histories. 

One case involved the investiga- 
tion of the failure of a kingpin used 
in a truck. The truck was newly 
purchased and had been driven ap- 
proximately 400 miles. The facts 
surrounding the failure are simply 
these: The truck was driving over 
an open, smooth road at a speed of 

(Continued on page 144) 
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Medical market. 
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Family Major Medical Expense 
policy, a broad coverage policy 
featuring high maximum protec- 
tion for long-term diseases like 
cancer and heart disease. Deduc- 
tible feature helps make cost rea- 
sonable. Supplementing this 
catastrophe protection is the new, 
broader Kemper Hospital Expense 
policy—in many cases it will pay 
the deductible of the Major 
Medical. 

A full supply of hard-hitting 
advertising pieces — colorful 
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card, stuffers, ad-mats and direct 
mail letters—back up the new 
A and H line. 
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senting one of the progressive 
Kemper companies write B. S. 
Weyforth, Vice President, Home 
Office. 
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Question | 
Answer true or false. 


a long bone 1s 


rrowing end ot 
> > . ~ 


physis 
Che Os Calcis is tarsal bone. 
he common cartoid artery is a 
liac artery. 
dilute hydro- 
the stomach. 


| pours its secre 


ava returns 
lood to the le 
1 normal stomach 


(a quart) to 1500cc. 


v Che capacity 
is about 1000c 
vertebrae are twelve 

ve lies in the right 

heart 
lhe 


is the femur 


; 
long bone of the 


upper arm 


called the 


k. The clavicle 


lv of the 


STL 
the hunk body 
Che innet a long bone 
peritone 


head 
the 


vhicl the 


ulates is 
ne found in the 
deeper skin 
secreted in 


plays an im- 


physiology. 


second cervical 


an unusually 


of the Month 


The following questions and selected answers are taken from the final 
examination of the anatomy and physiology portion of the day school 
of The School of Insurance, Insurance Society of New York City. 


Answer 


a. False 
b. True 
a alse 
. True 
false 
‘alse 
True 
True 

1. False 
j. False 


QUESTION 2. 


the the correct 
answer [in the blank space at the 


Place number ot 


right of the page. | 
a. ‘| he popliteal space lies within 
knee (3) ankle 


(1) shoulder (2) 


l 
(4+) hip (5) abdomen 


b. Venous blood from the left arm 
returns to the heart by first entering 
the 

(1) left atrium (2) right atrium (3) 
inferior vena cava (4) left ventricle 
(3) right ventricle. 

c. The large artery leaving the right 
ventricle 1s 


(1) 


caroud (4) vena cava (5) coronary. 


the aorta (2) pulmonary (3) 
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d. The mitral valve is located in 
(1) right heart 
left heart (4) trachea (5) oesoph- 


(2) stomach (3) 
agus. 

e. The pleura is a covering of 

(1) heart (2) stomach 
(4) bone (5) a vein. 

f. The 
vessel of 

) thoracic aorta (2) carotid artery 
) abdominal aorta (4) vena cava 
) pulmonary artery. 

g. The mediastinum lies within 

(1) thoracic cavity (2 
cavity (3) medullary cavity 
peritoneal cavity (5) cranium. 
h. The nerve that accompanies the 
oesophagus as it passes through the 
diaphragm is the 

(1) vagus (2) pulmonary (3) sym- 
pathetic (4) gastric (5) aortic. 

i. The trachea is a part of the 

(1) GI tract (2) cardiovascular 
system (3) osseus system (4) res- 


> 
(3) lung 


coeliac artery is a branch 
(1 
(3 
(5 


abdominal 


(4) 


piratory system (5) none of these. 


Answer 


QUESTION 3. 

Name the main artery of the 
1. upper arm 

2. upper leg 

3. 


neck 


Answer 


1. Brachial artery 


2. Femoral artery 
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3. Carotid or common carotid 


QUESTION 4. 


Name the arteries that carry oxygen 
and nutrition to the heart tissue it- 
self 


Answer 


The right and left coronary arteries. 


QUESTION 5. 


Name the two large arteries leaving 
the heart 


Answer 


he pulmonary artery 
b. The Aorta 


QUESTION 6. 


There are three openings or aper 
tures in the through 
which pass certain structures. Name 
structures. 


diaphragm 


these 


Answer 


a. Aorta 
b. Inferior vena cava 


c. Oesophagus 


QUESTION 7. 


Name three skull bones which con- 
tain sinuses. 


Answer 
a. Frontal 
hb. Ethmoid 
c. Maxilla 


QUESTION 8. 


At the points of gastric entry and 
exit are valve like mechanisms which 
control the manner and rate 
which food and liquids enter and 
the Name 
mechanisms 


with 


leave stomach. these 


Answer 
a. The cardiac valve 


b. The pyloric valve 
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Question 9 


Answer 


a. What is an accepted normal heart a. 
rate at rest? 

b. What is an accepted normal blood 
pressure at 
c. What is an accepted noraml 
piratory rate at rest? 

d. The heart has how many 


Kighty times pet 


120 
sO 


rest ? Eighteen times per n 
Four 

cham e. twelve 

bers? f. blood 


one 


A tiny vessel which has 
walls—only 


laries are the connecting link between 


e. There how many pairs of cell thick 


ribs ? 
f. What is a capillary? 


are Capil 


arteries and veins 
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Testing Laboratory—from page |4! 


from 30 to 40 miles per hour. With 
no warning, one of the front wheels 
collapsed thus causing the truck to 
overturn in a ditch and severely in- 
jure the driver. The cause of the 
accident was centered around the 
failure of a kingpin and it was the 
job of the testing laboratory to find 
if the kingpin was faulty. 

Two kingpins were taken from 
the truck. One was the failed pin 
while the second was the pin from 
the other front wheel and was con 
sidered The kingpin parts 
longitudinally in a_pre- 
vious, cursory examination. The fol- 
lowing sequence of tests were then 
made : 


good. 


were cut 


All parts ot both kingpins, “goood” 
and “bad”, were tested non-destruc 
tively by Magnaflux inspection. No 
extraneous cracks were found which 
might indicate the source of crack 
ing. In general if cracks or defects 
the part by 
methods, it the 
the the 
cause of those defects and generally 
simplifies the job of the investigator 
No defects, however, were found in 
the kingpins. 


are found in non-des 


tructive focuses 


scope of investigation to 


Same Chemical Analysis 


The next step was to drill small 
holes at points away from the frac- 
ture and in the “good” kingpin. The 
drillings were collected and chemical 
and spectrographic analysis made. 
The results of the tests showed that 
the fractured kingpin and good king- 
pin had the same chemical analysis. 
Thus no blame could be attributed 
to poor chemistry of the fractured 
pin, 

The next course of investigation 
was that of metallographic examina- 
tion. This examination required the 
removel of a small solid portion of 
both the “good” and “bad” king- 
pins. The results of the observation 
of the metal structure under the 
metallograph indicated a very defi- 
nite difference in structure and to a 
trained metallurgist this difference 
would indicate a very brittle condi- 
tion in the fractured kingpin. Now 
we have found something concrete 
which might explain the fracture of 
one part and not the other, however 
the investigation did not stop here 
more verifying tests were run. 
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To further verify the results, 
hardness tests were made on the 
good and bad parts and the frac- 
tured kingpin showed an abnormally 
high hardness. In summary, the 
metallurgist was able to definitely 
conclude that the kingpin failed be- 
cause it was abnormally hard and 
brittle and the cause of the brittle- 
ness was focused on improper heat 
treatment by the manufacturer. 
Thus the liability of the failure was 
shown and the insurance company 
had a basis for subrogation. 


Why Did a Ladder Buckle? 


A second case involved the 
buckling of a lightweight, metal lad- 
der. This particular ladder had 
buckled, or apparently buckled, un- 
der the weight of a 185 pound man 
who was in the process of climbing 
on a garage roof. This case was 
quite involved as to the failure in- 
vestigation, however we shall at- 
tempt to give the basic facts and test 
procedures involved. 

The first object of the investiga- 
tion was to establish if the ladder 
was in any way defective. Complete 
chemical, spectrograph tests showed 
the ladder to be well within the 
standards specified by the manu- 
facturer. Actual physical and des- 
tructive tests showed the ladder to 
be within the accepted strength re- 
quirements. Metallographic tests 
showed the metal structure to be 
quite good and without signs of 
brittleness. Non-destructive — tests 
also showed no signs of prior crack- 
ings. All in all the ladder seemed 
to meet all known standards and 
pass all tests. Yet the ladder had 
buckled in use and the user had 
been injured. 

The next step was to run a stress 
analysis on the ladder to see if the 
failure was due to faulty design. 
Extensive tests were conducted on 
a ladder exactly the same as the one 
which had buckled. The stresses 
were measured by Stresscoat and 
strain gage methods and the results 
were quite surprising. The ladder 
had withstood an 800 pound load 
without failure—it had withstood a 
test where a 225 pound load was 
placed on the top rung and the whole 
ladder pulled over on one leg so 
that all the weight was concentrated 
on one leg—the ladder also with- 
stood the efforts of a 195 pound man 


{Continued on the next page) 
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Testing Laboratory—Continued a ice aes al ATOMIC ENERGY 
| 7 ‘ee HEARING 
to cause buckling by climbing, jump 


ing and swaving on the ladder. No P : ) ee eta THE JOINT ATOMIC 


ENERGY Commit 
signs of unusally high stresses were 


tee conducted hearings on the haz- 
noted | ress analysis methods Py —| — ards and insurance of atomic reac- 
For a while, the investigators were aoe | 7; om tors in Washington during the last 
stumped, however it then occurred | se 9 ee week in March. The Atomic Energy 
amic load has yj @ Li ae € NG Commission and the Associated 

on producing . i hes Factory Mutuals, among others, 

ictures, than a ase i’) urged quick passage of legislation to 

applied load. ; Fe ib provide excess coverage on such in- 

where small f A} i ' stallations by the government. A 
on various lo- ae m we — spokesman for General Electric 
cations on inclined ladder. It _& 


was subsequently shown that a 15 


Company warned that if appropriate 
legislation is not passed by Con- 
gress, his company will have to stop 
four feet and striking the ladder in work on the reactor project it has 
a particular area uld cause the 5 undertaken. The National Associa- 
exact buckling as had occurred. The tion of Insurance Agents asked that 
laboratory was then able to prove the legislation specifically authorize 


that the injured man had first tipped The ladder on the left had buckled. the 
the ladd from 


pound weight falling a distance of 


use of the facilities and services 
underneath him, of agents and brokers by the A E C 
while climbing from the top rung to — he] 
the roof and then on falling had 
struck tl adder us causing the 
buckling is fact was sustained by 


p aclaims adjuster seek the right in connection with the commercial 
avenue of settlement. We have Use of atomic energy. Charles J 
taken a brief look at the tools that ‘laugh, vice president of The Tras 
are used and how they are used, as_ lets. testified for the Nuclear En 
well as an interpretation of test re- TS) Liability Insurance Association 
sults to pinpoint the reasons for that the rates proposed by the indus 
We have presented an oversim- metal malfunction and failure. The 'Y Were reasonable and that the 
plified version of how a competent testing laboratories job is to bring Tetroactive provision included 
testing laboratory with the tools and out the facts—as Sergeant Friday them provides for any excess charge 
knowledge at hand, can solve the of TV fame would say, “the facts, «\ report on the special study con- 
mystery of a metal failure in as ef- man, the facts’. Once these facts ‘ducted by the A E C stated that the 
fective a stvle as Sherlock Holmes. and their meaning are brought to possibilities of a major accident are 
This presentation, in summary, has the attention of the claims agent, ¢xceedingly small since one could 
brougl ; at a testing labora- appropriate, effective and_ efficient only result from a highly unlikely 
tory with trained engineers in fail- settlement can be made on casualty Combination of — mechanical and 


1 


ure investigatior work. can do to. claims human failure. 


the broken limb of the man, which 
he admitted had hit the ladder. 
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R. E. RYAN, Supt., 
Royal Liverpool Insurance Group 


ITHOUT INTENDING to cause 
\ \ apprehension, I am compelled 
to introduce this subject with the 
comment, with 
The experimental scope of 
the coverage demands compliance 
with 


“danger, proceed 


caution.” 


completely thorough, careful 
and conservative underwriting. 
Before embarking on this rough 
sea, every effort should be directed 
to the education of the field force. 
The producers should know specifi 
cally what the company’s wishes are 
in relation to production of this class 
of business. The production source 
is very valuable in a company’s ex- 
amination. Management should have 
the confidence of knowing that the 
application is being submitted by an 
active producer possessing the ability 
to personally appraise the insurabil- 
itv of each family Risk 
selection before submission of the 
application will lessen the load. 


member. 


Underwriting Centered 


If there is no crossing of lines 
between service to the producer and 
underwriting, | recommend that all 
underwriting be done at a central 
point, preferably the head office. This 
function perhaps is more feasible to 
life insurance but certain obstacles 
may face the multiple line or casualty 
companies. 

Perhaps the most essential docu- 
ment to be relied upon is the applica- 
tion. By no stretch of the imagina- 
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the compan 


t 


ruld 


tion sh 
be swayed trom inclu 

detailed questions as 
necessary to under 

Of primary concern 

to the questions relatin 
conditions. Suffice to 
cluding action will be in keeping 
established principles of sound 
derwriting. 
available 


It is imperative tl 
statements be acquired 
from attending physicians, covering 


records 


case histories and hospital 
on previous confinements 


Resist Riders 


Whenever possible, the use of 

| 
amendment or waiver riders should 
be resisted when past or present his 
form of rheumatism, 


without operation and 


tories of 


ulcer 


any 
all dis- 
eases of the female 


renerative r- 
generative Ot 


vans are considered. In this untried 


field, the opportunity for selection 
against the provider of major medi- 
cal expense coverage is already 
needs no further com- 
ment beyond the reference to hospt- 


talization 


known and 
insurance. In many re 
spects even the incontestable cla 

is not sufficient safeguard. Many op 
erations 
planned, for weeks just following 
the termination of the incontestable 
period. A company need be wary of 


may be anticipated, even 


the much abused “periodic or annual 
and upon a state- 
ment of the results of the findings. 

Selection is avoided 


checkup” insist 
by insistance 
that all eligible family members be 
insured. The 


company must be 


alert to cost factors within a 
, 


and determine by some means 


gross family income from all 


urces. If consistent with the mode 
of operation, a 
should be 


estimate of such inco 


statement 


obtained 


twelve month period pt 


of solicitation. Cre 
a useful addition 
respects. 
There are two scl 
centered around the incide 
It appears that the 


casualty 

tors have adopted a gradation for 

mula as opposed to the life insurance 
N 


Both 


value 


carriers’ age of entry pt 


formats have 


ictice 
appeal and the 
of each must be deter 


formance with both theories. 


mined in con- 
In any 
event, age 1S an important factor in 


s tb? 


Proceed with caution 





Major Medical—Continued 


underwriting and quite possibly even 
more important in major medical in- 
surance than in life insurance. 

1 


\lertness as to the territorial area 


of residence and the prevailing 
medical fees and 


essential My 


hospital charges is 
personal experience 
over the past five years confirms the 
Prudential 
if the net 


findings of the survey 


showing that claim cost 


was $3 for the country as a whole, 
it was $3 for the East, $2.50 for the 
Mid-West, $2 for the South and $4 
for the West. Danger areas are Met- 
tropolitan New York, Cook County, 
Illinois and the entire state of Cali- 
fornia, at least as evidenced by our 
experience. 

The presence of other insurance 
has the potential to influence claim 
results and care should be exercised 
in determining the exact amount 


The kind of agency you operate; 


the kind of agents we want; 


the kind ol business that 


will do us both the most good. 


A bulwark of our company since 1799. 


One of the three characteristics of our relationship 


with our agents and assureds: 


QUALITY-INTEGRITY-FRIENDLINESS 


PROVIDENCE WASHINGTON 
INSURANCE COMPANY 
20 WASHINGTON PLACE, PROVIDENCE, R. I. 


and type of existing coverage. For 
obvious reasons, similar major med- 
ical expense insurance must not be 
carried. 

Naturally, control of all these un- 
derwriting theories at the company 
level can easily and quickly be lost 
if concurrently, the continued efforts 
to attain the fullest cooperation of 
the medical societies and the doctors 
themselves are not successful. 

In summation, | leave this thought, 
“deliberate with caution, but act with 
decision ; and yield with graciousness, 
or oppose with firmness.” 


UNIFORM TRAFFIC 
LAWS 


UNIFORM TRAFFIC LAWS were urged 
by a spokesman of the American Bar 
Association in testimony before a 
House Commerce subcommittee in- 
vestigating traffic safety. He warned 
of the damage to public respect of 
the courts caused by tricky traffic 
ordinances, unqualified judges and 
ticket-fixing justices of the peace. 

Irwin S. Markel, president of 
Markel Service, Inc., who also ap- 
peared before the subcommittee to 
urge uniform laws, further recom- 
mended passage of a bill sponsored 
by Senator Johnson (Dem., Texas) 
which calls for the establishment of 
an Automobile and Highway Safety 
Division within the Department of 
Health, Education and Welfare. The 
Division would implement Congres- 
sional desire for uniform legislation 
and would withhold lederal high- 
way funds from ‘states refusing to 
comply. 


MULTI-PERIL INSURANCE 
CONFERENCE 


THE ORGANIZATION of the Multi- 
Peril Insurance Conference, a con- 
solidation of the Multiple Peril In- 
surance Rating Organization and the 
Interbureau Insurance Advisory 
Group, was completed May 1. It 
will act as an advisory body on mul- 
tiple peril coverages with actual rate 
filings being made by local fire rating 
organizations, the National Bureau 
of Casualty Underwriters and the 
Inland Marine Insurance Bureau. 
One of its first goals will be the 
promulgation of one form of mul- 
tiple-peril policy for dwellings. 
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Home Office and Field Appointments 


Aetna Casualty: A new office has been 
opened at Nashville (Tenn.) with James 
L. Busby, superintendent, in charge. B. R 
Phillips has been named superintendent of 
underwriting, Robert E. 
representative 


Wagoner, surety 


Aetna (Fire) Group: John R. Brandt 
was elected an assistant secretary. State 
agent William H. Rolfs, Jr., has been pro 
moted to manager in Maine 

Claim manager Arthur K. McFadden of 
Baltimore been transferred to Phila 
delphia succeeding William K. Johnson, 
who was called to home office as assistant 
manager of the claim dept. replacing 
Frank L. Guertin, resigned. Charles H 
Elliott, claim adjuster in Baltimore 
been promoted to manager there. 


has 


has 


Agricultural & Empire State Cos.: 
Francis L. Guertin, has been appointed as 
counsel and director of casualtv claims 
James J. Butler, assistant comptroller, has 
been elected to succeed Fred W. 7 
(retired) as comptroller. 

James H. Vey, Jr., has been named as 
staff adjuster in northern N. J 


ickey 


Alexander & Co., W. A.: Account execu 
tive George C. Enke has been transferred 
from Chicago to Los Angeles to head the 
new branch office, a subsidiary of Alex 
ander & Co. of California’s San Francisco 
office 


Allstate Insurance: William J]. Heinrich, 
manager of national accounts div., has 
been appointed assistant vice president 
and Robert F assistant vice 
president in charge of advertising. Mh) 
Gorman will also direct the advertising 
of the newly-formed Allstate Life, as well 
as direct a new field advertising staff com 
posed of the following zone advertising 
managers: 

Charles Oysler, Skokie, Ik: Thomas F 
Kiernan, Menlo Park, Cal.; John W. Dear 
Atlanta, Ga.; William H. Rauch, Murray 
Hill, N. J.; and Joseph A. Wall, White 
Plains, N. Y 

James I 
from. sales 
of national 


Gorman, 


Wickens has been promoted 
manager to resident 
accounts branch 


manager 


America Fore Group: Rexford C. Hint 
has been appointed superintendent of the 
business interruption dept. in the 
office. 

Fire companies’ changes: William B 
inkers has been advanced to cashier suc 
ceeding Oscar T. Andersen, (retired) and 
is replaced as assistant cashier by Edwin 
1. Weydener. Robert E. Schmidt, inland 
marine dept. superintendent at Philadel 
phia, has been appointed assistant mana 
ger there. 

George FE. O'Hara, secretary of Niagra 
Fire, has retired after 50 vears of service 
and the operations of the metropolitan 
dept. of Niagara Fire will be under the 
supervision of vice president Thomas D 
Hughes and assistant secretary Walter D 
Sheldon 

Paul L. 


agent for 


home 


Thompson, New 
Continenal Ins 


Jersev. state 
and Fidelity 
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Phenix Fire, has retired and 
Russell H. Steele 
bilities relinquished by him 

John P, Keary 
resident manager at 
% Casualty Co 


B. Carr 


State agent 


issumes the responsi 
appointed as 
Detroit for Fidelity 
succeeding the late Ha 


has been 


American Home Group: JWVilliain IW 
MacLeod has been advanced to an execu 
tive assistant at office and is suc 
field manager in Baltimore by 
Lazenb formerly multiple 
agent for Employers’ Group 


home 
ceeded as 
Edward W 
line special 
American Insurance Group: Vic« 
dent Ashby C. Taylor has been transferred 
to the production div. of the 
dept. at the head country 
bond production and Leo F. Kiet 
named superintendent — to 
countrywide fire 
Branch 
Ins. Co. and 
Co. integrated 
tree St.) headed by 
Elme ] Lu 
Charles St.) 
Tl. Stafford 


presi 


operat ons 
olhice to direct 
wide 
man direct 
production 
ofhice operations of An 
American Automobile Ins 
Atlanta 1182 W. Peach 


resident vice president 


rerican 


Baltimore 2995 
resident president ] 
Cincinnati (2700 Gilbert 
resident president IW. J HW 
Cleveland (1700 B. F. Keith Bldg 
dent vice president Thomas B 
h: and Pittsburgh (Frick B 
dent vice president Jet Parke 
Paul A. Gunt 
supervising marine 


1 Vice 


Vice 


ugh, ldg 
has been promoted to 
underwriting for 
American Ins. Co. at Baltimore 
American Automobile-Associated In 
demnity promotions: John FE. Cad ladey 
at Pittsburgh 
and Thon Butle 
manage! casualty 


New 


to assistant branch manage1 
B. Homar 
branch 
respectively at 


William is G 


ind 
Orleans 


to assistant 
manage 


American Internat'l Undrs. 
new branch office has been est 
Pulsa, Okla., with 
manager, 


Corp.: A 
blished in 


Michael J. 7 ey as 


American Mutual Liability: 4:/hur M 
VWcCarthy, CLU, was elected a vice presi- 
dent and Evan L. Wolfe and William J. 
Hazam, assistant vice presidents 

John R. Bullocl 
district sales 
ind James H 


manager at Littl 


has been appointed 
manager at Reading, Pa 


Watson, JTr., as 
Rock, Ark 


ACCOUNTS $ 
INSURED to 0,000 ' 
Get our FREE LIST 
of INSURED Federal 
Savings Assns. paying 


up to 4% current 
dividend. 


ALBERT J. CAPLAN | 


AND COMPANY 
Members: Phila.-Balto 
Stock Exchange ‘ 
Associate: Boston Stock § 
Exchange X 
1516 Locust St., Phila. 2, Pa 


branch sales 


American 
O'Neil 
dent 


Policyholders: 


was elected an t 


ASSIS 


American Surety: Richard | é 
been appointed special agent at Indian 
apolis. Louts Rams ir has been 
named manager of the Akron claim of 
fice. 

Special agent David H. Guent! 
een advanced to superintendent of bonds 
it Buffalo branch 


er has 
} 


othice 


Atlantic Cos.: Onriille Le 


supervisor at San Francisco 


ICCOUNTIN 
has been 
pointed manager of the new 
counting 
Colo and 
Bahrenberg 


ferred 


Spe cial 
Denve 
} 


issisted V [lle 


office established in 
will be 
and Olmwer § f ? 


home 


trans 
from othe 
Boston-Old Colony Cos.: |! 

been appointed sti i 
Mir 


has 
ualtv business in 


consin 


Civil Service Employees: Home office 
now fully established in its ne 
at 989 Market St 


building 


Vurphy 
Houston 


been ip 


Cochran's Ins. Agency: / 
formerly assistant 
for Aetna 
pointed casualty manager 


manage 
Insurance Group 


Continental Casualty: Commercial dis 
changes: Milt E. Orme 
regional sales managet Ron Williams, 
special agent for Illinois; James F. Richard, 
special agent for Minnesota: 4. Christo 
Dewing, and Ton 
Leckenby state special agent for Texas 
Ward H. Hackleman named 


manager of the Denver 


named eastern 


pher agency secretary 


has been 
brancl 


Continental-National Group: Jo/in / 
Pickles has been appointed manager o 
the fire-marine div 
Missouri and Kansas. Special agent Rus 
ell K Linton has been promoted to state 
agent in Oklahoma 

Pickles 


supe rvising western 


succeeding Mii 


has been 


Dixie Auto: Hugh G. Vaugha 
appointed Georgia state manager 
Employers Mutual Cas: Flected as offi 
cers: Assistant vice presidents: Frederick M 
DuBois, head of fire div., Robb B. Kelley 
assistant superintendent of agencies, Ray 
Sanders, head of accident prevention dept 
and Darrell B. Souther personnel and 
planning; assistant secretaries: L. FE. Bruce 
manager of Polk County 
and C. 1. Williams 

dept 


underwriting 
head of bond-burglary 


office 
Ohio 
adjustment 


Evons Adjustment Co.: \ branch 
has been established in Fremont 
by this Toledo independent 


firm 


been ay 
Pennsvlvania 


Excelsior: Richard Firth has 
pointed supervising agent in 
and Marvland 





Continued 


Fire Association Group: A western un- 
derwriting and service dept. has been es 
tablished at Madison, Wis., with vice 
president George V. Whitford having jur 
isdiction over fire, automobile, marine and 
multiple peril supported — by 
Harry J. Noyes secretary, and 
flvah ¢ Schucl Casualty Co. 
will over casualty 
business in the area 

Later this 
fice n 


Field Appointments 


business 
assistant 
General 
conunuc 


jurisdiction 


year, a complete service of 
Chicago will repli the present 
(llinois dept. and will be managed by 
W. George Mck? supported by James 
i TPhomsor marine managei 


in Ill. dept. 


pres ntly 


Fireman's Fund Insurance Group: [ic/ 
ard P. Benoit has been appointed as spec 


ial agent in eastern Massachusetts for 
casualty-bonding-automobile. James D. 
Thorne has been appointed hail special 
agent and will assist Maynard C. Gardner, 
who heads hail operations in the south 
eastern territory. 


General Accident Group: Harold A. 
Herbst has been appointed to take charge 
of the new ‘service office opened in St. 
Louis, Mo. 


General Ins. of America: A new service 
olfice has been opened in Belmont, Mass., 
with Everett R. Ryder promoted to mana- 
ger. Multiple lines underwriting will be 
handled by John Keschum, John Murphy 
is claims man, Aen Tischmann, fire in 
spector and sales representatives are 
Paul Woodward and Allen Weave 
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General Reinsurance: Frnest A. Burk- 
hard, formerly assistant vice president of 
Gulf Insurance, has been appointed a 
claims attorney. 


Great American Group: Rodney A. Was 
muth (Detroit), Frank A. Peterson, Jr. 
(Chicago), and Walter W. Custance (New 
York City) were elected assistant secretar 
ies of the fire companies. 


Hardware Mutuals: Hal B. O'Connor has 
been named to replace Herman L. Tose? 
(resigned) as head of the sales and advei 
tising depts. and is succeeded as Wiscon 
sin district manager by Verne H. Holmes, 
home office field service manager. 


Harleysville Cos.: Joseph M. Allen, Jr.. 
has been promoted to southern branch 
underwriting manager. 

Miss Betty Landes has been promoted to 
the new position of supervisor of female 
personnel. 


Hartford Accident: Fidelity-surety dept. 
promotions at New York office: Fred J. 
Kehrli becomes manager succeeding John 
fF. Beardsley, recently elected a secretary, 
and assistant manager Sal J. Capotosto 
succeeds Mr. Kehrli as associate manager. 

Robert J. Wabrek, supervising under- 
writer at Cleveland, has been advanced to 
casualty superintendent. 

\ppointed special agents specializing in 
surety-fidelity bonds: James S. Funk, 
northern Ohio, and Norman L. Stotts, 
southern and central Indiana. 

New England dept. appointments; Ger- 
ard W. Harden, office manager; Alexander 
]. Lapsis, Jr., superintendent of casualty 
dept. succeeding Mr. Harden; and Champe 
G. Landgren, supervising underwriter of 
liability-compensation replacing Mr. Lap- 
sis. 

Appointed to newly-created positions of 
assistant managers in Newark (N. J.) of- 
fice: 

James N. Conway, Jr., Elmer P. Shine, 
and Emil P. Wieda. 


Hartford Fire: Raymond M. Normann 
has been appointed special agent at 
Toledo, Ohio, replacing Frank J. Knight, 
Jr., (resigned) and is succeeded as special 
agent at Milwaukee by Donald L. Risberg. 

Robert C. Hannah has been promoted to 
personnel and office manager for the Hart- 
ford area for the Hartford Fire Ins. Co. 
Group. 


Health Service, Inc.: James R. Alderman 
has been appointed as staff counsel and 
director of legal dept. for this company 
and Medical Indemnity of America, Inc. 


Holland-America: J. Alfred Young has 
been appointed manager to supervise mul- 
tiple line operations in St. Louis, St. Louis 
County, central and southern IIl., eastern 
Mo. and northeastern Ark. Howard F. 
Walter has been appointed field represent- 
ative in western Mo. 


Home Insurance (N. Y.): Secretary 
Charles M. Mecke, Philadelphia, has been 
transferred to New York to serve as admin- 
istrative assistant to T. Morgan Williams, 
vice president and secretary in charge of 
the western field. 


Hospital Service Plan of N. J.: MVilliam 
R. Skelley, formerly controller and assist- 
ant director of the Colorado Hospital 
Service, has been appointed as an assist- 
ant vice president. 
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Indiana Lumbermens: Managers M. T. 
Kimmick, Los Angeles, and T. R, Lub- 
king, San Francisco, have been promoted 
to resident vice presidents. 


Industrial Indemnity: Thomas P. Neely 
has been advanced to production mana- 
ger for San Francisco div. Special agents 
Thomas F. Kling, Barney I. Deasy and 
William S$. Osterholt have been promoted 
to branch managers at Oakland, San Jose 
and Long Beach, respectively. 

Appointed executive special agents: 
Charles I. Furbush at San Francisco; Wil 
liam §. Price and Kenneth J. Ford at Los 
Angeles. 


Kemper Group: Appointed district mana- 
gers: J. W. Keckeisen, eastern Kan. and 
western Mo.; M. B. Patterson, central and 
northern [ll.; and R. B. Talbert, north- 
eastern New York. 

Fred W. Hagen of Atlanta, Ga., and 
Blaine Platt of Summit, N. J., were elected 
resident vice president and resident secre 
tary, respectively, for Lumbermens Mutual 
Casualty and American Motorists Insur- 
ance Cos. Mr. Hagen was also named resi- 
dent vice president of American Manufac- 
turers Mutual and Federal Mutual Ins. 
Cos. and manager of the group’s southeast 
ern territory; he succeeds C. L. R. Nichol, 
retired. Mr. Platt is also assistant secretary 
of American Manufacturers Mutual. 


London Group: John A. Scollay has been 
named assistant office manager, a new 
position, at home office. 

Robert E. Jenkins has been appointed 
inland marine manager at San Francisco 
and will also supervise the multiple peril 
dept. 


Loyalty Group: Western dept. promo- 
tions: Ernest Richter, Arch Blickenstaf] 
and James I. Perkins to second vice presi- 
dents; Byron B. Redman and John T. 
Clark to secretaries. 


Lumber Mutual! Fire: Garrett V’. Snedeker 
has been appointed as special agent for 
Long Island and New York. 


Maryland Casualty: William N. Carroll, 
field supervisor in agency div., has been 
appointed assistant agency director suc- 
ceeding Charles H. Peterson, recently 
elected vice president and agency director. 


Massachusetts Bonding: Ray W. Melvin 
has been appointed manager of the group 
dept. of the eastern regional office suc- 
ceeding Arthur E. Nolan, transferred to 
head office. 


Merrimack & Cambridge Mutuals: 
Francis W. Sherwood, Jr., formerly special 
agent for N. C. Fire Ins. Rating Bureau, 
has been appointed special agent for Va 
and N. C. 


Michigan Mutual Liability: George 4A 
James, account executive at Grand Rapids 
Mich., has been appointed manager at 
Kansas City, Mo. 


Mutual of Omaha: Walter Warner. gen 
eral operations manager of Tele-Trip 
Policv., Inc.. has been elected vice presi 
dent in charge of operations for Tele 
Trip. 

Mutual Service Cos.: Ernest H. Klepeta 


has been appointed vice president and 
chief actuary. 
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Nationwide: Group operations appoint is manager for Indemnity of N. A. and 
ments: Cec G. Ainge tormerly general W. Everette Be haves aS manager for 
attorney tor Life of Missouri. cou Insurance of N. A. and Philadelphia Fir« 
J. M. Dohe promotion at t & Marine. 
manage) and Robe / ) é 
manager for Michigan Northwestern Mutual: [7 1 Noyd has 
been appointed to the administrative stafl 
Norfolk & Dedham: // I Sayd of the home office claim dept. and is suc 
formerly assistant Claims manager at B ceeded as southwestern dept. claim mana 
ton for Home Ins... has been ippointed to ver by Tom Hus s. Richard O. Morrison 
the newly-created position of assistant cas succeeds Mr. Hughes as 


ualty claim manager. manager at Houston 


Va Garine Kansas Citv (Mo.) in 
North America Cos.: / ; spector, has been named special agent to 
been named msistant ma d 


district claim 


2€} madi serve lowa and central Illinois 
William A. Watson, manager e\ 
Ind service offer vas elected assistant Pacific of N. Y. Group: Paul J]. Baisley, 
secretary of Indemnity of N. A special agent in New York State has been 
A new Nashville Tenn.) service office appointed state agent for Virginia. 


1e > ( ] y cal 
has been opened with Leonard Cummings (Continued on page 154 
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TALKING LETTERS 


whenever 
letter always 
sound if vou 
1 to whom 
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what your 
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e following: 
about what 
ne some think 
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TAKE INVENTORY 
rHE GI ‘a ACIES that 
insurance agents is the 


ive the time 


us tied to our 
to grow and 
hat should 
ringing door 
pl 
of being en- 
ils, it is time 
vour office 
routine and these lead- 
Ing questo! S 
1. What type of office work am I 
doing th Ise could not do 
Imost as well? 
ffice routines and 
ential 1 which 


and 
taken 


at sot ol ¢ 


just as well 


vith or 

manner ? 

time is taken 

which someone 

wd handle as easily ? 
There Are 


vou col 


ore questions 
which might 
egating to others 


14 1 
1id aSk 


suggest wavs of del 
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some of the details you now handle 


vourselt, vou more 


function of an 


thereby giving 


the highest 


4 


» agent—selling insurance. 
let the rising tide of details 
smother your selling potential. Rid 
vourself of much of the paper work, 
then go out and sell. 
Po 


SMALL BUT POWERFUL 


\RE YOU GETTING ENOUGH mileage 


from your newspaper advertising 
dollars : 


\uthorities tell us that smaller 
ads, run frequently are more effec- 


tive and less costly in the long run. 
Copy should be brief and to the 
point. As wordiness increases, read- 


ership decreases. Ads can’t be ex- 
\ combina- 
tion of interest and need on the part 
of the prospect plus a good sales 
talk, flavored with the 
personality, gets the signature on 
the dotted line. 


Personality 


pected to do the selling. 


salesman’s 


appeal for 
can be achieved through a special 
signature line, which your local 
newspaper ad manager will be glad 
to help you design. 


your ad 


Distinctive sig- 
natures shout the position of your 


message and especially so in want 


ad columns. Cleverly worded copy 
in want ad columns is often just as 
effective as a much larger, far more 
costly ad 

Statesmen 

State Auto Ins. Ass'n 


SAFETY WINS AGAIN 


Cooper ALLoy Corporation, Hillside, 
New Jersey, has been presented 
with the Steel 
highest safety award given by the 
Steel Founders Society of America. 

Among Eastern Seaboard Divi- 
sion plants having fifty-six thousand 
to one hundred thousand manhours 
of exposure per month, the firm was 
cited for outstanding performance 


Founders Award, 


in steel foundry operation for the 
period from June through August, 
1956. During this time Cooper Al- 
loy’s Foundry Products Division lost 
no manhours because of accidents. 


FIRE INVENTORY 


\WeE KNOW BY EXPERIENCE that peo 
] 
I 


ple are curious to see burned out 


properties. It might be even more 
effective to take the picture after 
the fire. Suggested copy: 

If this happened to your home 

Have you enough insurance to 
provide replacement of “new for 
old”? Do vou know what you have 
and what it cost”? Or would you 
have to make inventory from mem- 
ory? To make sure you are properly 
insured see Blank and Doe. Tele 
phone MA, 1-4356 

If you haven’t made inventory let 
us give you one of our free house- 
hold inventory books. No obligation. 
Be sure, of course, to get permission 
to use such pictures. 


General's Review 
Gen. Acc. Ins. Co’s 


GOOD ADVICE 


CoNFrucius Is BLAMED for this one: 
“Man who stop advertising to save 
money is like man who stop clock 
to save time.” 


General's Review 


HOME RULES 


AGENTS, SEEKING FASTER SERVICE 
from the home office, may obtain it 
by following nine simple rules. This 
is the consensus of opinions of pro- 
ducers who have tried such methods 
when writing in on matters of col- 
lections, policy numbers, applica- 
tions, claims, policy changes, under- 
writing and other data requiring file 
check and reference. There'll be no 
tactics and end- 
less chain of delays when following 
these pointers : 
Direct mail properly. 


“merry-go-round” 


Spell names correctly. 
Write plainly. 
Include details ; 
Include dates. 


don’t be vague. 


Furnish correct information. 

Answer correspondent’s questions 
fully. 

Give complete policy number. 

Give assured’s address. 

That’s all there is to it! 


Continental News 
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LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1956 


ASSETS LIABILITIES 
5,518,043 87 


436,618 85 


3,946,903 97 
2,958,000.00 

ther Liabilitie 324,094 62 
10,942,414 98 Capital 15,000,000.00 
2,065,416.71 Net Surplus 79,988,281.30 
Total admitted Assets. $201,996,496.35 Total $201,996,496.35 


and Foreign 


SURPLUS TO POLICYHOLDERS $94,988,281.30 


10,259 60 the above statement are deg ted o 


NATIONAL-BEN FRANKLIN INSURANCE MILWAUKEE INSURANCE COMPANY 
COMPANY OF PITTSBURGH, PA. OF MILWAUKEE, WIS. 
DECEMBER 31, 1956 DECEMBER 31, 1956 


ASSETS LIABILITIES ASSETS LIABILITIES 
Cash $2,064 60 776,967 0 f 

"Bonds and Stocks ! 603.47 

Interest due and accrued 424.58 


Agents and Departmental 
Balances 625,547.09 


t 3.005 98 Ag , , ao 151,809.57 
Capital 2,000,000.00 » 4.56 661 Capital a = 3,000,000.00 
126.651 86 Net Surplus 6,095,510.46 e ser 316.3 Net Surplus _ 16,592,447.12 


Real Estot 62,000.00 


Total admitted Assets_ $18,078,291.60 Total $18,078,291.60 Total admitted Assets. $49,311,082.17 Total . —__——— $49,311,082.17 


SURPLUS TO POLICYHOLDERS $8,095,510.46 SURPLUS TO POLICYHOLDERS $19,592,447.12 


Securities carried at $2,086,802 60 in the ot ve st ment ore deposited as required by law 


THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
COMPANY OF NEW YORK OF NEWARK, N. J. 


DECEMBER 31, 1956 DECEMBER 31, 1956 
ASSETS LIABILITIES ASSETS LIABILITIES 
Cash $ 1,530,271.76 Reserve for t $ 11,330,903.31 Cast 34,735 rve for c —$ 11,330,903.31 
Mortgage Loans on Real Estote 9,000 00 Reserve for t Expens 1,153,800 00 tgage Loens Real Estate 862 6 ve for Loss Expenses 1,153,800.00 
*Bonds and Stock 38,767,115.71 Reserve for Unearned Premiums 16,565,527 17 “Bonds o ' 300 62 serve for Unearned Pre 16,565,527.17 
Interest due and accrued 145,923.17 Reserve for Toxe 4 Es es 615.69 0 st d jo 4 56,166 8 ’ we f nes and Ex 607,495.00 
Agents and Departmental A ther Liat ‘ 2 48 39 2 ther L 5 121,598.79 
Bolonces 3,758,150.11 Capital 3,000,000.00 ' ' ahi Capital 3,000,000.00 


Equity in Marine and Foreign Net Surplus 11,730,258.38 Net Surplus - . 13,625,088.59 
Insurance Pools___ 202,834.42 


All other Assets. 214,037.08 other ets 


Total admitted Assets "$44,627,332.25 Total $44,627,332.25 Total admitted Assets. $46,404,412.86  ———— __. $46 404,412.86 
SURPLUS TO POLICYHOLDERS $14,730,258.38 SURPLUS TO POLICYHOLDERS $16,625,088.59 


Securities carried at $4,346,473.47 in the above statement are deposited as required by low Securities carried at $),696,848 40 in the above 


a e stotement ore deposited as required by low 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1956 


ASSETS LIABILITIES 
Cash 42,794 64 Reserve for Taxes and Expenses $ 2,780.94 
Bonds and Stocks 404,158.65 Capital 100,000.00 
Interest Due and Accrued 2,945.21 
Agents and Departmental Balances 11,541.53 
All other Assets 19,300 00 


Net Surplus - 377,959.09 


Total admitted Assets i $480,740.03 Total $480,740.03 
SURPLUS TO POLICYHOLDERS $477,959.09 


Securities carried at $55,636.41 in the above statement ore deposited os required by low 
*Valuations on basis prescribed by National Association of Insurance Commissioners 


Western Department HOME 1@) FFICE Pacific Department 
120 So. LaSalle St., Chicago 3, Hlinois 10 PARK PLACE, NEWARK 1, NEW JERSEY 220 Bush St., Sen Francisco 6, Collf 
Foreign Department Canadian Departments 
102 Maiden Lane, New York 5, New York 800 Bay St., Toronto 2, Ontario 


206 Sansome St., San Francisco 4, Calif 535 Homer St.. Vancouver 3, B. C 


Southwestern Department 
912 Commerce St., Dallos 22, Texas 
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Home Appointments—trom p. 151 
Pacific National Group: R. R. Rounds 
has been appointed resident vice president 
of the southern div 

Pacific div. appointments: Norman T. 
Moore, agency dept. manager; Fred J. An- 
derson, assistant underwriting dept. mana- 
ger; Barney Chadwick, claims examiner; 
{rlington C, Ansbro, special agent in East 
Bay territory; the Los Angeles office, now 
located at 3932 Wilshire Blvd., is under 
management of 4. T. Siem succeeding 
R. E. Jenkins transferred to San Fran- 
cisco as city production manager; and 
Paul Weegley agent for southern 
California 

Kelsey J. Olds has been designated ex 
ecutive assistant to C. A. Brough, Pacific 


special 


div. vice president, working exclusively for 
Paramount. 

Promotions: A. J. McGuire, assistant 
manager of eastern div., named vice presi- 
dent-eastern div.; Patrick Magarick, claims 
manager, to assistant vice president and 
secretary; and John Riddell, budget direc- 
tor and. staff assistant for casualty, to 
secretary. 


Pearl-Monarch Group: G. R. Kells, 
special agent at Washington, D. C., has 
been appointed state agent for western 
New York State. 


Phoenix of Hartford Group: Collins R. 

Thomas has been appointed superintend- 

ent of fidelity-surety div. at home office. 
Raymond A. Peterson, central Illinois 





ASSETS 

3onds 

Stocks ae ae 
Cash in Banks and Offices 
Agents’ Balances 

F.H.A Mortgages 

Home Office 


RESERVES AND SURPLUS 
Claim om 
Unearned 
Commis 
Tax Ke ts 
Miscellaneous Reserves 
Voluntary 
Capital 

Surplus Ewa taths 
Surplus to Policyholders .. 


Reserve : 
Premiums 
Ions 


serves 


Reserve 





CONSOLIDATED 


FINANCIAL STATEMENT 


Accrued Interest and Miscellaneous Funds . 


Total Admitted Assets 


Total Liabilities 


ANCHOR CASUALTY COMPANY 


SAINT PAUL, MINNESOTA 


QUEEN CITY INSURANCE COMPANY 


SIOUX FALLS, SOUTH DAKOTA 


$10,533,249 
1,694,528 
1,629,191 
964.711 
12,056 
570,250 

25 


$16,451,490 


$ 5,402,986 
6,459,621 
55,639 
364,002 
523,290 


1,300,000 
1,500,000 
3,645,952 


. $16,451.490__ 








FIRE 
and 
CASUALTY 


SUPERIOR 


SERVICE and 


PROTECTION 


for your POLICYHOLDERS 


SUPERIOR INSURANCE CO. 


le) |e) sale 3 


DALLAS, TEXAS 


E. T. EARNEST, President 


stale agent, has been promoted to manage! 
of the newly-designated Indianapolis dis 
trict office. State agents E. H. Richardson, 
Richard N. Jennings, John F. Kennedy 
and special agent Andrew S. Martin will 
be associated with him. 

State agents transferred: H. Marshall 
Schlick from Decatur to Peoria, Il., as- 
sisted by special agent Thomas F. Collins, 
Jr., and William H. Neale, III, from 
Nebraska to West Virginia. 

Jack R. Cory has been appointed state 
agent to supervise central and western 
Nebraska. 


Phoenix of London Group: Arviiur J. 
Dickson has been appointed chief engi- 
neer of the safety-engineering dept. suc- 
ceeding Thomas L. Sturges retired. 

Daniel B. Haskin and John L. Wilhelm 
have been appointed special agents in 
western New York and Virginia, respec- 
tively. 


Pitcher & Co., Inc., Lewis B.: Harold J. 
Smith, formerly secretary of Alexander, 
Dreux & Co., Inc., has been elected sec- 
retary of this New York independent ad- 
jusuing organization, 


Recording & Stat. Corp.: Promotions at 
Danville (Ill) printing plant: Wayne F. 
Feldman, vice president, and Lester M. 
Francis, plant manager. 


Retail Credit Co.: Charles W. Montplais- 
air, assistant manager at Paterson, has 
been appointed manager of a new branch 
office at Jersey City, N. J. 

Special representative James A Ragan 
has been promoted from Detroit sales 
office to Little Rock-Memphis branch of- 
fice. 

C. ©... art, It, 
Oakland. has been 
new 


assistant manager at 
named manager of a 
branch office at San Mateo, Cal. 


Reed, 


been 


City 
vice 


Kansas 
elected 


Riverside: Harry T. 
branch manager, has 
president. 


Royal Exchange: Joseph F. Corcoran has 
been appointed as state agent to cover 
eastern Missouri. 

Ralph R. Moore, branch underwriter at 
East Orange, has been appointed office 
manager there. 


Royal-Globe Group: Michael EF. Bobick 
has been named a secretary. Richard G. 
Brueckner who has been appointed a secre- 
tary and assistant general counsel, succeeds 
the late James J. McGuirk, Jr., as corpor- 
ate secretary and will have administrative 
charge of the legal dept. Edward F. Me- 
Laughlin succeeds Mr. Brueckner as assis- 
tant secretary and counsel and also con 
tinues as tax counsel. William E. Lyons 
and Francis E. Hayes have been designated 
as counsel. 

Fhomas J]. Pendergast, formerly bonding 
manager for Fireman’s Fund, has been 
appointed superintendent of bonding at 
Syracuse. 

State agent M. J. Bergin has been trans- 
ferred from Milwaukee to Chicago. Mr. 
Bergin’s territory will now be handled by 
state agent J. C. Olsen with headquarters 
at Milwaukee and by newly-appointed 
state agent Charles W. Smith with head- 
quarters at a new field office at Appleton. 

O. Robert Jones has been appointed as 
special agent in Omaha. 


St. Paul Fire & Marine: FE. R. Sherwood, 
Pittsburgh state agent, has been made 
manager of Chicago service office. Carroll 
E. James, Pittsburgh special agent, has 
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been appointed state agent for western 
Pennsylvania. 

E. R. Timberg has been granted a leave 
of absence as state agent at Nashville and 
state agent Harold R. Trickey of the east 
ern Tennessee field will assume complete 
jurisdiction of the state. James A. Dokmo, 
western Tenn. state agent, has been ap- 
pointed agency superintendent at home 
office. 

Special agent appointments: James L. 
Hicks, eastern Tennessee; Warren EF. 
Kraft, Jr., eastern Wisconsin; Paul M. Sil 
ver, Cleveland, Ohio; and Howard~ I 
Couch, central South Dakota. 


Seagram & Sons, Inc., Joseph E.: Robert 
J. Ruppel has been promoted to manager 
of the insurance dept. 


Security-Connecticut Group: Virgil H. 
{rrington, Jr., has been appointed state 
agent in Tennessee, and John V’. Goepfert 
promoted to state agent in Cleveland. 


Standard Accident Group: Ceci! H. Fl 
kins has been named to succeed E. K 
Welsh (granted leave of absence due to 
health) as manager at Cincinnati and 
Robert J. Holtmann has been made 
manager of casualty and property under 
writing dept. 

Clayton W. James has been appointed 
assistant manager at Buffalo and Franklin 
C. Bronson named assistant claim manager 
at the New England branch. 


State Fire Prevention Ass'n of N. J.: 
New officers: President R. E. Burdick (as- 
sistant fire manager, American Ins. 
Group); vice president, Joseph W. Ritger 
(Royal-Globe Group); secretary, A. George 
Rohe, Jr. (Crum & Forster); and treasurer, 
William Monahan (Maryland Casualty). 


Stewart, Smith & Co., Inc.: David JW. 
Smith, formerly assistant vice president 
of Guy Carpenter & Co., has joined this 
New York firm as manager of the rein- 
surance dept. 


Strudwick Co., A. E.: John L. King, 
formerly with Lukis Stewart & Co. of 
Montreal, has joined the home office staff 
of this Minneapolis firm of reinsurance 
brokers. 


Travelers: A new multiple line branch 
office has been opened in San Antonio and 
staffed as follows: R. N. Hogue, manager. 
life-accident-health; Charles W. Crabb, 
manager, casualty-fidelity-surety; Wayne 
Shaw, manager, fire-marine; Jack T. 
Johns, supervisor, group dept.; William 
J. Caughey, office manager, branch office 
administration dept.; Paul W. Bogusch, 
Jr., claim manager; J. J. Jewell, resident 
engineer, engineering and loss control div.; 
and John C. Brooks, Jr., district field 
auditor, casualty payroll audit div. 

Dr. William A. Clarke has been ap 
pointed assistant medical director. 

Promotions by Travelers Indemnity: In 
marine dept.; William F. Collins, assistant 
secretary, Roland FE. Reed and Alan B. 
Tarbell, chief marine underwriters, and 
Glenn S. Light, assistant marine under- 
writer; Adolph E. Tanguay, chief under- 
writer, and Norman S. McAuliffe, exam 
iner, Pacific Coast fire underwriting dept. 
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Cudd & Coan, Juc. 


TELEPHONE 750! 
CABLE: CUDCO 


Nation-Wide Service 
SPARTANBURG, SOUTH CAROLINA 


Reinsurance 


-:- Treaty and Facultative 


Markets -:- Domestic and Foreign 


Managers 


-:- Reinsurance Pools 


GENERAL AGENTS -:- SOUTHEASTERN: STATES 


314 PINE STREET 





sive) managements. 


Fire & Casualty 
Company 


EARL W. GAMMAGE, presipent 
P. Oo. BOX 1662 








AGGRESSIVENESS 


{ typical attribute of the most successful 
insurance agents 
Bold, decisive aggressiveness—tempered with practical common 
sense—is the mark of men who have reached an executive status in 
their chosen field. Insurance agents with this quality invariably prefer 
to represent companies with exceptionally aggressive (and progres- 


Pan AMERICAN 


Insurance 
Company 





T. EARNEST GAMMAGE JR.. exac. v. 
HOUSTON 1. TEXAS 








United Pacific: Larry EF. Jackson, formerly 
office manager of the Kansas City branch 
of American-Associated Cos., has been ap- 
pointed office manager of the midwest 


regional office succeeding Ralph M. Snider, 


returning to home office. 


U. S. Fidelity & Guar.: Promotions: Wil 
liam T. Harrington and Joseph L. Placht, 
from assistant controllers to assistant treas- 
urers; Charles T. Bauer, from senior secur- 
ity analyst to assistant secretary; and 
Herbert W. Mueller, from assistant mana- 
ger to resident secretary at Chicago 


United States Fire: Donald A. Me 
Sweeney, New England dept. supervisor 
and senior underwriter, has been ap 
pointed as special agent in the Boston 
service office 


Zurich-American Cos.: Midwest dept. 
promotions: Everett B. Johnson, assistant 
superintendent of agencies; field repre 
sentatives; Robert C. Clarke, southern 
Illinois, Arthur H. Schumann, northern 
Illinois, Sandy A. Myhre, Minnesota, and 
C. Richard Goff, Kansas and western 
Missouri; and Thomas J. Maloney, super 
vising underwriter. 

The Milwaukee district office has been 
moved to 2040 W. Wisconsin Ave. 
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Co. of N. Y., Homeland Insurance Co. of 
America Mercantile Insurance Co. of 


ass in notes resconetiag eigae 7 ges % Mercantile In 


Ocean Marine Insur 


ance Co Ltd., and Pennsylvania Fire 


Insurance Co 
“espe a Horeennga a Ins. Management,  ass'n of Marine Undrs. of the U. S.: Hu 
Inc.: Delaware Valley Chapter officers ia tee hy 
‘ } 7 : old Jackson president ot Wm. H. McGee 
President, F. Wa ¢ A leche (The ae & Co., Inc., was elected president succeed 
= - | cae ne penne: Ss, -Sewew ing Miles F. York, president of the Atlantic 
luPon = sieessebelegles secretary Companies. Other othcers elected: Ist vice 
Atlantic City Electric president, Owen E. Barker; 2nd vice presi 
D \merican dent, Emil A. Kratovil; Pacific Coast vice 
secretary, W. J president, Louis W. Niggeman; executive 
; ses tascer~yiat vice president rl k. McDowell; treas 
lant treasurer, E. ( urer-secretary, } La Ml Torrey. Ed 
} Se ward R. King continues as assistant sec 
retary 


Ass'n of Casualty & Surety Cos.: lotal Colorado Ins. Dept.: Mondeau bk. Bake 


ership n cluding the follow has been named examiner, attached to the 


ing new members: Central Surety & In rating div. Fred D. Jackson has become 


surance Corp., Common th Insurance — afhiliated with the department 


pie-LINE Groups 


American GENERAL INSURANCE COMPANY 
FIRE AND CASUALTY INSURANCE 


American GENERAL LiFE INSURANCE COMPANY 
LIFE, ACCIDENT, SICKNESS, HOSPITALIZATION AND GROUP 


UNION Nationac Life INSURANCE COMPANY 
LIFE INSURANCE 


Hawauan Lire InsuRANCE Company, Lrtp. 
LIFE INSURANCE 


American General 


COMPANIES 


. SF 422 aS 





p 7 - hod bs Come doe 0} Cob a —) al) 
INSURANCE COMPANY 


Victor Montgomery, President 
HOME OFFICE: LOS ANGELES 


S) MEMBER, WESTERN INSURANCE INFORMATION SERVICE 


Delaware-Maryland D. C. Ins. Field 
Club: Officers elected: President, Raymond 
J. Billingham (Phoenix-Conn. Group) 
vice president, Wilfred R. Breck (Spring 
field Group); secretary, Gordon D. McLean 
Royal-Globe Group); and __ treasurer, 
Lester E. Lewis (London & Lancashire). 


Far West Agents Conference: George R 
McClure was elected chairman replacing 
Harry Poulson. New vice chairman is 
Paul H. Jones. Trev A. Burrow, executive 
secretary of the California Ass'n of Ins 
\gents, was re-elected secretary-treasure! 
General Adjustment Bureau, Inc.: / 
Kenneth Ivory, assistant manager of east 
ern dept. casualty div., has been ap 
pointed executive assistant and will assist 
James H. Donaldson, casualty claims coun 
sel 

Frank H. Poston has been appointed 
general adjuster in North Carolina with 
headquarters at Charlotte 
Health Insurance Institute: Jerry Miller. 
associated with the Columbia University 
Development Office (N. Y.), has joined the 
staff 


N. J. Insurance Fieldmen's Ass'n.: Officers 
elected President, Robert EF. Trinks 
Northern Ins. of N. Y.); vice president 
Robert E. Klie (Springfield Group): sec 
retarv, Henry CC. Heilshorn  (Lovalty 
Group); and treasurer, John Y. Lambert 
Glens Falls Group). 


Ohio Ass'n of Independent Ins. Ad- 
justers: New officers: President, Rex 
Mendenhall (Mendenhall Adjustment 
Service); vice president, Henry C. Lovell 
Lovell & Co.); secretary and treasurer 
R. S. Landen (R. §. Landen Adjustment 
( @.) 


Texas 1752 Club: Officers elected: Presi 
dent, Clifford R. Gaskill; vice president 
and secretary, E. R. Rinard, Jr.; vice presi- 
dent and treasurer, Bobby L. Butler 


obituaries 


Schwartz: Mrs. Lenore M. Schwartz, presi- 
dent of the F. J. Schwartz Co., Inc. died 
March 15th of leukemia following a nine 
month illness. In 1925 Mrs. Schwartz mar 
ried Frank J. Schwartz. an insurance execu 
tive in Cleveland, and when her husband 
died in 1946 she took over his business 
interests. Mrs. Schwartz served in auxiliary 
groups connected with St. Ann’s Orphan 
age, now the DePaul Home. St. Ann’s 
Hospital and the Loretta House. all con 
ducted by the Sisters of Charity of St 
\ugustine. She also served in the Women’s 
Club of Charity Hospital, St. Alexis’ Hos 
pital. St. Ann’s Parish and Carmelite 
Guild, Christ Child Societv, Catherine 
Hortsmann Home, Catholic Federation of 
Women’s Clubs and the Women’s Insur 
ince Group of Cleveland. She was a 
member of the Insurance Board of Cleve 
land 


Griggs: Fdward M. Griggs. assistant gen 
eral counsel in charge of the Chicago 
office of the National Board of Fire Under 
writers, died April Ist at the age of 75 
\fter being admitted to the IHlinois Bar 
in 1906, Mr. Griggs conducted his own 
law practice until in 1924 he was 
appointed assistant general counsel of the 
National Board. On May 3%, 1956. he was 
given a certificate as Senior Counselor of 
the Illinois Bar Association. Mr. Griggs 
was a director of the First National Bank 
of Ottawa, Tllinois a member of Phi 
Kappa Psi. Knight ‘Templars, Union 
League Club and Knights of the Round 
Table 
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reports on 
companies 


AMERICA FORE Group 
New York, N. Y. 


Executive Appointments 


Frederick P. Walther, John 1 


Hl. Berry, secretaries, and 


William 


Keck, assistant 


Horan and 
Henry A 


secretary ot the hire companies, have vice 


made 
presidents of the fire companies of this group 


been 
rank 
(r. Haley, Frank S. Ennis, R. Newell Lusby, Nathan J] 
Wentworth, William C. Moore and Milton W. Mays, 
secretaries of all companies of the group, have been 
appointed vice presidents. Jonn R. Irving and Edward 
|. Ryan, secretaries, 
of The Fidelity and Casualty 
Koleke, general counsel of 


have been named vice presidents 
Company. Herbert G 


all companies of the grou 


has also been appointed a secretar) 


AMERICAN MERCURY Insurance Company 
Washington, D. C. 


New Chairman 


J. Gardner Lawlor has been elevated from president 
to chairman of the board of this Company, Washing 
ton, D. C., while Bernard K. Shapiro, former chairman, 
has been named chairman of the executive committec 
\rnold H. Johnson, executive vice president will serve 
as chief executive officer of the company pending the 
naming of a new president 


AMERICAN Re-insurance Company 
New York, N. i 


Executive Appointments 


John A. Sellon, vice president has assumed the casu 
alty underwriting duties of Francis X. 


Malley who has 
resigned, 


William R. Battey, formerly an assistant vice 
president, has been appointed a vice president and 
Harold L. Eggert and William J 


appointed assistant vice presidents 


1 ench hav e been 


AUDUBON Insurance Company 


Baton Rouge, Louisiana 
New Chairman 


T. J. Singletary, president and founder, has been 
elevated to the new position of chairman of the board 


For May, 1957 


of this company. M.S. Dougherty, Jr 


has been elected p1 
Cunningham, 


] 
also 


tive vice president, 
Jr., secretary and Joel 


made vice presidents. |. M 


sistant secretary has been made ass! 


in charge of claims 


BLUE RIDGE Insurance 
Shelby, North Carolina 
Executive Appointments 

: has | 
president and secretary and Dorman | 
and Earl D 

secretary 
John H. 


named assistant secret 


tormer secretary, 


mer assistant se 


retary 
former assistal 


\lso 


COT) 


and treasul 
secretaries 


Bailey has 


Hutchins, Jr 


MIFer, Fé spectively 


EMPLOYERS MUTUAL Casua 


Des I 


A ’ . 
s Moines, lowa 
Elected Chairman 


John | 1947. 
has been elected chairman of the board of this company 
W. Gunn who has 
president and treasurer. M. J. Waulkinson, 


vice president and superintendent of aget 


Livnes, who has been presic mnt since 


1 


He succeed pneen 


elected 
formerly 
been 
elected executive vice president, and \ ynes, tor 


merly secretary, elected vice preside nt and secretary. 


FOREMOST Insurance Company 


Grand Rapids Michigan 


Elected President 


Richard E. Riebel, vice president and general man 
ager, has been elected president of this company 
will continue to serve as a director. Carl L. Geis, tr 


urer, has also been made a vice president 


THE HOME Insurance Compa: 
New York, N. Y. 


Elected Treasurer 


John Van Dyke, formerly chief cashier, has been 


elected treasurer succeeding former vice president and 
treasurer, Henry B. Reinhardt 


INDUSTRIAL Indemnity Company 


San Francisco, California 
Inflation Protection Endorsement 


\n Inflation Protection Endorsement designed to in 
sure property for high replacement costs resulting from 
continued inflation is now being offered by this com 
pany. It may be attached to the company’s 


im 


ombination 
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INDUSTRIAL INDEMNITY—Continued 


personal coverage policy and all other dwelling pack- 
age policies; to fire policies covering building, equip- 
ment and other contents (except stock) ; and to inland 
marine policies except reporting form or bailee policies 
The endorsement may be attached either at inception 
or to policies in force. It provides automatic monthly 
increases in the amount of insurance on the property 
covered. The increases in the limit of liability for each 
month may be 4 of 1%, % of 1% or % of 1%, at 
appropriate premium changes. If other monthly per- 
centages of increase are desired specific charges will 
be computed. Since the purpose of the endorsement is 
to protect against future, rather than past inflation in 
values, the company recommends that amounts of in- 
surance first be adjusted to current values before using 
the endorsement. 


INSURANCE COMPANY of North America 


Companies, Philadelphia, Pennsylvania 
Deviation Granted 


These companies have been granted a 5% rate devia- 
tion on dwelling fire and extended coverage and home- 
owners’ policies in North Carolina. The decision by 
Commissioner Gold became effective May 6 and may be 
appealed either by the North Carolina Fire Insurance 
Rating Bureau, which opposes the deviation, or by the 
company, which feels it can justify an 8% deviation. 
The ruling is the latest result of a long struggle during 
which the company was given the right to deviate 10%, 
the courts called for another hearing and then the com- 
missioner froze a 10% deviation to the September 1 
manual rates. The present deviation will follow any 
manual charges. 


NORTH BRITISH AND MERCANTILE Insurance 
Co., Ltd., London, England 


New Chairman 


Cyril H. Kleinwort has been elected chairman of the 
General Court of Directors of this company and a mem- 
ber of the boards of its associated companies; the Rail- 
way Passenger Assurance Company, The Ocean Marine 
Insurance Company, Ltd. and The Fine Art and Gen- 
eral Insurance Company, Ltd. He succeeds the Rt. 
Hon. Lord Brand, C.M.G., D.C.L. who retired follow- 
ing the annual meeting May 9. 


PENNSYLVANIA LUMBERMENS Mutual 


Insurance Co., Philadelphia, Pennsylvania 


Absorbs Mutual Fire 


The Mutual Fire Insurance Company of the District 
of Columbia was absorbed by this company, effective 
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May 1. Policy obligations of the Mutual Fire have been 
assumed by the Pennsylvania Lumbermens as of that 
date and the net surplus of the Mutual Fire, in excess 
of absorption costs, will be distributed by agents of that 
company to its policyholders on a pro rata basis. 


PHOENIX OF LONDON Group 
New York, N. Y. 


Establishes Home Department 


A new department, known as the Home Department 
has been established at 55 Fifth Avenue, New York 
City. It will supervise on an autonomous basis twelve 
branch offices serving twenty-four states. Robert M. 
Lowd, formerly manager of the Group’s Pittsburgh 
service office, has been appointed manager of the de- 
partment. F, M. Jackson has been appointed production 
manager; August Magsamen, manager of the fire de- 
partment; Ralph Sartorius, manager of the casualty 
department and Charles F. Wade, claim manager for 
the new department. 


PRUDENTIAL OF GREAT BRITAIN Group 
New York, N. Y. : 


Elected Secretary 


Charles M. Pond has been elected secretary of the 
Prudential Insurance Company of Great Britain, The 
Hudson Insurance Company and the Skandia Insur 
ance Company. He is in charge of casualty underwrit- 
ing. 


SECURITY-CONNECTICUT Companies 


New Haven, Connecticut 
New Vice Presidents 


Ferdinand A. Hall, Marion H. McCown and Donald 
M. Witmeyer have been promoted to vice presidents of 
these companies. At the same time John E. Lloyd was 
elected controller. 


UNITED STATES Fidelity and Guaranty 
Company, Baltimore, Maryland 


Executive Appointments 

William R. Phelan, controller, has been elected vice- 
president-treasurer succeeding Alan P. Hoblitzell, re- 
tired. R. Wilson Oster, assistant vice president, has 


been elected financial vice president. 
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It’s Time to Order 


The Edition 
of 


Geet 'e Insurance Guide 


with 


Key Ratings! 


FAVORABLE KEY RATINGS MEAN MORE SALES ror You! 


Be the authority on fire and casualty companies for Y 


our clients and your prospects! 
Increase your sales by knowing virtually all there is to know about both your own com- 


panies and your competition! All the major figures on more than 1200 fire and casualty 
companies—plus Best's internationally recognized KEY RATINGS on their financial soundness 


and responsibility! Principal figures on over 2,250 smaller mutuals! ALL THIS IN ONE 
COMMISSION-BUILDING VOLUME! 


With this tool in your sales kit, you'll have unassailable evidence of the soundness of your companies .. . 
unbeatable information on your competitor's! Pinpoint your strong points by contrast! Put Best's KEY 
RATINGS to work—for you—profitably! They'll back up your sales talk point by point! 


PARTIAL CONTENTS—BY SECTIONS: 
Key to Ratings *% Exhibit ranking leading Insurance companies by: 
State Officials in Charge of Insurance (a) Policyholders surplus 
Preface—how to use the book (b) Net Premiums Written 
Financial and Operating Data with Key Ratings (ce) Admitted Assets 
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Reciprocal Insurance Mut _— o_o 
Exchanges Lloyds a 
% List of American Mutual Insurance Companies % Underwriting, Regulatory and Advisory 
*% Lloyd's of London Organizations 


Alfred M. Best Company, America's outstanding insurance analyst, enters its second half-century of 
continuous INSURANCE GUIDE publication with this 51st annual edition, priced at $7.50 per copy! 


Use the order blank below—the anticipated heavy demand makes early ordering of your copies more 
than advisable! 


To: ALFRED M. BEST COMPANY, 75 Fulton Street, New York 38, N. Y. 
Please send me _ 


copies of The 1957 Edition of Best's Insurance Guide with Key Ratings at $7.50 each. 


Alfred M. Best Company, Inc. 


Atlanta * Boston * Chattanooga * Chicago * Cincinnati * Dallas * Los Angeles * New York * Richmond 
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Nothing gives employees a more luxurious, satisfied 
feeling than that of financial security. And nothing is 
easier for them to achieve when you provide the con- 


venience of automatic Payroll Savings Plan. 


EVERYBODY BENEFITS 


Security breeds confidence —and confidence stimulates 
job interest and results in steadier people who are far 
more efficient in their work. Receiving those crisp Bonds 
at regular intervals along with their paycheck is an 
added inducement for employees to stay on the job. 

Moreover, when you install the Payroll Savings Plan 


in your company, you promote not only the security of 











0.SOGLO 


your personnel but the security of your company and 
your country. Over forty million Americans have over 
40 billion dollars invested in United States Savings 


Bonds—a backlog of purchasing power for the future. 


EASY TO INSTALL 


If your company does not now have a Payroll Savings 
Plan, or if employee participation is less than 50%, a 
letter to: Savings Bonds Division. U.S. Treasury De- 
partment, Washington, D. C. will bring prompt assist- 
ance from your State Director. He will provide applica- 
tion cards, promotional material, and as much personal 


help as you need. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 


Best’s Insurance News 
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Marsh & McLennan, Ine., Chicago, I) 

Maryland Casualty Co., Baltimore, Md 

Melling & Bevingtons, Ltd., Montreal, Canada 
nd : Millers National Insurance Co,., Chicago, Tl 
New Yor! E Minnesota Mining & Mfg. Co., St. Paul. Minn 
on. Texas ij Monumental Life Insurance Co., Baltimore, Md 

rk, N. J 4 Mosler Safe Co., Hamilton, Ohio 


ge eeeds New National Automobile Dealers Used Car Guide Co,, Wash 
Chica Pe iT my no National Cash Register Co., Dayton, Ohio 
cae National Casualty Co., Detroit, Mich. . ary 

New Amsterdam Casualty Co., Baltimore, Md. .. 
New Hampshire Fire Ins. Co., Manchester, N. H 
Norfolk & Dedham Mutual Fire Insurance Co., Dedham 
North American Accident Insurance Co., Chieago, Tl 
North American Reinsurance Co., New York, N. ¥ 
Northern Assurance Co., Ltd., New York, N. ¥ 
Northwestern Mutual Ins. Co., Seattle, Wash 


Oficinas De Ultramar, 8. A., New York, N. ¥ 
Ohio Farmers Companies, LeRoy, Ohio 


acifie Employers Insurance Co., Los Angeles, Calif 

icifie National Insurance Group, San Francisco, Calif 

an American Companies, Houston, Texas a 

iramount Fire Insurance Co., San Francisco, Calif 

*aull & Son, Ine., Alfred, Wheeling, W. Va. .. 

Yoarce Co., K, L., Des Moines, Iowa . j 
‘earl-Monarch Insurance Group, New York, N. Y 

‘eerless Insurance Co., Keene, N I ; 

ennsylvania Lumbermens Mutual Ins. Co., Philadelphia, Pa 
*hoenix of Hartford Group, Hartford, Conn : 
Phoenix of London Group, New York, N. Y. 

Pick Hotels Corp., Chieago, Tl. . sarees 

ferred Fire Insuranee Co., Topeka, Kansas 

Preferred Insurance Co., Grand Rapids, Mich 

Providence Washington Insurance Co., Providence, R. I 
Prudential Insurance Co. of America, Newark, N. J 
Prudential Insurance Co. of Great Britain, New York, N. ¥ 


I 
I 
I 
I 
I 
I 
I 
I 
I 


eee : Reeording & Statistical Corp., New York, N. Y 
Redmond and Shaughnessy, Ltd., Montreal, Canada 
Reinsurance Agency, Ine., Chicago, Tl . . 
Remington Rand Div. of Sperry Rand Corp., N. Y., N. Y 
Rising Paper Co., Housatonic, Mass. 
Ritter General Ageney, Denver, Colo. . se 
Roval-Globe Insurance Group, New York, N. ¥ 
Royal Typewriter Co., New York, N. Y F 


, Dubuque 


1, Birminegl 
s City, 


St. Clair & Co., Jim, Lubbock, Texas 

Security-Cor necticut Insurance Companies, New THlaven, Conn 
Security Mutual Liability Ins. Co., New York, N. \ 
Security National Insurance Co., Dallas, Texas 
Seibels, Bruce & Co., Columbia, S. C 

Smith-Corona, Ine., Syracuse, N 

Southern Insurors, Ine Fort Smith, Ark 
Southwest General Insurance Co., Dallas, Texas 
Southwestern Fire & Casualty Co., Dallas, Texas 
Springfield Insurance Companies, Springfield, Mass 
Standard Accident Companies, Detroit, Mich 
Standard Insurance Co., Tulsa, Okla 

State Farm Insurance Companies, Bloomington, Tl 
Stewart, Smith (Canada) Ltd., Montreal, Canada 
Stewart, Smith (Illinois), Ine., Chicago, TH 

Sun Insurance Office, Ltd., New York, N. Y 
Superior Insurance Co., Dallas, Texas 


! 1 & General Insurance Co., Dallas, Texas 
I ns-Canada Assurance Agencies, Ince Montren 
rressel & Associates, Harry S., Chieago, Tl 
rrinity Universal Insurance Co., Dallas, Texas 


Ultramar Inter-America Corp., New York, N. ¥ 
Underwood Corp., New York, N. ¥ 

United States Casualty Co., New York, N. ¥ 

United States Fidelity & Guaranty Co taltimore, Md 
U. S. Fire Insurance Co., New York, N. Y. 

U. S. Underwriters, Ine., Miami, Fla 

Utilities Insurance Co., St. Louis, Mo 


Virginia Surety Co., Toledo, Ohio . 

Western Insurance Ageney, Helena, Mont 
Weston Co., Byron, Dalton, ‘ 

Willeox & Co., Ine., Albert N. ¥ 
Wilson Co., Ltd., A. E., Toronto, Canada 
Wolfe, Coreoran and Linder, New York, N. \ 
Woodward & Fondiller, Ine., New York, N. ¥ 
Woodward, Ryan, Sharp and Davis, New York 
Wright Line, Ine., Woreester, Mass 


The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies 
which receive our recommendation are permitted to advertise in its columns." 


Best's Fire and Casualty News 





“Unforeseen events ...need not change and shape the course of man’s affairs” 


Just a house of cards 


One jolt sends it tumbling. And just one jolt could shatter your financial security. 
It could be any one of countless unforeseen events: a disabling accident ... 
an auto crash... a damage suit ... a dishonest employee. 
To protect your home, your business, your possessions, you need the 
personal service of your local independent insurance agent or broker. 
Your Maryland representative knows how to protect you with the 
right kinds and the right amounts of insurance at the right time, 
and that means before a loss or claim against you occurs. And, should 
trouble strike, he’s right beside you, your personal agent, ready and able to take 
your trouble and make it his business. And because he knows his business, it’s good 


business for you to know him. It pays in security and peace of mind. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are man\ forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety Bonds, 


and Fire and Marine Insurance are available through 10,000 agents and brokers. 








Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 





HOW NORTH AMERICA’S EXTRA VALUE 


... SERVES FIRESTONE THE ‘PIONEER’ 


Firestone ‘Tire and Rubber Company’s steady rise in the world of tires, rubber 
products, steel rims, synthetic rubber, plastics, fabrics and guided missiles is 


well known. ‘The story is told in the April issue of the North America Fieldman. 


Firestone is the subject of the first in North America’s 1957 series of 
advertisements featuring leaders in American industry. ‘These important com- 
panics all benefit from the extra value of North America agents’ service. ‘The 
advertisements begin in April in U.S. News, and in May in Nation's Business 


and Newsweck. 


Read the storv and see the ads. ‘Vhev are proof that agents profit by 
utilizing North America Companies’ capacity, underwriting facilities, loss pre- 
vention and safety services, world-wide claims and loss facilities and network 
of service offices. If vou don’t represent North America vou owe it to your 
future progress to learn more about the advantages of having North America 


in vour office. See our nearest Service Office Manager. 


INSURANCE BY NORTH AMERICA (ia) 


Insurance Company of North America Indemnity Insurance Company of North America Philadelphia Fire and Marine Insurance Company —_Life Insurance Company of North America 





